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Mocad. RIFLE-LIKE AIMING 


... and SPEEDY SERVICING FROM 
THE QUALITY FLOODLIGHT WITH 
SPLIT-SECOND REAR RE-LAMPING 


No Screws to Remove Before Siehtine or Servi 


Each Intenso Floodlight positions qui kly and precisely 


by aiming vight through the lamp which stays in re flec- 
tor. Once installed, 117/¢ Floodlights are cleaned and 
re lamped from the rear in 1 rd time. The exclu 
flip-clamp rear lid does away with all screws 
washers and brackets. Yo 
don't need 'em . and the 
aiming eliminates fumbling wit 

mee ba ti So saves time and money. B 


z as all! Appleton I 

- oN ia. hYTe) ‘ tenso Floodlights provid gh-intensity, weather-tight 
y t ee é | : 
Se Re at << ee 


trouble-free illumination all year ‘round. The Alzak 

sists corrosion 
and the shattering contrasts of h rain, icc, sleet and 
snow. Compare! You'll find / Floodlights unsur- 


passed in quality, performance and features 


ax 


7 4 4 A 
the (Mant Might 
INTENSO... 220/VQLEHKHL CG _WITH THE MOST WANTED FEATURES 
EXCLUSIVE HOODED VENTILATION IMPREGNATED Y LOCKING DEGREE HEAVY GAUGE HEAT AND IMPACT- 
“STRAIGHT-THRU"’ LOUVERS ASBESTOS GASKET INDICATORS STEEL YOKE RESISTING LENS 
PEEP SIGHT Cool efficiently with Assures positive Give 1° calibration for Supports fixture firm- Heavy crystal-clear 
ly. Won't bend, buckle, glass. Withstands 


Remove protecting cap out moisture seepage weather-tight seal 360° horizontal and 
shock and severe ¢ 


. . aim right through Prevent rotted insula Locked in place with 100° vertical position or tear loose even in 
center of lamp which tion and short circuits 360° equalized pres ing. Sturdy locking de- high winds. Gives am- mat hanges. Tightly 
stays in reflector. due to interior con- sure by rear lid clamps vice maintains estab ple clearance for easy sealed acr¢ 
Bull’s eye on lens densation. Another in- which are opened or lished position cleaning and easy re- tor mouth 
gives rifle-like accu- tenso exclusive! closed in seconds. lamping. eye 
racy. Simple... quick! peep sight 


FLIPS wide open for 
EASY MAINTENANCE 
Sold Nationally Through Electrical Wholesalers No tools needed. Simply slip thumb under 
J é ; ’} 3 clamps... push ... rear lid with lamp 
opens wide for easy access to any part of 
fixture. No screws or small parts to carry 


APPLETON ELECTRIC COMPANY eens 
SEALED AND LOCKED IN SECONDS 
Servicing done? Flip rear lid 
down ... clamp... that's all 
cdaiilan deine locked and weather-sealed 
iquid-Tight with equalized pressure all 


P Proot , 3 “ST” Connectors —. « 
ixtures ’ +? ee “ around impregnated asbestos 
4 
fs ‘ 1 | Geis { | gasket. Seconds does the job! oa 
“ ee | 
5 ww Each floodlight complete with 4 ft. of No. 12 
Malleabie tron Automatic oll two-conductor rubber covered cord. Beam 
Unilet Fittings Reelites spreads: 20° to 90° in 18” and 20” etched or 


‘ = an > lished flect Take 750-1000 1500 
Rely on APPLETON ...The Standard for Better Lighting Watt PS-52 lamps. 


a 


1734 Wellington Ave el Gi alidclelo Mme Mem tillalele 
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Announcing NEW 


TTioarciitim Cartridge FUSES 


Why this announcement 


is important to Yous: 


(I) OFFERS GREATER PROTECTION 
FOR ELECTRICAL CIRCUITS 


Wherever overloads are likely to occur, ECON Dual-Element 
Fuses now bring the time and money savings that result from 
positive, dependable controlled protection against unneces- 
sary blowouts — as well as against short circuits. The unique 
design and construction of the ECON Dual-Element also in- 
sures better protection against single-phasing, eliminates the 
necessity of over-fusing, and results in cooler fuse holders 


and switches. 


(2) MAKES THE ECONOMY LINE 


MORE COMPLETE THAN EVER 
In keeping with the policy of offering “Fuses for Every Pur- 


pose,” Economy is constantly adding new and improved 
fuses and other circuit-protection products to help solve 
unusual fuse problems. Thus, Economy Fuse & Manufactur- 
ing Co. rounds out its line still further with a new dual-ele- 


ment fuse that offers many special features and advantages. 


Write for New ECON Dual-Element Cartridge Fuse Catalog, 
$-60 or for literature on other type fuses. 


ELECTRICAL WHOLESALERS— 


You will want to have representative stocks of ECON 


at \ 
es, 


Dual-Element Fuses, the latest addition to the Economy 


Sant 


Line, which is now being announced to your trade 


N 


through advertisements like this in leading electrical pub- 


lications. Write us for full particulars. 


ECONOMY fuses for every purpee ) 


ECONOMY FUSE & MANUFACTURING CO. 


464 EW 2717 GREENVIEW AVE. ° CHICAGO 14, ILLINOIS 
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notice | electrical wholesalers! 


there are big profits for you, 
distributing television sets 

to your regular customers as part 
of your regular sales program! 


Television set sales no longer have to be restricted to 
“special” distributors. Through actual sales successes with 
firms like yours during the last six months, we know from 
our doubled volume that your same salesmen who daily sell 
lamps, fixtures, appliances, tools, hardware, etc. . . . will 
bring you GREAT NEW PLUS PROFITS by also selling 
high-quality television. 


We have, therefore, increased our production facilities and 
are now offering you the opportunity of becoming an 





authorized distributor of Meck Television 


write, wire, or phone immediately for full 
information on the SAFE, SANE, and STEADY MECK 
distributor program. Share immediately in big TV profits 


no forced quotas 
no minimum stock requirements 
no profitless key dealer ‘special’ deals 


call WHitehall 4-0510 (Chicago), or write 


JOHN MECK INDUSTRIES 


(Div. Scott Radio Laboratories, Inc.) 
1012 N. Rush Street, Chicago 11, IMinois 


Meck Television for everyone with famous 5 C OTT quality 
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LETTERS 


TO THE EDITOR 





No Substitute 
Dear Sir: 
There is no substitute for a 


training system of this kind (“How a 


Salesman Is Made,” EW—Jan. ‘54, 


Pp Fae 
J. RUETH 
SALES MANAGER 
THE FRANKELITE CO. 
CLEVELAND, OHIO 


Dear Sir: 

I am personally acquainted with 
several of the officials of Gough In- 
dustries and have a fairly good work- 


ing idea of their sales training 


program. I can compliment you for 
your presentation 


Gough Industries is a very large 


organization, and an elaborate pro- 


gram such as this is undoubtedly 
necessary to obtain proper sales per- 
sonnel. Even in our own organization, 
we have a similar problem, and we 
find that all 


sarily have a complete knowledge of 


salesmen must mneces- 


the working methods and policies of 


the company, in addition to never- 


information 


on old products and the new products 


ending instructions and 
as they are introduced. .. . I com 
mend Gough Industries for their re 
need and 


tackled the 


preat 


they 


cognition of a very 


the way in which 
problem 

S. Y. LAKIN 
PRESIDENT 
UNITED ELECTRIC SUPPLY CO 


SALT LAKE CITY, UTAH 


Dear Sir 

I am in complete agreement with 
Gough Industries’ methods, providing 
they give the trainee a decent living 
wage and not $35 a week as numer- 
ous wholesalers do. 

The salesmen I have been associated 
with in the supply business are always 
top men if they have gone through a 
transition training period similar to 
John Roberts’s 

DONALD RIVERS 
MANUFACTURERS AGENT 
BUFFALO, N.Y. 


Only 99-44/100% 
Dear Sir: 

How about adding the following 
to your Wholesale Price Index: 1. fit- 
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ings; 
covers and conduit products; 4. fluor 
escent and incandescent fixtures; 
tape and compound 

With these you'd have 100 per cent 
stocks 


R. B. MULLER 


ELECTRICAI 
INC. 


coverage of wholesalers 
IWIN STATI 
SUPPLY CO., 
WHITE RIVER JCT., VI 


e We cerlainiy wish we could Ct 


with reader Mu ller’s request. But un 


; * sn ft . l > J, ; 
fortunately we cant. The 0. products 


we cover represen a 


commodities priced 


Lal or 


OT1eS are nol 


Bureau of Statistics. 


weevested Cate amon 


900. If and when the bureau 


y 


They’re for It 


Dear Sir 
Isn't the Lighting 
Missing the Boat 
( EW—Jan 


and was very much impressed by 


I read the article 
Industry in yout 


recent issue 24, D i 
the idea 
We have constantly endeavored 


} 


© increase sales to the casual buyer 


or the people who need lighting fix 
tures and are not building new homes 


We 


would buy new or additional fixtures 


feel that present homeowners 


if they knew where or could be prop 


erly encouraged 


Many attempts have been made t 
capture a replacement market. To my 


knowledge none has been very su 


cessful. We have to depend entirely 
upon the contractor to send customers 
to us to make selections or make a 
sale through one of our catalogs, which 
is not an impressive way to take care 
ofa prospect 

We have 


increase in the 


been encouraged by tne 


business as the con 


tractor becomes more conscious of ad 
There is much to be 


ditional sale 5 


said on this subject, but we feel that 
very timely 


could be usec 


Mr. Weinstein’s article is 


We that it 1 


believe 


conduit and tubing; 3. boxes, 





EW 


opinion 


welcomes expressions of 


from readers. Address 
all correspondence to: The Edi- 
tor, Electrical Wholesaling, 330 


W. 42nd St., New York 36, N.Y. 











and will 


Ohio, 


help promote his 


in Canton 
idea 
locally 

When we stop t 
contractors locally carry 


that Sears & Roebuck 


think that very tew 
a stock of resi 
lential fixtures, 

ut the only people who adver 
wonder why we 


sometimes 


j 
; 


¢ volume a iars as we 1O 


Our prospects, having no other con 


nection witl us being sent 
for fixtures, seem surprised and pleased 

finding a nice display for theirs 
They, of course, are all billed 


selection 
through their contrac 
you have pro 
nd spread We 
some matches 


R. E. FURBAY 


PRESIDENT 
THE FURBAY ELEC 
CANTON 


rRIC SUPPLY CO 


OHIO 


W einstein's 


and feel that 


urticle 
issuc 
rrect. However, one 
le cal and, of course 
tions 


my mind IS very 


inction of our business 
primarily that it is 
the homeowner 
iS a very 
important pi the cor of 
rd “Decor” be 


the Open Sesame 


house 
Cause 
ious homeowner 

1d Vertising, | pre 

rd but one 

of trying to 

lanufacturers 

ture shall we 


il Manu 


| 
was slighte 1 


hee m tne 

ur show 

not realize 
many facets 
designe 1 her 


(Continued on page 153) 





Squ ; imi peing announced 
+his month, is another example of a very significant trend 
in the design and distribution of electrical equipment - 


This new Limit switc j j the basic device 
can be modified, easily and eet any one of 
eleven aifferent job requirements- rom the distributor's 


standpoint, that means stocking one basic device instead 


of eleven assorted types: 


That's the tren , More and more items, 
which previously had to be ," have been proken 
down into flexible components, P ackaged and 
labeled for easy, moderate stocking by t lectrical 


distributor: 


j neered +his 


centers: , wi j j j gnelboards - 
But such 4 tren imi istribution equipment - 
Square D has proved that ‘ndustrial 

control equipment. The new 1im st recent 


example. 


er merchandising through its 
distributo +s a basic Square p policy: You'll be seeing 


more and more of it- 


See you next month. Mf furiabee 


u. P. Kartalia 


MPK: ds : 
Manager, Merchand1s¢ Sales 
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An Editorial 
MARCH, 1954 VOL. 35, No. 3 Contrasts in Prosperity Endanger the Free World 


' a i ae Business World Not For Me—Truman... 
ved monthly by McGraw-Hill Publishing Com 


pany, Inc., James H. McGraw, (1860-1948), Foun An interview with the former President of the U.S.—on a rumor and his future. 
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MODERN FITTINGS 


MANUFACTURERS OF ELECTRICAL WIRING 








PROOUCTS 


1639 W WALNUT STREET 


Chicage 12. Ulinoés 








NEW PRODUCTS 





Lighting Fixtures 

Sylvania Electric Products Inc., 
New York 19, N.Y. 
Series of fluorescent lighting fixtures 
has been especially designed to pro- 
vide high levels of quality illumina- 
Model 5-ft. 
fixture with 42 deg. side shielding and 
no louvers. It is for primarily indus- 
trial 
light and high levels of illumination 
are both important 


Cable 
Rome Cable Corp., Rome, N.Y. 


tion. illustrated is a 


applications where quality of 


Multi-purpose cable for branch and 
feeder circuits is for use on farms, in 
industry and homes. It is designed 
especially for 
service 


underground feeder 


and for installation in loca- 
tions where dampness or corrosive 
action are encountered. Available in 1, 
2 and 3 conductor construction. Single 
conductor comes in sizes 14 through 
t awg.; multiple 
sizes 14 through 
ductor cable can be 


with or 


conductor cable in 
10 awg. Two con- 
obtained either 
wire. ULL. 


without ground 


approved construction. 


Siren 

Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 
Compact design 
powerful, distinctive signal with the 
aid of a high-speed, high-torque series- 
wound G.E. motor. Primarily for use 
in air raid, fire and similar types of 
signalling, it is also recommended for 
installation in elevator shafts, factory 
The little motor 
which drives the siren is rated at 1/5 
hp. at 10,000 rpm. Some of the en- 
durance tests the siren has been sub- 
jected to includes: continuous opera- 
tion for 400 hrs., 5 min. on and 5 
min. off, in ambient temperatures 
ranging from —20 deg. F. to 104 deg 
F.; operating for 15 hrs. under a water 
hose at full force directed at front of 
unit; outside operation for over 1 year, 
energized once a day, 5 days per week. 


siren delivers a 


production areas. 
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Outlets 


The Bryant Electric Co., Bridge- 
port 2, Conn. 


Screwless terminal feature of two con- 
venience outlet models reduces wiring 
time due to fact there is no bending 
or looping of wire. It is necessary only 
to strip wire to length indicated by 
gage in base, insert wire in bottom 
hole and connection is complete. To 
release wire, insert screw driver blade 
in slot above wire hole. 


Solder Pots 

Vulcan Electric Co., Danvers 9, 
Mass. 
Thermostatically controlled rectangu- 
lar solder pots are for tinning printed 
circuits or dipping small chassis assem- 
blies. Shallow cast iron crucibles, with 
wide lips, come in any inside dimen- 
sions from 6 in. by 12 in. to 12 in 
by 12 in., 
to 4 in. Replaceable electric heating 


with depths of from 1 in. 


elements are clamped to the under 
surfaces of crucible castings and are 
insulated from the sheet metal casing 
Both pot and thermostat are mounted 
on the same heavy metal base. Sup- 
plied in standard voltages 


Floodlight 

The Pyle-National Co., 1334 N. 
Kostner Ave., Chicago 51, Ill. 
Enclosed 20-inch floodlight is said to 
meet all lamp burning position re- 
quirements full beam 
coverage. Unit burns 1,000-watt G-40, 
1,500-watt G-48, and the 1,500 PS-52 
burning 


with vertical 


have 
positions recommended by the lamp 
manufacturers. Floodlight will also 
take 750 and 1,000-watt PS-52 
lamps and 700 and 1,000-watt mer- 


lamps which special 


the 


cury vapor lamps 


Magnetic Relay 
Square D Co., 4041 N. Richards 
St., Milwaukee, Wis. 


Compact magnetic relay is for use with 
single phase capacitor start motors re- 
quiring a voltage-sensitive relay to dis- 
connect the start winding or reduce the 
capacitance when the motor approaches 
full speed. Assembled on a molded 
phenolic base, device measures only 
2 11/16 in. high, 1 15/16 in. wide, 
and 2 1/3 in. deep. Double break, 


silver-to-silver contacts on the single 


pole, normally-closed relay are capable 
of handling start winding currents up 
to 50 amps. on 115 volt motors, and 
35 amps. on 230 volt motors. Magnet 
coils are available for continuous duty 
ratings up to 480 volts, 60 cycles or 
300 volts, 25 cycles. 


Transformers 


_ 


Sterling Transformer Corp., 29 


N. 7th St., Brooklyn 11, N.Y. 
Molded 


claimed 


transformers are 


saving up to 50 


open type 
to allow a 
per cent in space and weight, without 
sacrifice in performance. Units are en- 
specifica- 
tions, including grade I humidity tests 
175 


gineered to pass MIL-T-27 


and to operate continuously at 
deg. C (class H) 


Automatic Controls 
Minneapolis-Honeywell Regula- 
tor Co., Minneapolis, Minn. 


Electric heating automatic controls in 
clude an improved line-voltage thermo- 
and 


stat a new silent relay for use 


in very high-amperage installations 
Thermostat features a single, easy-to- 
read dial, improved dust-free mercury 
switch and a heat-leveling adjustment 
that provides control accuracy to within 
14 deg. New relay can be installed in 
or near an electrically heated room be 
cause the sound of the switching action 
has been eliminated. Built to carry elec- 
tric heating’s high-amperage loads, the 
low-voltage relay is available in either 
a single-switch model (accommodating 
a single circuit up to 4,600 watts capa- 
city), or a two-switch model (carrying 
The ratings 


two 4,600-watt circuits ) 


are at 230 volts 


Parallel Connectors 
W orks, 


Anderson’ Brass 
Birmingham, Ala. 


Inc., 


New design of parallel connectors is 
claimed to permit maximum transmis- 
sion without overheating; maximum 
contact and pressure without distortion 
of cable. Long, “fumble-proof” bolts 
exert straight pressure regardless of 
cable size combinations. Both top and 





















































































































































with the new additions 
to the Amprobe Jr. line 


600 VOLT MODELS: 


New Amprobe Jr. 
models for plant main- 
tenance men, plant 
electricians, and con- 
tractors specializing in 
industrial work: 


MODEL 525: 0-25 AMPS AC; 0-150/600 VOLTS AC 
MODEL 550: 0-50 AMPS AC; 0-150/600 VOLTS AC 
MODEL 500: 0-100 AMPS AC; 0-150/600 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 





250 VOLT MODELS: 


Amprobe Jr. models for 
electricians, contrac- 
tors, refrigeration, air 
conditioning and appli- 
ance service men: 





MODEL 10: 0-10 AMPS AC; 0-125/250 VOLTS AC 
MODEL 25: 0-25 AMPS AC; 0-125/250 VOLTS AC 
MODEL 50: 0-50 AMPS AC; 0-125/250 VOLTS AC 
MODEL 100: 0-100 AMPS AC; 0-125/250 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 


For only $19.85 (just a few dollars more than 
an ordinary voltage tester), you give your cus- 
tomers more value for their money—open a 
brand new market for yourself. To get your 
copy of the new Amprobe catalog, write to: 
PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 


‘AM PROBE 


world’s largest-selling line of snap-around volt-ammeters 
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bottom numbers are made of high- 
strength cast aluminum alloy, heat 
treated. Connectors, recommended for 
A.CS.R., are furnished with hot-dip 
galvanized steel bolts, nuts and lock 
washers, or high strength aluminum 
hardware with Alumilite finish 


Cooler 


Thermador Electrical Mfg. Co., 
Los Angeles 22, Calif. 
Bottom discharge 4,000 cfm. cooler is 
for roof mounting specifically. It di- 
rects air vertically through the roof 
into a central hall or ducting system. 
Cooler offers a maximum intake of 
filtered air through all four sides and 
blows it straight downward, thus elim- 
inating ducting on the roof. With the 
addition of this unit, manufacturer 
now has ten models ranging from a 
portable 800 cfm. to permanent 5,000 
cfm. installations 


fester, Fuse Puller 


Holub Industries, Inc., Sycamore, 


Ill. 


Combination test light and fuse puller 
is made of transparent red Tenite. 
Jaws are shaped to assure a positive 
hold on all sizes and types of cartridge 
fuses. As a tester, unit may be used 
on circuits from 100 to 600 volts, a.c 
or dic. Two 24-inch plastic covered, 
flexible test leads are provided. End of 
one lead has a 4-inch prod with plastic 
handle—the other spring clip pro- 
tected with a safety rubber jacket. 
Overall length of tool is 7% 
weight 3 oz. 


inches, 


Weatherproof Plate 


Rodale Manufacturing Co., Inc., 
Emmaus, Pa. 


Aluminum weatherproof plate is a 
newly-designed model with a self-clos- 
ing lift cover and self-sealing rubber 
gasket. It is for use on all Rodale 2, 3, 
and 4-wire single receptacles, and will 
also accommodate the single recep- 
tacles of other manufacturers. Plate 
comes equipped with 4 mounting 
screws and 2 receptacle screws. 
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Air Conditioners 
Frigid, Inc., 128-168 Thirty-Sec- 
ond St., Brooklyn 32, N. Y. 


W indow 
available in 42, 44 and 1 ton capaci- 
ties. Equipped with draft free indi 
vidually adjustable louvers. Control is 
concealed beneath cabinet lid. Built-in 
thermostat. Unit cools, heats and de- 
humidifies up to 3 pints of moisture 


room air conditioners are 


per hour 


Converters 


Terado Co., 1068 Raymond Ave., 
St. Paul 14, Minn. 


Miniature converters are rated 6 or 
12-volt d.c. to 110 ac. Units are for 
a car, boat, truck or plane. May be 
plugged in lighter 
model operates dictating 
small drills, 50O-watt 
soldering irons. “Senior” model oper- 


cigar “Super” 
machines, 
electric type 
ates small dictating machines, electric 
shavers, equipment. “Midget’ 
model operates some test equipment, 


test 


electric shavers. “Master” model oper- 
ates small dictating machines, portable 
phonographs, turntables, test equip- 
ment. 


Cap and Cord Connector 


Daniel Woodhead Co., 15 N. 
Jefferson St., Chicago 6, Ill. 


Twenty ampere, 3-wire locking attach 


ment cap and cord connector is 
claimed to prevent accidental discon- 
nections in spite of the most severe 
use. Non-breakable exterior is imper- 
vious to oils, greases and most chemi- 
cals. Brass contacts are extra heavy 
duty; molded-in cord grip construction 
is guaranteed not to pull out and is 
made to take heavy duty cords. Rating 
20 amp., 250 volts, a.c. or d.c.; 10 amp, 


575 volts a.c. 


Bar Hanger 

PM Electrical Products, Inc., Chi- 
cago 1, Ill. 
All-purpose adjustable bar hanger has 
now received U.L. approval. So far as 
claims the manufacturer, 
this is the only formed steel, adjust- 
able bar hanger to receive such ap- 
proval. All notching and nailing of 


is known, 


joists or studs are eliminated. Marked 
guide legs do away with guess work in 
lining up boxes for plaster line finish 
Bar hanger said to be ideal for poured 
concrete jobs, hanging of entrance 
switches and cabinets, outside wall in- 
stallation on /-inch stripping, and 
drop ceiling steel construction jobs. 


NEW PRODUCTS 





Window Fans 


The Lau Blower Co., Dayton 
Ohio 


Combination window fans are de 


signed especially for swingout case- 


ment windows on modern homes 


Model illustrated is the 12-inch size 
It moves 1,200 cfm. at high speed and 
has a 3-speed motor. Weight 18 Ibs 
115 volt, 60 cycle, a.c. motor. A larger 
with 16-inch blade, is 


size model, 


available in same styling 


Air Conditioners 
Remington Corp., Auburn, N. Y. 


Console air conditioners are for com- 


mercial or industrial use, remote or 
and for 
custom built enclosures. Where water 
a problem, the air- 
cooled units may be used—singly or 
multiple—in place of heavier equip 
Water 


use where openings to an outside air 


built-in home installations, 


and drainage are 


ment. cooled models are for 
supply are unavailable. Duct work may 
be used with remotely located units 
All consoles are supplied for 230 volts 
208 


d.c. and 220/60-3 volts or 230 


volts ac, 50 or 60 cycle. One h.p 
115 


W ide, 


consoles are also supplied for 


volts d.c. Dimensions 34¥g in 


3714 in. high and 19 in. deep. 


Island Light Poles 

Revere Electric Mfg. Co., 6009 
Broadway, Chicago 41, Ill. 
Mercury vapor and incandescent light- 
double up- 
sweep arm available in 4, 6 or 8 ft 
lengths 


ing island poles have a 


Advantages cited include 
lighting a gas station island with one 
pole anchored to position with arms 
parallel or perpendicular to the island 
When the arms are in a perpendicular 
position more light is claimed to be 
distributed on the faces of the pumps, 
since the luminaires are mounted high 


enough to allow truck clearance. 





SS STAND OWT Cteling 


for outstanding Caloe 


vrgortcte,.. FAN-MOBILE 


The 1954 Fan-Mobile features at- 

steel chrome grill, lustrous 
ivory finish and jiant chrome 
trim. FAN HOUSING IS RE- 
MOVABLE FOR SEPARATE 


New full 180° up or down 
tilt adjustment .. . improved 
t adjustment from 22” to 
37". Ideal for one room, entire 
apartment or small home. 3 
; rubber wheels; 16” blade. 

to offer real value. 


Ask your jobber or write for fully 
illustrated pt to 


a? 


Cmtrtos dmortegt 
WINDOW VENTILATORS 


Streamlined, shallow design that is 
unequalled in appearance ... trim and 
modern . . . beautifully finished in 
lustrous Ivory baked enamel. ELEC- 
TRICALLY REVERSIBLE —WITH 
TWO SPEEDS FOR BOTH ExX- 
HAUST AND INTAKE ... to cool 
an entire small home or apartment. 
In 16-inch and 20-inch models at 
sales-making prices. 

Same handsome design available 
in 10-inch and one and two speed 
12-inch manually reversible models 

. also 20-inch standard (exhaust 


only) model. 


CIRCULATOR on any for 


LOW COST Handsome styling with rich Ma- 
mahogany finish combined with typical Air King 
quality and efficiency make this the easiest-to- 
sell Floor Circulator ever offered. 3 — 
Safety design. Rubber mounted legs. 12-inch 
model at a price everyone can afford. 


Rh conhoke Ate 
DRI-AIRE Electric Dehumidifier 


Luxurious Mahogany finish with sparklin 
Chrome grill, bumper strip and handles to look 
“at home’”’ in any interior. Measures only 13” x 
18” x 20”; extremely quiet operation. Dehumid- 
ifies up to 10,000 cu. ft.; removes 2 to 3 gals. 
every 24 hours. Removable drawer type con- 
tainer. Equi with non-marking rubber cov- 
ered casters. Economically priced for easier sales. 

Automatic Timer optional and extra. Starts 
Dehumidifier once every 24 hours . . . operates 
it for the number of hours selected. 


3050 NORTH ROCKWELL ST. 
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Youll write up plenty of orders— 


when you 


It’s a tape line that’s well-known—containing a tape for every 
job of splicing or insulating—made by one of the largest manu- 
facturers of cables and tapes. United States Rubber Com- 
pany’s tapes are well-known because: 

1. They are advertised continuously to industrial users 


and dealers in all the important trade and industrial 
magazines. 


2. Sales promotion aids point out constantly the per- 
formance and durability of “U.S.” Tapes. 





SECURITY 
FRICTION TAPE 














U.S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high 
strength. 


dielectric 


Also in a specification grade—U. S. Holdtite 


—exceeds A.S.T.M. Specifications. 





_ 





STATES 


GOODS DIVISION °* 


UNITED 


MECHANICAL 
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ROCKEFELLER CENTER, NEW YORK 20, 


arry U.S. lapes 


~~ a 
used that they are the tapes that are wanted 
users have found them superior 

- Distributors like the quick supply system of “U.S.” 
25 strategically located District Sales Offices. You 
get fast replacement of stock 


Tapes are so widely known and so widely 
because 


You can’t miss out on orders when you carry the “U. S.” 
Line. Remember there’s a tape for every splicing or insulat- 
ing job. It’s the best way to meet the job requirements of 
your trade—and that means Sales. Place your orders NOW! 


U.S. Security® 


A long-time favorite for electric 
Strong, tacky that grips 
High tensile strength. Straight- 
Also in specification 
A.S.T.M 


Friction Tape 


al and general 


purpose jobs. tape 
and stays on. 
tearing, non-ravelling 

grade—U. S, Holdtite® 


Specifications. 


exceeds 





SECURITY 
RUBBER TAPE 


United States Rubber Company 
sw Voss & ¥ 











U.S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 

and to water, 
alkalies, corrosive chem- 
icals. Good stretch and 
adhesion. Easy to handle. 
Appr. by Underwriters’ 
Laboratories, Inc. 


oils, acids, 


RUBBER 


N. Y. 





COMPANY 


Here is one of those rare opportunities for you 
to save real money, yet get maximum 
performance and improved appearance. 


You save up to 30% and better over 
conventional Type SD service cable 
when you install Rome Aluminum 
Triplex Service Drop and Secondary 
Cable. 

First you save on initial cost. Then 
you save time on installation because 
of lighter weight and less handling. 
For secondaries that means you can 
string longer spans with fewer poles. 
It is possible to use mid-span taps. You 
may eliminate crossarms, messenger 
rings, and use a minimum of hardware. 

You save, too, on maintenance and 
service interruption because Rome 
Aluminum Triplex offers maximum re- 
sistance to storms, wind and ice load- 
ing as well as other exposure elements. 

Its RoPrene (Neoprene) or RoLene 


12 


(polyethylene) insulations protect 
against sunlight, heat, moisture, corro- 
sive atmospheres and other operating 
hazards. There are no braids to rot or 
festoon. Conductors are more acces- 
sible because they have no common 
covering. 
Better Performance 

In addition to savings, you get better 
voltage regulation because of lower 
reactance in long and heavily loaded 
circuits. And finally you have a neater, 
cleaner installation ...no cluttered, un- 
sightly open wires. 

For full information on RomeTriplex 
with copper or aluminum conductors 
send for Rome Bulletin RS-5 which 
gives specifications, dimensions, sag 
and tension data, and installation tips. 


4 


New 500-foot carton 
makes handling easier 


Rome Aluminum Triplex can now be 
purchased in handy cartons of 500-ft. 
coils. Carton size assures easy storage 
and handling. Center knockout simplli- 
fies cable removal. This cable is also 
still available on 1,000-ft. reels. 
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know about Rome Aluminum 





Tips 
on Connecting Aluminum 


1. Clean surface of aluminum conduc- 
tors thoroughly before making con- 
nection. 


. Use a liberal coating of compound 
on all joints and connections. 


. Do not use solder for joining con- 
ductors — pressure-type connectors 
are preferable. 


. Connector material should be alu- 
minum or aluminum alloy. Where 
aluminum to copper connections 
are involved, a copper or copper- 
alloy insert permanently bonded to 
the over-all aluminum connector 
has proven generally satisfactory. 


. Protect finished joints from air and 
weathering by covering with com- 
pound, or other suitable material. 











New Rome ACSR provides 
dependable operation 


Typical service connections 


Typical service tap connection at pole. 


Typical dead end connection at house. 





Fewer poles, longer spans with mid- 
span taps possible on secondaries. 


Weatherproof Wire 


Regularly supplied with solid 
or stranded all-aluminum or 
ACSR conductors, covered 
with RoLene or RoPrene. Con- 


New spin-casting wheel helps 
assure controlled methods 


Rome Cable is one of the few manufac- 
turers of aluminum conductors to use the 
famous Properzi casting wheel. 

Molten aluminum is transferred to the 
casting wheel. Flowing in the groove of the 
wheel, sealed by a continuous band, the 
solidified aluminum emerges as a triangular 
cast shape. 

A casting method such as this, plus care- 
ful, scientific compounding and application 
of insulating materials, permit Rome to con- 
trol the quality of its aluminum products 
throughout every step of their manufacture. 


In addition, thorough chemical and metal- 
lurgical research, plus extensive testing that 
is independent of production and sales, are 
your assurance of safety and long-lasting 
economy when you specify Rome aluminum 
wires and cables. 


Send for your copy 
of Bulletin RS-5 on 
copper and alumi 
num self-supporting 


If you are planning new overhead distribution 
lines, it will pay you to specify Rome ACSR. 
Carefully controlled manufacture and testing 
of this product assure exceptional uniformity 
and dependability. 


ventional URC triple braid 
covering can also be supplied. 


service drop and 


secondary cables. 


It Costs Less to Buy the Best 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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—for easier, faster 
ySuper taping jobs! 


ACCURATE is the choice for every electrical 

pplication. For regular wiring or heavy duty insulation, 
ACCURATE Standard and Specification Grades 

exceed required standards. Made of the finest raw 
materials, carefully compounded by tape specialists, 
every foot of Accurate Tape is inspected and tested by 
methods proved by experience gained in 30 years of tape 
manufacture. Specify ACCURATE for positive 


electrical and mechanical protection, 


Mess es $ 


ACCURATE FRICTION TAPE 
High grade carefully compounded 
tubber with finest cotton base pro- 


vides maximum mechanical protection. 


Standard and A.S.T.M. grades. 


ACCURATE RUBBER TAPE 


Features high elasticity, excellent 
cohesion, high dielectric and super 
aging qualities. Available in Standard 
and A.S.T.M. — A.A.R. grades. 


ACCURATE PLASTIC TAPE 
Offers a bulk-reducing combination of 
thin caliper, good mechanical and 
dielectric strength. Recommended for 
‘use wherever plastic tape is practical. 


NEW TAPE CATALOG! The 
handy guide to tape selection 
for contractors, electricians, 
maintenance engineers and 
purchasing agents. Call or write 
for your copies today. 
Accurate Mfg. Company, 
Garfield, New Jersey. 


ACCURATE 


YOUR BEST BUY IN TAPE 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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lO you 
the lighting ‘Missionary 


There's more to lighting than just fixtures and 
lamps . . . just metal, glass and wire. Selling or 
specifying better lighting is human welfare 
work: greater comfort for tired eyes — preserva- 
tion of eyesight—better working conditions — 
more pleasant surroundings. It also means: no 
more torturing eyestrain — less fatigue — less 
nervous tension—better postures—a healthier 


disposition. 


As a Lighting Man, you are fulfilling an impor- 
tant mission. You are contributing to a happier 


life for untold millions. 


BE PROUD TO BE A LIGHTING MAN! 


Copies of this ad suitable for framing — 
without our trademark — mailed free 
upon request on your letterhead. 


It’s not always the glamour— 
it’s the eye-comfort that counts 


IGHTING 


THE EDWIN F. GUTH COMPANY - ST. LOUIS 3, MO. 


» 


Fandine 7, VaN dightirg yuvace [9072 


\ 
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“Get cleaner threads, tighter joints 


AN ELECTRICIAN TALKS ABOUT 
CONDUIT: “I agree with other electri- 
cians that “Buckeye” gives a clean and 
strong thread. A clean thread is essen- 
tial for making a really tight, safe joint! 
Youngstown rigid steel conduit is tops.” 


Se a i ELECTRICAL ENGINEER ENDORSES 
BUCKEYE CONDUIT: “As an electrical 
engineer, I have jobs which demand wir- 
ing which must withstand vibrations 
and shock. By specifying “Buckeye” I 
protect these wires because only good 
steel produces threads strong enough to 
make tight and safe joints.” 


\\ 


+ 


ZZ 
2 


i i 


Youngstown makes rigid electrical conduit from start 
to finish. This enables Youngstown to control the 
complete manufacturing process which insures that 
each length of “Buckeye” is made of topgrade steel. 
Since only high quality steel produces a clean, 
strong thread, it’s no wonder that “Buckeye” is 

a favorite in the industry. On your next job, be 
sure to specify Youngstown Buckeye conduit. 


My 


YW 


, 
i 


Shipments of Buckeye rigid steel con- 
duit are now being made from our 
conduit mills at Indiana Harbor and 
Youngstown. 


+ 


~ * 


\ BE & QS 
As WES : 
Se 


SSS 


THE YOUNGSTOWN SHEET AND TUBE COMPANY ‘Ss! °%sr 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 
COLD. FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT RODS SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 


RS 
Ys 
Y & 


Youngstown | 
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BUILT TO 
BEAT HEAT 


Cutler-Hammer’s answer to the 


unavoidable internal heating 


that causes Safety Switches to fail. 


Engineering research authenti- 
cated by outstanding authorities 
has conclusively established “‘in- 
ternal heating”’ to be the principal 
cause of safety switch failures. 
This “internal heating’ literally 
bakes the life right out of safety 
switch parts, causing insulating 
materials to disintegrate and 
metal parts to distort and corrode. 
The safety switch then either be- 
comes inoperative or it “burns up”’ 
through inability to carry the load. 


In properly constructed safety 
switches, fuses are almost entirely 
responsible for this destructive 
“internal heating.” This is not a 
criticism of fuses for any fuse op- 
erating up to its rated load must 
be near its melting point if it is to 
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perform properly when an over- 
load occurs. And any metal oper- 
ating near its melting point must 
be hot... and fuse links are hot 
.. with temperatures running as 
high as 700 degrees Fahrenheit. 


Since you cannot vent trapped 
heated air through a safety switch 
enclosure and still keep a safety 
switch safe, the only escape from 
the ravages of “internal heating”’ 
must come through the selection 
of materials for the internal safety 


a 


CUTLER-HAMMER 


SAFETY SWITCHES 
a 


switch structure and the design of 
that structure to withstand success- 
fully the unavoidable heat con- 
ditions met in safety switch service. 


Cutler-Hammer Safety Switches 
were completely redesigned in this 
way fifteen years ago to beat “‘in- 
ternal heating’’ when engineering 
research clearly indicated the 
need for such safety switches. 
Fourteen years of experience 
shows the Cutler-Hammer claim 
of better safety switch perform- 
ance far more than a mere 
promise; it is a proven fact that 
demonstrates why there can be 
no other answer in safety switch 
selection. CUTLER-HAMMER, 
Inc., 1327 St. Paul Avenue, Mil- 
waukee 1, Wisconsin, 





ALL YOU NEED FOR EASIER SALES is contained in the G-E center guide to make ordering and replacement easy, and a slide rule 
Fluorescent Ballast Service Plan Kit—customer bulletins on how _ that helps you answer customers’ questions quickly—all you need 
ballasts work, how to install and test them, a stock plan and service to simplify your sales and keep your customers happy. 


You can give faster service and boost your profits 
with G.E.’s new Fluorescent Ballast Service Plan 


BIGGEST PROMOTION in the ballast business gives 
you vivid “mobile,” counter card, counter handouts, 
announcement postcard, and window decal identify- 
ing you as a G-E Fluorescent Ballast Service Center. 


Simplified ordering and intensified promotion help 
you get your share of a $5,000,000 business 


This is a complete service and promotion plan. It gives you the sales 
tools to bring more business into your store. It shows you how to 
handle that business faster with better service to your customers. 


New Exchange Plan Has No Red Tape 


Through immediate replacement of in-warranty ballast failures, you'll 
build good will and identify yourself as headquarters for service in the 
fluorescent lighting field. The G-E Service Center Guide shows you how 
to use this simple, practical service plan to handle replacements effi- 
ciently, And the kit’s promotional tools help you sell better service by 
providing the answers to your customers’ questions on ballast problems. 

If you’d like to become a G-E Fluorescent Ballast Service Center, 
contact your nearest G-E Apparatus Sales Office. Your G-E ballast 
specialist will be glad to show you how. General Electric Company, 
Schenectady 5, New York. 401-2 


GENERAL @@ ELECTRIC 





EASY BENDING with 
Republic Rigid 
Threaded Conduit. 
Easy threading, too, 
because of the steel’s 
extra-high ductility. 
No distortion or flat- 
tening at the bends, 
either. 


... HERE'S PROOF of 
Republic Rigid Con- 
duit bendability. It 
also shows tightness 
of the galvanized 
coating, which does 
not flake off or peel 
under severe bend- 
ing like this. 


ENAMELITE (RED LABEL)—Protected inside and out- 
side with a heavy baked-on coating of tough, wear- 
resisting black enamel. This coating is resistant 
to acid types of moderately corrosive action, 
particularly in sulphuric atmospheres. 


GALVITE (BLUE LABEL)—Hot-dipped galvanized in- 
side and outside. In addition, a special coating of 
baked-on lacquer is applied inside and outside 
to further insure high corrosion-resisting proper- 
ties and long service life. 


a fy ft —— 


“DEKORON-COATED” Galvite Rigid Steel Conduit 
for extreme corrosive conditions where code 
requirements necessitate heavy wall conduit. 
Furnished in standard sizes 4” to 4” inclusive. 
Stocks carried in many large distribution centers 
for your convenience. 
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It pays to carry 


REPUBLIC RIGID 
STEEL CONDUIT 


When you get calls for heavy wall conduit, it’s so much 
easier to sell the best. And that means Republic. 


When you supply contractors with Republic Rigid 
Conduit, they’re satisfied. Then they'll look to you for 
the majority of their other requirements. 


Republic Rigid Steel Conduit has all the product 
features your customers are looking for. And because 
Republic manufactures its own steel, quality is con- 
trolled from ore to finished product. 


Check the facts yourself. You know from your experi- 
ence that it pays to push Republic “Inch-Marked®” 
E.M.T. Carrying Republic Rigid Steel Conduit can be 
just as profitable. And you can also carry “Dekoron- 
Coated” Galvite, the only plastic-coated product of its 
kind for tough corrosive conditions. In fact, why not 
carry the whole Republic line? For details, write to: 


REPUBLIC STEEL CORPORATION 


Steel and Tubes Division 
215 East 13lst Street, Cleveland 8, Ohio 


GENERAL OFFICES e CLEVELAND 8&8, OHIO 
Export Department: Chrysler Building, New York 17, N.Y 


REPUBLIC 


RIGID STEEL CONDUIT 








Show your customer why 
It’s wise to buy 
On over-all cost... 

not price 
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Engineered for dependable, economical circuit protection 


With I-T-E Circuit Breakers 





you sell one-cost protection! 


What’s the cost of electrical protection in 
your customer’s plant—say over a twenty 
year period? Probably much higher than 
he’d ever imagine. 

Your customer is always on the lookout 
for a quick and economical way to restore 
service. Tell him how I-T-E Circuit Breakers 
meet this need. By simply resetting the 
breaker handle, he can restore service im- 
mediately —without fuss, without cost. 

There are no fusible elements to replace . . . 
no “hidden costs” to add to the original 
investment, and they outlive fusible 
protective devices. 

To satisfy your customer, it pays to sell 
true economy. When you point out to the 
dollar-conscious buyer the over-all cost of 
electrical protection, he’ll select dependable 
I-T-E Circuit Breakers. They’re engineered 
to eliminate troublesome replacement costs 
and maintenance. 


I-T-E Circuit Breaker Company, 19th and 
Hamilton Sts., Philadelphia 30, Pa. 


ITE 








3. They eliminate replacement costs 
and maintenance. 


¥g% They are completely tamperproof. 


a ee 
eee eens otha 


+ te ny 
current rating indefinitely. 

8. They save mounting space. 

9. They offer a wide range of special 
attachments and enclosures. 

10. They incur low watts loss. 


Individually Enclosed Circuit Breakers 
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ANOTHER SALES’ TOOL 


TO HELP YOU 
BUILD YOUR BUSINESS 
PROFITABLY 


A NEW EDITION OF 
THE “YOUR HOME” BOOKLET 


40 Pages CHOCK-FULL OF IDEAS 


AND PLANS TO AID THE ARCHITECT, 
SPECIFICATION ENGINEER, CONTRACTOR, 
BUILDER and CONSUMER IN PROVIDING 
ADEQUATE WIRING FOR SAFE AND CON- 
VENIENT LIVING TODAY AND TOMORROW. 


featuring... 
UNIQUE PACKAGE PLAN 


TO HELP EMPHASIZE THE IMPORTANCE OF ADEQUATE WIRING, THE “YOUR 
HOME” BOOKLET INCLUDES THIS NEW PLAN COMPLETE WITH AN INTEREST- 
ING CHECK LIST TO AID IN SPELLING OUT RECOMMENDED AND MINIMUM 
SWITCH and RECEPTACLE NEEDS. 





Light Switches should be seen... 
BUT NOT HEARD! 


Specify the LIFETIME ( Muiette SWITCH ibe i 


© = All-Mechanical Operation © 15 Amps., 120 Volts, A.C. Only 
© 


r o @# J 
fas Creare 2 eeetoceen 277 Volts, A. Oly Whring Voice DIVISION 
© in Wworylight or Brown 
© Replaces All Standard Wall (© 20 Amps., 120 Volts, A.C. Only 


ee 271 Waits, A. Only THE ARROW-HART & HEGEMAN ELECTRIC CO 


And remember . . . the new QUIETTE Switch and 1603 LAUREL STREET, HARTFORD 6, CONNECTICUT 
other epanes Arrow-Hart Quality Wiring Devices 
pooh ony poe Bee gands A, gos * m/ Pd Branches in: Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, 
help build YOUR profits. New York, Philadelphia, San Francisco. 


In Canada: Arrow-Hart & Hegeman (Canada) Ltd., Mt. Dennis, Toronto. 
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Business Index: 


NATIONAL PICTURE 
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INDEX (above) 
Dec 1953 Noy. 1953 Dec. 1952 
157 134 152 
Inventories .. 116 139 117 


Dec 1951 
139 
145 


% CHANGE 
Dec. 1950 1953 from 1952 
159 1-7 
72 ee 
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| 399 ——Wiring Supplies and Construction Materials Distributors 


1947-49=100% Bet 











r— 250 








inventories ~ 





+— 200 





P= 150 





H— 100 Sales=— 








r—- 50 








soggy Littititissr tipper rtr isis isis i tipi is 


195! 1952 1953 














INDEX (above) 
Dec. 1953 Noy. 1953 Dec. 1952 
157 139 156 
Inventories .. 159 173 158 


Dec. 1951 
145 
151 


% CHANGE 
Dec. 1950 1953 from 1952 
143 + 6 
124 —_—. 
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|__ 399 Appliances and Specialties Wholesalers 





1947-49=|00% 











+— 250 








— 900 a es 








+— 150 














— 50 





Ee g Eeeerrriiristiiiiperisiititrisisiiiis 





1951 1952 1953 














INDEX (above) 
Dec. 1953 Noy. 1953 Dec. 1952 
142 128 151 
Inventories .. 135 159 131 


Dec. 1951 
130 
141 


% CHANGE 
Dec. 1950 1953 from 1952 
162 1 § 
155 anni 


SOURCE: Bureau of the Census. January-February projection is by this publication. Per cent change 


in sales is twelve months of 1953 from twelve months of 1952. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS ‘ie ae 
DECEMBER 1953 on From From 


1952 1953 1952 








NEW ENGLAND 


Full-line .... +7 12 
Wiring supplies and +15 intense 
construction materials 





Appliances and specialties. + | 12 


MIDDLE ATLANTIC 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties. . 


EAST NORTH CENTRAL 


Full-line 


Wiring supplies and 
construction materials . 





Appliances and specialties. . 


WEST NORTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties. . 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials . . 


Appliances and specialties 


EAST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties. . 


WEST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties. . 


MOUNTAIN 


Full-line 
Wiring supplies and 
construction materials 





Appliances and specialties. . 


PACIFIC 





Full-line ae 
Wiring supplies and } 2 110 
construction materials ...... 


Appliances and specialties. . - 1 23 +22 


* 12 months 1953 from 12 months 1952 Source: Bureau of the Census 
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National Electric 


most economical @ for direct burial 
e underground feeders 
@ branch circuits 


Sinule conductor tn 
iso: 14 through 4 
Shor te bheck 


Two conductor, with or without 
ground wire, and three conductor 
in sizes 14 through 10, standard 
color is ivory. 


Tough thermo-plastic insulation gives Type UF Cable its 
damage-resistant characteristics. The multi-conductor cables 
are strengthened by a fibre glass member between conductor 


: insulation and cable jacket . . . aids in stripping conductors easily. 
Buried direct in earth. Nep- ‘ 

conol Type UF Is ideal for Put this dependable new cable to work for you in your next 
iring bet buildings, f j so hak i aa 4 

floodlighting, drive-in theaters eotisitgeitn chain. underground wiring job. Type UF single and multi-conductor cable 


pemaetnsntt is designed for underground wiring—for direct burial as feeders or 


branch circuits when provided with overcurrent protection. 





Use Nepconol Type UF for both exposed and concealed work in 
dry, wet or corrosive locations; for installation inside masonry block 
or wall tiles; for imbedding, when suitably protected, in plaster and 
shallow chase masonry. 

Note: Also recognized for use as Type NMC (non-metallic sheathed 
cable, corrosive resistant) National Electric Type UF Cable has been 


listed by Underwriters’ Laboratories, Inc., and is provided for in the 


In masonry block or wall tiles. Branch circuits in moist, 1953 National Elect rical Code. 
damp, corrosive locations. 





PITTSBURGH, PA. 
3 Plants . 8 Warehouses . 34 Sales Offices 
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Mokers of, BUSDUCT « PANELBOARDS ¢ SWITCHBOARDS e« SERVICE EQUIPMENT © SAFETY SWITCHES « 


26 


For the Wholesa 
over, small invent 
profits, these new an@ 
and Service Equipmé 

Approved by the Uf 
Inc., for label service, Tia em 
body many features that’ 
extremely popular with” 
ultimate users. ‘Soriadee: ore 

Besides providing automatie Gireuit protection 
against service interruption$ caused by short 
circuits and harmless and dangerous overloads, 
the new units are so designed to make the addi- 
tion of new circuits, changes in capacities and 
replacement of damaged units a simple, easy 
task. 

Shockproof and easy to operate, the new units 
are of the ‘‘panel base assembly’’ type which 
means that all components — box and front, 
panel back, bus bars and main lug connection 
— are packaged for easy stocking on distribu- 
tor’s shelves, and for quick and easy assembly on 
the job. 

An outstanding feature of the new unit is the 
new @ T-M Thermal-Magnetic Trip Circuit 
Breaker with quick-make and quick-break op- 
eration on manual or automatic trip and @ 
design magnetic blow-out. 

The thermal magnetic action of the circuit 
breaker automatically trips the handle, indi- 
cating the circuit in trouble. Service interrup- 
tions caused by harmless, momentary overloads 


Srank Adar 
Clectric Co. 


iminated, due to the time-lag action of the 
r it breaker’s thermal element. 
“On short circuits and dangerous overloads, the 


‘magnetic trip hastens the action of the circuit 


breaker. Once the cause of the trouble is re- 
moved, service is restored by flipping the handle 
back to “‘off’’ position and then to “‘on’’. 

Screwless assembly (just slip the breakers in), 
one pressure type of connection between circuit 
breaker and bus bar, and “‘sequence bussing’”’ to 
balance the load and permit double pole, in- 
dividual trip combinations are other features. 

Four basic combinations to afford a maximum 
of 4, 8, 12 and 20 poles (all single pole on com- 
binations of single and double pole) are avail- 
able. These, plus a supply of dependable, indi- 
vidually-packed single and double pole indi- 
vidual trip @ type T-M Circuit Breakers, 
available from wholesaler’s shelves, meet almost 
any job requirement. 

For alert and aggressive wholesalers, these 
new @ units all add up to one thing —- more 
business. So order a supply of these assemblies 
today. For further details, write headquarters 
or contact your nearest @ representative listed 
in Sweet’s. 


@ T-M Circuit Breakers are available in the following 
capacities: 10, 15, 20 and 30 amps., 120 volts AC single 
pole and/or 120/208 volts AC double pole individual 
trip; 40 and 50 amp., capacity furnished with @ QP 
Quicklag P Circuit Breaker; main lugs for 100 amp., 
maximum, 115/230 volts, 3-wire single phase of 120/208 
volts, 4-wire three phase mains. (Six circuits or less suit- 
able for service equipment.) 


BOX 357, MAIN P. O. 
ST. LOUIS, MISSOURI 
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LOAD CENTERS e QUIKHETER 


Wholesale Price Index for 62 Electrical Products 





Product (1947-49—100) Jan. 1954 Dec. 1953 Jan. 1953 


Copper Wire, bare. Unit: pound 132.8 132.8 123.2 
Building Wire, type R. Unit: M feet 96.4 96.4 125.8 
Non-metallic Sheathed Cable. Unit: M feet 81.9 81.9 112.8 
Varnished Cambric Cable. Unit: M feet 145.4 145.4 137.2 
Flexible Cord, type SJ. Unit: M feet 126.6 129.2 129.2 


Lighting Panelboard, fuse type. Unit: each ... 115.4 115.4 114.) 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 140.2 140.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 139.8 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 122.3 
Motor Control, a.c., 25-36 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 136.3 
Motor, a.c., 4, hp., 110-115 volts. Unit: each 111.8 111.8 108.5 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each 118.3 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 121.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 122.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 126.1 
Motor, d.c., 5 hp. Unit: each ... 140.1 140.1 135.2 


Fan, under !2 inches. Unit: each 110.4 110.2 108.3 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 135.0 


Drill, production line, 4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, '/2 in. Unit: each 107.0 107.0 105.6 
Saw, production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each 164.1 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 145.9 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each 130.5 130.5 121.3 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 116.5 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 121.8 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 149.3 124.4 
Dry Cell Battery, portable radio "B" pack, 67!/, volts. Unit: each 141.5 11.5 104.4 
Dry Cell Battery, general purpose, No. 6 type I'/2 volts. Unit: each 140.1 140.1 124.9 


Voltmeter, portable type, 3'/2-6!/2 inches. 0-300 volts. Unit: each 154.3 154.3 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each . 120.9 120.9 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 135.0 135.0 117.6 


Toaster, automatic, “pop-up.” Unit: each 106.8 106.8 103.2 
iron, under 4 pounds. Unit: each .. 108.2 108.2 102.7 


Cooking range, standard size. Unit: each 103.1 103.1 102.1 
Washing Machine, non-automatic, wringer type. Unit: each 107.0 106.5 107.1 
Washing Machine, automatic. Unit: each 104.1 104.1 106.2 
lroner, table model. Unit: each 115.6 112.9 118.7 
lroner, portable model. Unit: each 100.5 100.5 102.7 
Vocuum Cleaner, upright. Unit: each 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each . 110.5 110.5 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 104.5 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.6 109.6 109.4 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 112.2 112.2 113.8 


Radio, table model. Unit: each .. oe 88.2 87.7 95.0 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 95.0 
Radio, portable model. Unit: each .. i 95.4 95.4 95.0 
Television, console model. Unit: each . beers 73.0 73.0 74.9 
Radio-television-phonograph combination. Unit: each 73.6 74.5 74.9 
Television, table model. Unit: each ......... ena 76.5 76.5 74.9 


Source: Bureau of Labor Statistics 
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To THOMAS ALVA EDISON, 
whose developments opened up an 
unending vista of better light for modern 

man. . 


To his pioneering spirit, without which our modern 
fluorescent lamp might have taken additional cen- 
turies to develop .. . 

To the engineering skill and know-how that has 
created for our use, further developments in more 
practical, lower priced lighting for modern 
adaptations .. . 

We, who are engaged in the business of lighting have 


many thanks to offer to the countless thousands who 
WORLD’S LARGEST MANUFACTURER toiled to bring light to the world . . . 
DEVOTED EFxelucacuely 10 THE PRODUCTION OF 7 pledge... that Advance Transformer Co., will 


constantly strive to maintain the high standards estab- 


FLUORESCENT LAMP BALLASTS lished within our industry, ever seeking new methods 


2 to bring better light to more people at lower costs. 
-- ADVANCE . 
: a 


N 
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TIMES and TRENDS 








Who's Standing Behind You? 


Is an executive training program necessary for 
your company? 

Along with cost cutting and sales training, the 
development of young men for management posi- 
tions is a matter of vital importance. 

Too often, electrical wholesale firms are inclined 
to think that this is a problem reserved for the big 


manufacturing company. Although the need for 
qualified management people may not arise as fre- 
quently, the wholesaler—whether the firm is large 
or small, family-owned or incorporated—should 
have men trained and ready to take over the con- 
trols at any time. 

The sudden loss of an executive has caused more 
than one firm to falter and lose its step for a brief 
period. Planning for such emergencies is usually 
approached with an attitude of—"“some day when 
there isn’t so much to do, we'd better think about 
training some of those young fellows for our job.” 

Somehow ox other the time to plan never seems 
to be available. But, death, retirement, sickness and 
greater opportunities can descend upon a smooth- 
working organization with vicious suddenness. The 
“man behind the man” might be the most impor- 
tant planning you can do for your company. 

The development of management trainees is re- 
ceiving more and more attention from American 
business. The fact that the average electrical whole- 
saling firm has been in existence almost 30 years, 
suggests that good management has been an im- 
portant factor in this business. 

Today, over 100,000 people depend on the elec- 
trical wholesaling business for their livelihood. This 
one single fact alone should convince present man- 
agement to look ahead and take steps to insure a 
continuation of good direction for their firms. 

A few electrical wholesale firms, like American 
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Electric Co., St. Joseph, Missouri, have set up a pro- 
gram whereby its staff can be exposed to manage- 
ment problems and potential leaders tagged. 

The National Association of Electrical Distribu- 
tors has arranged for its members to send potential 
executives to a special electrical wholesaling leader- 
ship course given by the Graduate School of Busi- 
ness Administration at Harvard University. 

Most companies with a planned management de- 
velopment program agree that the following ele 
ments are necessary: 

1. Inspiration. The younger men in the whole- 
sale organization must be enthusiastic about their 
future with a concern. All likely candidates should 
have an opportunity to qualify for executive status. 

2. Selection. Men who know people make the 
best candidates for executive positions. Certainly a 
man must be able to visualize a problem through 
the other fellow’s eyes. Another essential attribute 
is to be able to make a decision—yes or no—with 
firmness, sincerity and intelligence. 

3. Training. The best management consists of 
men who have had first hand experience with the 
various functions and jobs performed by the com- 
pany in all departments. 

4. Knowledge. Once a man is selected as a po- 
tential executive, he should be given an opportunity 
to show what he can do. This doesn’t mean putting 
him on the spot to make all important decisions. It 
does mean, bringing the man in on those problems 
where a more experienced man can act as backstop. 
Let the candidate show what he can do, even if the 
eventual decision is made by the boss. 

ELECTRICAL WHOLESALING has a special inter- 
est in the development of future leaders for the 
electrical wholesaling industry. The foregoing ele- 


ments are an important part of its editorial program. 


“a 


EDITOR 
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The answer to comp 


mplete lighting flexibility 


Fluorescent lighting on Universal Trol-E-Duct installation at Ford 
Motor Company’s Buffalo Stamping Plant, Hamburg, New York 


FORD MOTOR USES TROL-E-DUCT. 
—6'/, MILES OF IT! 


BullIDog Universal Trol-E-Duct lets Ford add, 
move or remove lights anywhere, anytime, without 
rewiring. Here’s true flexibility that meets any 
requirement from a fixture change to a completely 
new floor layout. 

Every rugged inch of durable BullDog Trol-E- 
Duct provides available easy-to-tap current. Simply 
slip twistout plug into continuous slot—instantly 
you get a positive connection without disrupting 
power. What’s more, the 50-ampere rating of the 


ELECTRIC 


copper bars assures ample provision for future 


growth. 


Prefabricated duct sections install easily, quick- 
ly with only a screw driver. Can be dismantled 
and installed elsewhere, with never a wasted part. 
For the answer to your lighting problem, check 
with your local BullDog Field Engineer. Or write 
for free bulletin UT-650. BullDog Electric Products 
Dept. WH-34, Detroit 32, Michigan. 


OBEPCO 


Company, 


LDOG 


PRODUCTS COMPANY 
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GUEST EDITORIAL 





Selling as Viewed 
Through Our 3D Glasses 


PART I 


By R. M. Johannesen 


President, National Assn. of Electrical Distributors 


HE manufacturer to distributor to 

contractor-dealer selling team is a 
good team, tried and proven time and 
time again. And the manufacturer 
should do everything in his power to 
keep it intact and solvent if he expects 
to reap the benefits of that huge mar- 
ket of the future. 

For the past three years there has 
been a continuous stream of articles 
and talks, all along the same line: 
we've got to get out and Sell! Sell! 
Sell! More recently the complaints 
have been that, despite all of these 
warnings, many of us are not attempt- 
ing to do a selling job—even now— 
and there is a dire need for more sales 
people and better sales people and bet- 
ter trained sales people. 

All of this is undoubtedly true, but 
is this seeming lack of interest or slow- 
ness of action due to the thinking that 
intensified selling is not needed? I 
think not; the reasons are deeper than 
that. So let’s take a look at the selling 
problems in the electrical industry 
through our three-dimensional glasses. 
In other words, let’s examine the prob- 
lem through the eyes of the manufac- 
turer, the distributor, and the contrac- 
tor or dealer. 


1. The Manufacturer 


First of all let's consider the manu- 
facturer. He probably has a plant that 
greatly expanded during war time, and 
he wants to keep it going on a profit- 
able basis. He has his investment to 
consider and he is afraid if he loses 
his employees to some other firm, he 
can't get them back despite the fact 


March, 1954—ELECTRICAL WHOLESALING 


these employees are being paid higher 
rates than ever before. 

All of his costs of doing business 
are up, including selling costs. Sales 
Management magazine made a survey 
recently of the selling costs of 87 man- 
ufacturing companies, comparing 1952 
with 1942. The average cost per call 
in those 10 years jumped from $9.02 
each to $16.31 each, an 80 per cent 
increase. 

So what do many manufacturers 
need to keep their business going on 
an even keel? They've got to have 
volume—big volume. 

Many economists and forecasters 
say Our economy cannot keep our pro- 
ductive volume so high indefinitely 
and suggest gradual cut-backs starting 
now. On the other hand our popula- 
tion growth in this country is exceed- 
ing all estimates. At the time of the 
last census it was estimated our popu- 
lation would hit a peak of 157 million 
in 1960 and then level out. This figure 
was passed in July 1952. Now the ex- 
perts say we will have 170 million peo- 
ple by 1960, but General Wood of 
Sears, Roebuck thinks it will be closer 
to 200 million by that time. All of 
these extra people mean that more of 
everything will be needed, and instead 
of being over-expanded we may find 
ourselves under-expanded in the not 
too distant future. 

Naturally the manufacturer wants to 
maintain his position in the industry. 
He wants to be a part of this growing 
economy and he should make every 
effort to do so. However, his plans 
should be farsighted enough to con- 


sider always the problems of his dis 
tributors and 
—their immediate problems as well 


contractors or dealers 
as their future place in his picture 

Not all manufacturers are giving 
these other members of his team the 
proper consideration. Sometimes pres 
sure is being exerted to take more 
goods than can be profitably 
through normal and 
leads to all sorts of unsettled market 
conditions. How can a distributor or 
dealer do the selling job he wants to 
do when there isn’t the money avail- 
able to properly finance such a selling 
program? 


sold 


channels, this 


2. The Distributor 


The distributor is the next link in 
the chain, the vital connecting link 
that gets the goods from the manu- 
facturer to the contractor or dealer or 
industrial user. He must do this job 
better and more efficiently and cheaper 
and quicker than the other parties 
could do it 
that is the real reason for his existence. 
And he has been doing that job and 
doing it well—for about 50 years. He 


for themselves, because 


has survived wars and depressions and 
a flood of crack-brained 
who are now no longer in the fore- 
front, I'm glad to say 

The distributor must do every 
thing in his power to support the ex- 
panded programs of his manufacturers 
He certainly needs an adequate and 
well-trained sales force to do this, and 


economists 


any distributor who hasn't taken steps 
to get such a force together by now is 


(Continued on page |16) 





ULETS 
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CROUSE-HINDS 
Vaportight 


Industrial Lighting Fixtures 


For use in boiler rooms, powerhouses, shower 
rooms, tunnels, loading docks, building en- 
trances, and all indoor and outdoor locations 
where exposed to moisture and rain, non-ex- 
=" vapors and gases, or non-combustible 

usts. 


@ Vaportight rebate MB cotbetite) ota 

QOWiring chamber remains vaportight even though 
globe is off. : 

€ Porcelain Receptacle. 

@ Screw guard or clamp guard. 

@ 11 Hub arrangements. 

© 4 Reflector styles. 


7) Accessories: Colored globes, pear-shaped globes and 
fo Ab lob col slob aE) ololel_1- Met ele Melele} ol (-) 4m 


@ 4 Sizes: 50 through 500-Watt. 


Vaportight lighting fixtures are available for attaching to several 
tound-base Condulets and sheet steel outlet boxes. Crouse-Hinds 
complete Vaportight line includes hand lamps, switches, plug re- 
ceptacles, and other electrical devices. 


Complete listings in the Condulet Catalog. 


CROUSE-HINDS COMPANY 
Syracuse I, N. Y. 


OFFICES: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston 
i; — Kansas City — Los Angles — Milwaukee — Minneapolis — New Orleans — New York — Philadelphia 


pan ortland, Ore. — San Francisco — Seattle — St. Louis — Tulsa — Washington. 
RESIDENT 'ATIVES: Albany — Atlanta — Baltimore — Charlotte — Corpus Christi — Richmond. Va 
Crouse-Hinds Company of Canada Lid. Toronto, Ont 
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What's Happening 
in Washington 





Blocking Recurring Union Membership Raids 


The NLRB ruling in the American Potash-Machinists Union case tightens 
the reins on craft worker raiding. This month’s decision holds that AFL 
craft unions can carve out bargaining units in an organized plant only if 
they are “true” craft units. This figures to block recurring membership 
raids. A union moving in on another will have to show it historically 
represents the steamfitters, machinists, electricians, etc. At American Potash, 
the International Machinists Union had tried to grab non-machinists. 

AFL leaders believe the decision helps their campaign to stop intra-AFL 
raiding. CIO people are worried, though, that while the decision stops any 
AFL attempt to get jurisdiction over wide areas in a plant, CIO unions still 
will have to look out for small-unit defections to the AFL. They say it 
dampens further efforts to get at AFL-CIO raiding pact. 


Expect More Settlements Without Pay Boosts 


Washington does a lot of guessing on the wage trend. It makes no claim 
of being able to tell what's ahead. But it thinks in terms of a “moderate” 
round this time, based on what's happening. You are getting more settle- 
ments without pay boosts. Many unions agree employers can’t stand a cost 
rise at this time. Politics may be on the side of a shorter work-week. You 
should note the bill by Senator Murray, Dem. of Mont., to cut the statutory 
work week from 40-hours to 351, then to 35-hours in two years. There 
isn’t much steam behind it today, but if the down-trend continues you can 
expect a real drive backed by labor. Idea is to cut the work-week, thus make 
more jobs. And to maintain the take-home pay, and thus add to consumer 


buying power. 


Construction—Washington’s Fair-Haired Project 


Construction fares as well under Republicans as under Democrats. Any 
review of the first year of the Eisenhower regime and of the outlook for the 
coming year brings you squarely to that conclusion. All across the board— 
from housing and credit to highways, flood control, and military bases—the 
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construction industry has learned that it rates high at the Republican White 
House and in Congress. 

Political jockeying by both Republicans and Democrats—to avoid being 
tagged in the public mind as responsible for any recession—helps to keep 
public works and other construction programs constantly in the minds of 
top politicos of both parties. 


Readying Construction Programs for the Future 


Hearings of the Joint Economic Committee spotlighted construction prob- 
lems that need action from the administration. All are agreed that programs 
should be made ready and on the shelf for the day when they may be needed. 
But there were warnings that the shelf of blueprints becomes obsolete as 
needs change. There’s no substitute for a steady flow stream of funds to 
support the engineering and planning studies that must be done by state 
and city governments. 

Housing rates high as a prop to the economy and a potential of great 
importance in offsetting any economic slide. Specifically the administration 
figures to offset any drop in housing starts with a big boost in modernization 
and home improvement. There are billions of dollars worth of business that 
could be tapped here, the housing officials believe, and they're anxious to 
work up a program that would make it easier for the homeowner to buy. 


Further Tax Relief Tied to Vote-Appeal 


Developments were fast on the tax front this month. The administration 
renewed its stand against further tax relief to individuals. But Chairman 
Dan Reed of the Ways and Means Committee introduced a bill cutting 
excise taxes by $1-billion, but delaying the cuts scheduled to go into effect 
April 1. 

The Ways and Means Committee completed work on a $1.5 billion tax 
revision bill to which it tied a one-year extension of the 52 per cent rate 
on corporations. 

Out of these cascading developments, one thing appeared fairly certain: 
Whatever tax relief is forthcoming this session is going to be tied tightly 
to political vote-appeal. 

The gamble that the administration bought is that one can head off a 
$2.5 billion cut in individual exemptions with a $1 billion cut in excises. 
The risk it is taking is that it may get both of them. The Democrats are 
banking on being able to attach increased personal exemptions to a tax bill 
somewhere along the line. 

As election time draws nearer, look for more and more emphasis on the 
politically potent proposals. The danger is that if Congress loads the tax 
bills down too heavily with relief, that Eisenhower will veto. That won't 
bother the Democrats too much. Right now they are beginning to worry a 
little over the Republicans’ belated concern for mass-consumption relief. 
Some of them say privately that they'd rather campaign against an adminis- 
tration that refused to cut taxes than against one that cut them too much. 

The result may be that the administration may be forced to abandon relief 
for business and concentrate on vote-getting relief, if it can’t afford both. 


Washington, D. C. « March 5, 1954 
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Today's Objective of the Electrical Distributor 


An Adequate Gross Margin 


@ What is a fair and adequate gross margin 


@ How it can be determined 


@ How it can be attained and retained 


By Louis M. Nichols 


O clear the decks for the discussion of this 

subject, which is uppermost in the minds of 

electrical distributors today, we should first 
make clear what we mean by “gross margin.’ 

It is the difference between the distributor's 
selling price of the merchandise, less any trans- 
portation allowed to destination, and the met cost 
of the merchandise landed in the distributor's 
warehouse, or as billed by the manufacturer as 
direct shipments, including cooperative advertis- 
ing charges billed or required by the manufacturer 

When a distributor keeps statistics of net sales 

and gross margin by commodities through current 
costing of individual items billed, the total gross 
margin per cent to sales of any commodity is 
meaningless and misleading unless segregated be- 
tween sales from stock and shipments direct from 
factory to distributor's customers. It is impossible 
to determine the adequacy of any gross margin on 
a coramodity actually attained or set up in the 
distributor's resale price schedules, unless this 
segregation between stock and direct sales is made, 
so that it is comparable with actual average or 
reasonable operating expense per cent to sales 
similarly segregated, and allocated to that com- 
modity based on its known characteristics as later 
described. 
e Where He Stands—How can an electrical dis- 
tributor know whether and where his operating 
expenses are average and reasonable or are out of 
line, considering the nature of his business and 
the volume of physical and paper work being 
handled? 

If comparisons are to be made under current 
operating conditions, these comparisons, to be 
reliable and useful, must be with figures that 
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represent a kind of business operation which is 
truly comparable 

The electrical wholesale distributing industry 
has seven distinctly different types of distributors 
(See Table 1 on following page). Furthermore, 
within each type of distributor class we find vary 
ing factors other than size of annual sales volume 
which govern the general level of operating ex 
pense per cent to sales 
e First Factor—The first and most important 
factor is the difference in the expense of handling 
shipments from warehouse stocks which might be 
15 per cent and, for large direct shipments from 
factory to customer, perhaps per cent. Obvi 
ously, a distributor with 50 per cent of his sales 
shipped direct from factory can and will have a 
lower expense per cent to sales than a distributor 
with only 20 per cent direct sales. This fact alone 
means that any study of expense per cent to sales 
must first have all expenses which relate to ware 
house and counter sales segregated. Other or “com 
mon” expenses should be allocated berween ware 
house and counter sales, and “direct” shipments, 
on various logical bases. This procedure was de 
scribed in a clear and practical article by Paul 
Tafel, of Tafel Electric & Supply Co., Louisville, 
Ky. (EW—Feb. °53, p 6? ) 
e Second Factor—The second important vary 
ing factor is the differing average sales values of 
the transactions. For instance, two distributors 
each doing $200,000 per month in the same type 
of business and with the same percentage of direct 
shipments to total sales may necessarily have a 
different expense rate, wholly because the average 
sales value per transaction in one case iS much 
less than in the other (see Table 2 on Page 37) 
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TYPE OF DISTRIBUTOR EXPENSE PERCENT TO SALES 


Other 
Expenses 


Shipping Ware- Occu- 
Selling Delivery house pancy 


Range of Total 
Expense to Sales* 


Average 


Sales Total Adm, 


Electrical Goods——General Line $2,751,000 9.4 to 16.3 10.3 3.5 3.8 0.7 0.8 0.8 0.7 


Wiring Supplies, Construction 752,000 11.2 to 17.6 14.4 6.2 4.0 1.3 0.8 1.4 0.7 


Materials 


Apparatus and Equipment 807,000 12.9 to 28.8 19.2 yA 2 1.6 1.6 23 11 


Electrical Appliances (Gen, Line) 2,669,000 11.7 to 16.2 12.6 4.0 5.3 1.0 0.7 0.9 0.7 


Radios, Television Sets 1,049,000 10.9 to 21.5 14.2 $2 53 a 0.5 1.3 0.6 


Refrigerators, Equipt. (Household) 1,967,000 7.5 to 15.0 ie . 4.6 1.0 0.6 1.1 0.6 


Other Appliances, Specialties 1,083,000 13.4 to 20.4 14.6 535 5.4 1.3 0.7 ll 0.8 


* Ranging from those with over $5,000,000 sales down to those with $200,000 sales. 





** Excluding those with sales over $5,000,000 to avoid disclosing individual company’s figures. 
The total expense per cent to sales was 9.3% for all size groups. 








TABLE 1—!/t shows 


With such variance in expense per 
cent to sales, due to smaller size of 
orders, a larger gross margin is neces- 
sary for Distributor A to produce a 
normal net profit. If a net per cent to 
sales of 5% before federal taxes is 
necessary to produce 2.5% after fed- 
eral taxes, then Distributor A must 
have a 20% gross margin on stock 
sales and 10% on direct shipments. 
Distributor B can attain the same net 
per cent to sales with a gross margin 
of 17.7% on stock sales and 9.7% on 
direct shipments. This emphasizes the 
fact that Distributor A must maintain 
his own published resale prices on 
small quantities (assuming they are 
adequate and justifiable) and do some- 
thing constructive about building up 
the size of the average sale. To the 
extent that small orders are a neces- 
sary part of service to regular cus- 
tomers or those with a growing poten- 
tial, simplified routines for handling 
such small orders must be also de- 
vised. 

e Warning Signal—An unfavorable 
net profit per cent to sales over-all 
should be the signal to track down all 
loss-producing elements in the opera- 
tions. In order to do this, the above 
mentioned expense allocation (di- 
vided betwen those expense items ap- 
plying to stock and direct shipments ) 
must be applied by departments or 
principal commodity groups. The re- 
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the distinctly different types of dis- 
tributors who make up the electrical wholesale distributing 
industry and the expense percentages to sales characteristic 


of their operations 


sulting expense percentage to sales 
deducted from the gross margin per 
cent to sales indicates the profit or loss 
per cent to sales. 

Suppose one commodity group sales 
from stock analysis showed gross mar- 
gin per cent to sales 19.9%, and the 
allocated expense per cent to sales was 
22.9%. An analysis of groups of func- 
tional expenses disclosed the follow- 
ing expense percentage to sales which 
were in excess of the average for all 
stock shipments (see Table 3). 

It is apparent that the loss-produc- 
ing factor is the very small size sales 
value per transaction handled clerically 
and in the warehouse. This may be 
due to a sales weakness in not secur- 
ing a fair share of the business of the 
larger contractors and industrials, and 
the remedy may be there. 

On the other hand, if there are many 
“loss lines,” it is obvious that some 
elements of expense are themselves 
too high and should be examined as 
such. In a typical case, Distributor A 
with the same percentage of direct 
shipments to total sales, as was preva- 
lent in his class and size, had expense 


percentages to sales. out of line with 
the average as follows (see Table 4). 

It appears from the figures the vol- 
ume of sales does not justify the per- 


sonnel set-up. Also, personnel are 
being paid out of proportion to their 
production of sales or handling of the 


Source: U. S. Census of Business, 
Bulletin 2-W-2, covering wholesalers with sales of $200,000 
or more reporting analysis of expenses 


1948, 


work involved, except to the extent 
that the number of transactions han- 
died may be out of proportion to the 
dollar sales volume. This possibility 
should be carefully checked to see 
whether any small order problem could 
be remedied, resulting in building up 
the average size of order and, there- 
fore total sales, and decreasing the 
number of transactions to be handled 
per thousand dollars of sales. This im- 
provement should help the excessive 
expense in telephone, telegraph, sta- 
postage. Insurance and 
local taxes indicate a merchandise in- 
vestment out of proportion to sales 
volume and should be helped by in- 
creasing the average size of order and 
therefore total sales from stock. This 
faster turnover of merchandise invest- 
ment would result in a larger percent- 
age profit to total money 
investment. 

e Personnel Productivity — When 
there is evidence that salary expenses 
per cent to sales are markedly above 
average, and not wholly due to lower 
than average size sales value per in- 
voice, an intensive study of personnel 
is indicated. Are the existing methods 
of selection, training and supervision 
carefully planned and effectively car- 


tionery and 


of net 


ried out? 

In the past ten years there has been 
such a continuous and rapid growth in 
employment that it has been difficult 
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Distributor A 
$200,000 


120,000 
80,000 


Sales 


Stock 
Direct 


Average Sales Value 
Per Transaction 


Stock 
Direct 





$ 40 
$400 


No. of Transactions 


Stock 3,000 
Direct 200 





Operating Expenses 


Stock 
Direct 





15%, or $18,000 
5%, or 4,000 


Portion of Expense 
Based on No, of 
Transactions 
Stock 

Direct 





Savings Based on 
1/2 No. of Transactions 


Stock 
Direct 








Distributor B 


$200,000 


120,000 
80,000 


Sales 
Gross margin 


$ 80 Payroll 


$800 


1,500 





EXPENSES BASED ON 


Number of transactions 


Advertising and sales 
promotion expense 
Warehouse handling ‘ 
100 Merchandise investment ; 
Warehouse space occupied 


% EXPENSE TO SALES 


Average All 
Stock Shipments 


3.5% 
1.9 
3.0 
0.5 


Stock Shipments 
This Commodity 


0. 


13.6% 22.9% 








12.7%, or $15,300 
4.7%, or 3,800 


TABLE 3—It shows expense percentages to sales that are in 
excess of average for stock shipments because smaller than 
av. sales value per invoice causes a high allocated expense 





Office salaries 











TABLE 2—It shows the effect different average sales values 
rates of two distributors 
doing same volume with same direct shipment percentage 


per transaction have on expense 


to get enough trained and willing 
workers, and even more difficult to 
bring along enough capable and ex- 
perienced supervisors to train the new 
and inexperienced employees. 

As a result, the quantity of work 
done, both clerical and warehouse, is 
in many cases less per day than it was 
in 1940, while weekly pay rates have 
increased on an average by 125 per 
cent although the cost of living has 
gone up only 90 per cent 

In order to get a reasonable quan- 
tity of work done, it is first necessary 
to know what is a reasonable amount 
to expect in an eight-hour day after 
adequate training, and then provide 
that training by a competent super- 
visor and insist upon the standards 
being met within a normal and reason- 
able training period 

Let us assume now that the distribu- 
tor, having paid heed to the sound ad- 
vice that now is the time for “self- 
examination,” has satisfied his severest 
critic (himself) and the manufacturers 
—who are just as interested in having 
the distributor operate on a sound and 
justifiably profitable basis—that he is 
performing his functions at a reason- 
able and economical expense rate. 

Again, assuming that the distribu- 
tor’s own resale price schedules bear 
a proper relationship to this cost of 
doing business on an economical basis, 
but the attained gross margin on a 
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Warehouse salaries 


Sales department salaries and 
commissions 

Social Security taxes (based on payroll) 

Telephone and telegraph, stationery and 


Insurance and local taxes 


Distributor A Average 
1.9 1.3 
4.3 3.1 


postage 








commodity sold from stock or as a 
direct shipment does not yield a rea- 
sonable net profit, what then? 

e Getting to the Bottom—Then the 
process of “self examination” must 
probe deeper. 

(1) Have the distributor's selling 
prices been meeting actual or alleged 
competitive prices? 

(2) Has the distributor absorbed 
the burden of a type of advertising 
and sales promotion expense which, 
in creating consumer acceptance for 
the manufacturer's “name” product, 
should be the primary responsibility 
of the manufacturer? 

(3) Has the distributor carefully 
supervised his pricing to see that his 
published resale discounts are given, 
depending upon the quantity pur- 
chased, or functions performed by the 
customer, or other stated and justifi- 
able bases? 

(4) Has the distributor been 
‘caught in the middle” by some sud- 
den decrease in the manufacturer's dis- 
count to him, which he cannot im- 
mediately and in full reflect in a 
decreased discount to his customers? 


(5) Has the distributor accepted, 


without attempted or effective protest, 
large orders brought in by manufac- 
turers’ representatives and offered at 
an inadequate gross margin rate? 

(6) Has the distributor been un- 
duly burdened by the expense of han- 


TABLE 4—It shows 
percentage of direct shipments to total 
and size, whose expense percentages are out of line 


with 
his class 


typical case of distributor, same 


sales for 


epidemic” or 
manufacturer's 
the latter 


dling and remedying 
major defects in a 


product, which expense 
should bear? 

(7) Has the distributor accepted 
large orders at low gross margin rates 
and then been forced to deliver from 
warehouse in numerous shipments? 

(8) On margin 


rate orders, has the distributor's cus 


large, low gross 
tomer delayed payment on the whole 
amount based on claimed “short-ship- 


ments, defective material, errors in 
shipment, errors in price, errors in bill 
ing, non-receipt of material, etc.? 
Then 
proved to have been unjustifiable, after 
90 days or more, did the customer 


the belated 


when many of these claims 


deduct cash discount on 
payment? 

(9) Is freight allowed to second 
over-ex 


zones, diluting 


ary distribution centers, or 
tended free delivery 
gross increasing expense 
beyond economic limits 


If any or all of these unprofitable 


margin of 


practices or conditions exist, they can 
be corrected or certainly bettered by 
a strong and justifiable stand on the 
distributor's part, based upon verified 
facts properly presented to his depart- 
ment heads, employees, vendors or 
customers as the case may be. The 
needed correction will come quickest 
through “ANALYSIS AND _ AC- 
TION.’ 





Elmer Rank 
Stockroom Supervisor 


Marguerite Swartz 
Vari-type Operator* 


Bryce Harris 
Asst. Credit Manager 


Wendell Grishow 
Price and Order Clerk 


Dolly Ciemiega 
Bookkeeper 


Tommy Smith 
Inside Salesman 


American Electric's Junior Executive Board: 





Their Ideas Help Govern a 


By Thomas F. Preston 


| HAT is good for my com- 

pany is good for me.” That 
up the attitude taken 
by the elected members of the Junior 
Executive Board of the American Elec- 
tric Co., St. Joseph, Mo.—an employee- 
participation program that would put 


sums 


the ordinary suggestion-box system to 
shame. 

Instituted by President Russell A. 
Peck in 1950 the strictly autonomous 
junior board—working closely with 
the Senior Stockholder Board of Di- 
rectors of the company—has fulfilled 
all the expectations of the management 
group. Their ideas and suggestions on 
business, and more specifically Ameri- 
can Electric’s business, speak for them- 
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selves. Of the many suggestions passed 
on to the senior group by the Junior 
Executive Board, management has seen 
fit to pass on and adopt all but three. 

Here’s how this Junior Executive 
Board is set up: Members of the board 
are elected to a one-year term. These 
members are regular employees of 
who are not mem- 
bers of the senior board or traveling 
This latter exception is 
stressed because of the requirement in 
the board's constitution that meetings 
be held every two weeks in the com- 
pany’s board room—and with strict at- 
tendance on the part of each member. 

Suggestions on business practices 
within the different departments of 


American Electric 


salesmen. 


American Electric are discussed openly 


at these meetings and voted upon by 
the board members. These suggestions 
and ideas are then presented formally 
Board of Directors for 
( High- 


lights of the junior board’s constitu- 


to the Senior 
study and possible adoption 


tion appear on the following page. ) 
According to the junior board mem- 
bers and Mr. Peck 


opinions on such a 


(who give their 
working arrange- 
ment between employees and manage- 
ment on page 41), this voice in busi- 


ness government at the junior ad- 
ministrative level must be based upon 
a mutual understanding of the other's 
rights and privileges 


Far from being a bargaining agent, 
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Maurice Carrol 
Lamp Warehouse Manager 


Evelyn Royal 
Asst. Lamp Manager 


Business 


American Electric's Junior Executive 
Board underscores an attitude “of deep 
humility” at being able to serve on 
such an important adjunct of the com- 
pany’s business and realizes the great 
responsibility it has in cooperating 
wholeheartedly with management in 
the governing of its business. 

Far from being just a patronizing 
patriarch of these junior administra- 
tors, Russell Peck and the senior di- 
rectors of American Electric have al- 
ready shown that they will consider 
and act upon every constructive idea 
in the same logical manner with which 
it is put forth by the junior board. 


* Machine used in publishing of catalog. 
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Here are the ideas that are in practice 


e A new modern intercommunication system was installed 
when the board voted that the old intercommunication net- 
work proved to be inefficient. 


@ To minimize the possibility of errors, inventory forms 
were revised. Also, new methods were devised to utilize out- 
of-date stationery. 


e A complete schematic study was made on enlarging and 
modernizing the office. The plans included relighting, re- 
furnishing and relocation of departments. All stock was 
removed from the first floor to the warehouse, allowing more 
efficient operation of office procedure and unified function- 


ing of the entire organization. 


@ Sales analysis cards were suggested and adopted to de- 
termine annual-business-of-customer evaluation. 


e A plans committee listed improvements for the safety and 
appearance of the building. Dangerous and out-of-date fire 
escapes were destroyed and new ones installed. A coat of 


paint also improved the appearance of the building. 


e Power dummies were installed to facilitate speedier and 


safer handling of stock between floors. 


e@ A chute was installed for the “will call” customers to expe- 


dite merchandise to the location at the north door. 


e An analysis was made on the cost of billing operation. 
Survey resulted in time-saving methods adopted as a direct 


result. 


@ An employee-training plan has been inaugurated with one 
course completed. Subjects include: Business letter writing, 
fundamentals of electricity, sales management and public 


speaking. 


e The American Electric Co. monthly newspaper was 
launched under the title of ““Aeco Echo.” The three branches 
of the company were linked together by the distribution of 
this paper and a closer bond was established across the miles. 
(Three branches are in Wichita, Kan.; Pueblo, Colo.; and 
Colorado Springs, Colo.) 


Here are the ideas that are still pending 


Employees’ credit union. 

Proposed relocation of mailing department. 
Discussion of obsolete stock. 

Additional office equipment. 


Possibility of salesmen’s territory expansion. 











Highlights of the Junior Board’s Bylaws 


The purpose of the Junior Executive Board is to 
work closely with the Senior Board of Directors and 
other management boards to manage the American 
Electric Co.; to provide opportunity for personnel 
of potential ability to participate in the management 


tk 


Who is eligible? 


All executive, administrative or professional em- 
ployees of the American Electric Co. showing po- 
tential ability in these classifications PROVIDED 
they have been employed in the company for a period 
of one year, are not members of the stockholder- 
selected senior board, and are not traveling salesmen. 


How many members? 


Regular membership is limited to ten regular mem- 
bers. Their term of office will be 12 months, be- 
ginning with the first elected group. No present 
member can serve a consecutive term on the board. 
A previous member may be reelected after a lapse 
of four months 


How are nominations handled? 


They are made part of the business of the first 
meeting in September, January and May. Each mem- 
ber of the board nominates four or less candidates 
for membership. Secretary compiles list of these 
nominations 


How are elections handled? 


The last meeting in May, September and January 
will be election meetings. From list of nominations, 
each member will give four votes for his first choice, 
three for his second, etc. The four candidates receiv- 
ing the most votes will be elected new members 
when Group 3 is being replaced. (For sake of con- 
stant operation, the junior board is split into three 
groups—three each in Groups 1 and 2, four in 
Group 3. This allows for experienced board mem- 
bers to be present at all times for indoctrination of 
new board members.) The chairman of the board 
will use his discretion in event of ties. Absentee 
ballots will be provided members by the secretary 
if requested. 


Are there any committees? 


Committees to work on projects as presented to 
the Junior Executive Board shall be appointed by 
the chairman. 


How are meetings handled? 


There are at least two regularly scheduled meetings 
each month. Additional meetings may be called by 
the chairman when considered necessary. At no time 
should there be a lapse of more than two weeks be- 
tween meetings. 


of the American Electric Co.; to provide a clearing 
house for their ideas and a forum for expression of 
their opinions in management; and to train and edu- 
cate them in over-all company operations. Here are 
the highlights of the junior board’s constitution: 


# * 


Is attendance compulsory? 


Failure of any member to attend as many as two 
consecutive regularly scheduled meetings will be con- 
sidered lack of participation to make that member 
liable to be dropped from the board. The nominee 
receiving the most number of votes of the most 
recent election and not serving on the board will be 
named as successor to fill the unexpired term of 


the member dropped. 


How many officers are there? 


A chairman, vice chairman and secretary shall be 
elected at the first regular meeting after June 1, 
October 1, and February 1 election of new mem- 
bers. New members are eligible for election as 
officers. The incumbent officers are eligible for re- 
election. Both nomination and election for officers 
shall be made by secret ballot. 

The chairman shall be the chief executive officer. 
He shall preside at all meetings; have general super- 
vision and direction of the other officers and com- 
mittees and shall be an ex-officio member of all 
committees. He can, at his discretion, authorize any 


person or persons to attend any meeting of the 
Junior Executive Board with the privilege of ex- 


pression. 

The vice chairman shall be empowered with the 
authority vested in the chairman in his absence. 

The secretary shall keep the records of the board; 
give proper notice to the members of all meetings 
of the group and perform such other duties as may 
be prescribed from time to time by the chairman; 
record votes and minutes of the proceedings of all 
meetings in a book kept for that purpose 


How is the voting handled? 


An attendance of a majority of regular members 
shall constitute a quorum at any meeting. All rec- 
ommendations to the senior board must be unani- 
mously passed. Any recommendation on which a 
unanimous agreement cannot be reached will go on 
the minutes and be held for further consideration. 
Unanimous recommendations by the junior board 
are subject to the approval of the senior board. It 
is the responsibility of the chairman of the junior 
board to appoint members to review all unanimous 
recommendations with the senior board and report 
its decisions at the following meetings. 

Copies of the full text of the American Electric Co. 
Junior Executive Board’s Bylaws—article by article, sec- 


tion by section—are available by writing to ELECTRI- 
CAL WHOLESALING, 330 W. 42nd st., New York 36. 
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“We feel we are more than just a cog’ 


As told by the Junior Executive Board 


- THE original organization of the 
American Electric Co., and in its 
growth and development through more 
than 50 years, a deep feeling of per- 
sonal loyalty and interest toward the 
business was instilled in each employee 


The Late L. E. Reid 


by the founder of the company, Luther 
E. Reid. 

The passing of Mr. Reid—and the 
growth of the company in the imme- 
diate past—presented a grave problem 
for the training of employees to as- 
sume executive responsibility in the 


"It develops greater 


As told by Russell A. Peck, President 


= multiple management operation 

—the Junior Executive Board in 
close alliance with the Senior Board 
of Directors—is not original with us, 
nor is it an operation that is entirely 
new. I first learned of it through an 


Russell A. Peck 


article that appeared in Reader's Di- 
gest several years ago, in which they 
told about such an operation with Mc- 
Commack & Company—from whom 
we have also received considerable in- 
formation. 
Since that hundred 


time, several 
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future. This problem, which could af- 
fect seriously the future of our com- 
pany, was realized by our president, 
Russell A. Peck. Through his personal 
efforts in cooperation with the Senior 
Board of Directors, the idea of or- 
ganizing a Junior Executive Board was 
developed and the plan for its organ- 
ization carried out. 

We who served as the original Ju- 
nior Executive Board have a deep feel- 
ing of humility and sincere apprecia- 
tion for the honor of serving on the 
junior board. It shall be our purpose 
to give our best for the development 
of our company and to train ourselves 
to accomplish this end. 

The realization of the deep sense of 
personal responsibility placed on each 
member of the board is proof of the 
faith the company has placed in our 
hands and will cause us—and all fu- 
ture junior board members—to work 
unselfishly for the company’s good as 
well as our own benefit as employ- 
ees. Our hope is always to preserve 


initiative’ 


businesses, both here and in foreign 
countries, have proved its success. We 
felt that if such an operation were 
successful in a large organization there 
should be a place for it in ours. 

We started it with the realization 
that management must first have the 
right attitude toward such an opera- 
tion. We knew there must be a wil- 
ingness to accept divided responsibil- 
ity, with most of the details of the 
business available to such a board if 
they were to make a success of it. We 
realized that management must always 
have an open door for the discussion 
of the various problems and matters 
to be considered. We recognized the 
need for a rather free hand in delving 
into and offering a solution for the 
various problems. 

We realized that multiple manage- 
ment probably wouldn’t be practical 
for all businesses, but because our com- 
pany for years has generally given cer- 
tain leeway to all employees along the 
lines I have mentioned, we felt that 


the keen personal feeling that is evi- 
dent between the American Electric 
Co. and all of its employees—and espe- 
cially toward our many good cus 
tomers 

The company has never felt that an 
employee or customer is a machine or 
an inert object but rather a human 
being who has rights and privileges 

We who serve now as Junior Exec- 
Board how 
new interest 
We feel we are more than 
just a cog in We 
also realize that, in the future, an op- 
portunity for executive responsibility 
may be given to us because of the 
training we getting the 
Junior Executive Board 

To all Junior Executive Board mem 
bers who followed in our footsteps we 
extended the same challenging oppor 
tunity which had been given to us. It 
is our hope that these ideals will cause 


utive members realize 


much we have in our 
company 


our Organization 


are now on 


future Junior Executive Board mem- 
bers to realize the seriousness of the 
job they have; that they will sense the 
spirit of our entire organization and 
will give unselfishly of their time and 
energy to the building of themselves 
and the American Electric Co 


such an operation had a good chance 
for success 

There are several good reasons for 
such an where it can be 
initiated 

e It develops greater initiative and 


operatic yn 


interest not only among those on the 
board but in the entire organization 
because everyone is eligible for mem 
bership on the board 

e Morale is improved because there 
is a feeling of being a part of the op- 
eration of the business and its success 
instead of the feeling of being robots 
Here at American Electric, employee 
turnover is practically negligible. 

e Executive ability is developed. It 
helps to train key personnel to take 
greater responsibility 

e Ideas are more freely expressed 
[t is our opinion that those doing the 
actual work generally have better ideas 
about the short cuts and improvements 
that can be made than someone not so 
familiar with the work. 

Obviously, since only those matters 
pertaining to the operation of the com- 
pany will be discussed, company time 
must be arranged for the meetings— 
although there is considerable outside 
research by committees. 





How 


Rumsey Takes 


Inventory 


By George D. Farley 


OES taking inventory at year-end have to be an annual 

bore-chore? They don’t think so at Rumsey Electric 
Co., Philadelphia, Pa. One of the largest independent 
electrical wholesaling firms in the nation, this company 
learned long ago that a speedy, simple but efficient in- 
ventory procedure was the logical short-cut to eliminat- 
ing stock accounting slip-ups, annoying delays, drudgery 
and short tempers. What’s more, the plan has actually 
benefited outside salesmen called in to participate. 

Inventory at the main house operates in three phases: 
the counting, the recording, the extending. The actual 
count is taken by the stockmen under the direction of 
Warehouse Superintendent Bill McKinney. The salesmen 
fill in the 50-line inventory sheet. The card number in 
the left hand column not only classifies the product, but 
indicates its floor, department, aisle, shelf and specific 
location for quick rechecking in case of later discrepancies. 

Once filled, the sheet is sent up for recording. Infor- 
mation is entered on perpetual inventory cards and items 
are priced by six teams of two persons each, directed by 
Supply Department Manager Ted Lauer. Last step is 
carried out by several office workers who fill in exten- 
sions. With a total of fifty employees pitching in, the 
bulk of the operation is completed in about two days— 
and the company is squared away for business on Mon- 
day morning. 

And what do the outside salesmen think of taking 
inventory? Do they grit their teeth and buckle down— 


heave a sight of relief when it’s over? On the contrary, 


they seem to enjoy it. 

As one Rumsey salesman summed it up, “It’s a job 
to be done—no mistake about that. But it pays. We get 
reacquainted with the people inside and familiarize our- 
selves with stock. Sometimes we find items we never 
knew about. It’s a team effort and it reinforces your 
confidence when you get outside again. You know you 
can expect 100 per cent support from the inside because 
you're reminded of how they operate. 


“That's why I like it.” 
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Big count begins. It ended eight hours later. Warehouse 

Superintendent Bill McKinney assigns clipboards contain- 
ing 50-line numbered sheets to outside salesmen Joe Through 
ton, John Hall, Lou Fitzgerald, called in for the day 


After checking them, Lauer ‘‘farms out’’ the inventory 
sheets to his two-man teams for recording in perpetual 
inventory records. One such unit here: Tom Favorin and 
Frank Schwegel. Lauer moves among teams, aids, advises. 
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Salesman Hall fills in amount, catalog number, manufac- 
turer's mame and product description as warehouseman 
John Leider takes the count. McKinney checks teams regu 
larly in case they need help, keeps count rolling, accurate 


Another team hums along—one efficient part of Rumsey’'s 
efficient system. Wayne Leininger (foreground) tran 
scribes information on perpetual inventory file cards while 
partner Maurice Shugg fills sheet’s unit, list price columns. 
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After the count gathers 


momentum, 


with next step director, Ted Lauer 
ment manager. Lauer spot-check: 


cording, pricing. Liaison 


mooth 


f . 
mumsey 


route 


McKinney 


upply 
them 


checks 


4 
ae 


tor 


ave 


part 
re 


time 


Last step in inventory is extending. Office worker Elizabeth 
She then makes 


Gross enters discounts and totals 


on sheet 


a final, fool-proof check against department records 


any possible discrepancies 


Now 


book 


can be 


closed 


tr 


catch 








In Joe Leas’s book, trouble-shooting means... 


Key service tool for Joe Leas is hands-free, headset-lip mike to-date ‘‘hot’’ sheets with current prices, modifications. In 
telephone. In 70-lb. movable desk catalog he keeps only up easy reach: standard catalog book case, ready order pad 


Trouble-Shooting for 25 Years 


Cuny & Guerber of Jersey City, N. J., is justifiably proud of Joe Leas, 
its ace service expediter for a quarter-century. The management, his 
co-workers and his customers say he proves goodwill isn't empty words 


following through teaming up 


Staying on top of order, Leas gives truck driver Charles Leas’s trouble-shooting partner, Herman Veltung handles mail, 
Marino last minute instructions. Next: a confirming call edits, readies orders. Team meant top service for 20 years. 
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backing salesmen 


Outside salesman Charles Niewoit gets good lead from 
Leas, plus information on order for his account 


knowing stock 


Checking requently with Paul Fabian, Leas keeps finger 
on stock condition for fast phone answers 
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WQGAQ 


Reflections on 25 Years 
of Trouble-Shooting . . . 


OU'RE Joe Leas of Cuny and Guerber in Jersey City 

N. J. You're 52 years old and 35 of those years have 

been spent in the electrical wholesaling business 

Your title? Your position? Hard to pin down. No 
fine lines drawn in your company and that’s how you 
like it. If you had to say—you're a trouble-shooter, be 
cause smooth, fast service has been your primary re 
sponsibility for the past 25 years with the firm 

They gave you a Silver Anniversary dinner recently 
Mr. Cuny, Mr. Guerber, ali your fellow workers were 
there. They gave you a sterling silver service. It was nice 
—but even nicer was what you heard as each one got up 
and said a little something about you 

It made you think back to the beginning when the 
business—and the trade—were infants. Service was just 
as important—maybe more important then, because the 
firm was building. You helped to purchase, handled the 
phone orders, expedited, invoiced, followed the products 
from stock to the customer—-backed up the outside selling 
in every way you could think of—all for better service 
Youll 


have to call so-and-so for that No—it was seeing a 


There was no “Well, that isn't my department” or 


customers wants through from start to finish—it was 
following up to see he was satisfied 

The business grew and you grew with it—but the 
service angle never changed. Because of the booming 
volume, staying on top of things became a little harder 
Your co-worker and friend Herman Veltung joined the 
company and together you worked out a system for han 
dling the job. For the last twenty years you've worked 
side by side doing just that—never getting in each other's 
way, never duplicating work, never wasting effort or 
time, keeping the customers happy 

Funny about those customers. Talk to them on the 
phone, become the best of friends—yet some you never 
see. Like the fellow who dropped in last week. He's done 
business with you for twenty years, but not face to face 
And when he came in, you both had some laughs trying 
to describe how you'd pictured each other all these years 
Just shows how strong and intangible goodwill can be 

When you have time to stop and think you feel sorry 
in a way for many young fellows starting in on phones 
these days. You know many of them are restricted—de 
partmentalized. So much time on the truck, on the ship 
ping desk, counter, phones, then outside—but too often 
without getting the pulse of the trade, the feel of the 
whole operation, the sense of interdependence of every 
one pitching in. You learned the business because you 
weren't a specialist. Many times you helped with things 
out of your line, but for service everything goes 

The invitation card to your anniversary dinner was 
written by your team-mates. It read 


Commemorating Twenty-five Years of 
Loyal and Faithful Service 
Joseph Leas 
whose cheerfulness, helpfulness and optimism 
have inspired all of us 


That's how they look at your twenty-five years of 
trouble-shooting, Joe Leas. And there are hundreds of 
customers who'll back them up 
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Pinpoints the Information You Need on... 





Fluorescent Lamps 


By J. F. McPartland 
and W. J. Novak 


LUORESCENT lamps operate on the 
principle of discharge.” 
When proper voltage is applied be- 

tween the lamp electrodes (one at each 
end of the tube length), mercury vapor 
sealed in the tube carries electric current. 
Interaction between the mercury vapor 
and the current excites a phosphor coat- 
ing on the inside of the tube and light 
is radiated from the outside surface. 


“electric 


Construction 


Basically, a fluorescent lamp consists 
of an inside phosphor-coated length of 
glass tubing, mercury vapor within the 
tube, sealed-in electrodes and a base at 
each end for connection to the electric 
operating circuit. 

Two basic types of electrodes are 
used in fluorescent lamps: the coated- 
coil tungsten wire type and the inside- 
coated metal cylinder type. The tungsten 
wire type is coated with a material that 
gives off electrons when heated. This 
type is used in standard preheat, rapid- 
start, instant-start and slimline lamps. 
The metal cylinder type electrode oper- 
ates at a lower, more even temperature 
than the tungsten type and is called a 
“cold cathode.” Cold cathode fluorescent 
lamps use this type of electrode. As a 
result of electrode operating conditions, 
cold cathode lamps require higher oper- 
ating voltages than the other types of 
fluorescent lamps. Although cold cathode 
lamps are less efficient, they have much 
longer life than other fluorescent types. 

In addition to low pressure mercury 
vapor, a small amount of argon gas is 
sealed in the fluorescent tube to facil- 
itate starting of the arc. 

A variety of fluorescent phosphors 
are used to coat the inside of fluorescent 
lamps. All of these are excited by ultra- 
violet radiation from a mercury arc. 
The combination of phosphors used in 
a lamp determines the color of light 
output. Blue, green and pink colored 
light is obtained by using a color coat- 
ing on the inside of the tube, in addi- 
tion to the phosphor coating. 

Bases for fluorescent lamps vary de- 
pending upon operating characteristics. 
Preheat-type lamps use bipin bases, one 
at each end of a lamp. Instant-start hot 
cathode lamps also have bipin bases, 
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but the two pins at each end are con- 
nected together within the base. Slim- 
line lamps and cold cathode lamps have 
single-pin bases. 

Fluorescent lamps are designated as 
“Type F” lamps. The diameter of a tube 
is indicated by a “T-number” designa- 
tion, in which the number tells how 
many eighths of an inch there are in 
the diameter; e.g., T-12 indicates a tube 
diameter of 12/8” or 114 inches; T-17 
indicates a tube diameter of 17/8” or 
214 inches. Standard preheat lamps are 
available in a wide range of wattages 
and lengths up to 60 inches with T-5, 
T-8, T-12 and T-17 tubes. Slimline 
lamps range from 42 to 96 inches in 
length, with T-6, T-8 and T-12 tubes. 
The 48-inch 40-watt T-12 and the 60- 
inch 40-watt T-17 are available with bi- 
pin bases for instant-start operation. The 
rapid-start lamp is available in the 48- 
inch 40-watt T-12 size only. 


Operation 


Average life of a hot cathode fluores- 
cent lamp varies from 2500 to 8000 
hours, depending upon the type and size 
of the lamp and the number of times 
the lamp is started. Each time a lamp 
is started, some of the electrode coating 
is sputtered off. The greater the number 
of burning hours per start, the longer 
the life a lamp will have. A lamp will 
fail when the coating on one of the 
electrodes is exhausted. 

A preheat lamp will blink on and 
off when one of the electrodes is dead 
Such a lamp should be removed prompt- 
ly to prevent damage to the starter and 
ballast. Instant-start lamps won't even 
blink if one of the 
hausted. 

Light output of a 
lamp falls off about 10 per cent during 
the first 100 hours of burning. Subse- 
quent depreciation in light output is 
gradual. The light output after the first 
100 hours is designated as “initial 
lumens” output. 

Light output is greatly affected by the 
temperature of the air around the tube. 
Lamps are designed for optimum oper- 
ation at ordinary indoor temperatures 
Light output decreases with low or high 
temperatures. Standard lamps can be 
operated down to 32°F if they are 
provided with thermal or manual start- 
ing switches and operated at higher than 
normal line voltages. Special lamps and 
equipment are available for fluorescent 


electrodes is ex- 


new fluorescent 


lighting at lower temperatures. Instant- 
start lamps have operating characteristics 
which make them suited 
to low temperature than preheat lamps. 


much better 

In fluorescent lighting circuits, volt- 
age higher or lower than rated line volt- 
age reduces efficiency, shortens lamp life. 

Fluorescent lamps can be operated on 
using a d« 
ballast and a current limiting resistor. 
Operation, however, is not as good as 
on alternating current. The light output 


direct current circuits by 


per watt input is reduced about 40 per 
cent and the lamp life will be only 80 
per cent of normal life. To reduce the 
effect of end blackening polarity of d.c. 
voltage should be reversed periodically. 


Application 


Performance characteristics determine 
the application advantages of the dif- 
ferent types of fluorescent lamps. 

Color of light output is an impor- 
Where the effect of 
natural daylight is required, as in color 
discrimination 


tant consideration 
comparison or _ color 
work, daylight fluorescent lamps should 

lighting, 
lamps are 


be used. For general area 


standard white fluorescent 


widely used because of their color simi 
larity to 


lamps. Soft white lamps are pinker than 


general service incandescent 


the standard white and find application 


where warmer lighting tones are de 


sired. High efficiency standard cool and 
standard warm lamps offer a wide range 
ol applications for cool or warm light 
ing tones. For excellent color rendition, 
deluxe cool 


best. Col 


at a sacrifice in efficiency, 
and deluxe warm lamps are 
blue, green, gold, pink and 


lighting 


ored lamps 
red—are available for display 

Although all lamps are 
low brightness light sources, 
comfort 


fluorescent 


relatively 


optimum visual 


conditions of 


interior some 


and require 

type of shielding of the lamp 
For viewing moving objects under 

effect 


creates a 


appearance 


lighting, stroboscopic 
flicker 
ippearance of 


fluorescent 
(on-and-oft which 
multiple-image 
objects) can be reduced by using two 
lamps on a ballast or three 


lamps on separate phases of a 3-phase 


moving 
lead-lag 


system. 


Fluorescent lamps are cool 


relatively 
and very efficient sources of light, pro- 
ducing better than twice as much light 


as incandescent lamps of same wattage 
Next: Fluorescent Accessories 
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The portable power tool is a product that opens the door for the electrical distributor into . . 


That Red-hot 
Do-It-Yourself Market 


It's the big reason behind the 25-times growth of portable power tool sales in 7 
years. Here are the facts on a market just beginning to reach its real potential 


go. Well, I'm not made of 

money, and the job's not that 
bad! Ah, maybe I'll do it myself. I'll 
see.” 

Whether the potential customer did 
any seeing is not known. But some- 
body’s been doing some buying. Last 
year's sales of portable powered elec- 
tric tools hit an all-time high of over 
$150 million. About 25 times greater 
than the 1947 total volume sales. Yes, 
somebody's been doing some seeing— 
and a lot of buying. 

e Majority of Sales—The consumer 


“GC: that’s the lowest the guy’d 


By Thomas M. Cassidy 


market accounted for a majority of 
sales in 1953. Soaring labor costs and 
record highs in home ownership have 
seen to that. And the consumer mar- 
ket is still expanding. Seme predic- 
tions have it that annual sales, within 
a decade, will be approximately $500 
million at the present rate. Why? 
Any man, or woman, who can op- 
erate the simplified tools and who can 
follow instructions is a potential cus- 
tomer for the do-it-yourself trend. The 
portable electric tools are smaller ver- 
sions of the heavier, industrial tools. 
They are built for intermittent rather 


than constant use, and can be used 
anywhere they can be plugged in. 

A family wants to finish off the at- 
tic, make a much needed room out of 
the space. Inquiries are made, and it 
is learned the job will cost about 
$1,500. The man buys perhaps a $100 
worth of portable electric tools (he 
already has the hand tools), say $500 
worth of lumber and other building 
materials. The man winds up saving 
around $900, still has the tools for 
another job, quite often has a better 
job, and has had the self-satisfaction 
of doing his own work. From there on 
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These Factors Lighted a Fire under the Do-It-Yourself Market: 


High costs of labor today combined with a booming population and still inade- 


quate housing. 


Disappearance of the handyman from the American scene, with the result that 
homeowners and farmers are forced to do the chores he once did. 


Self-satisfaction that people get from doing their own building and repair work, 
plus the hobby interest this work develops. 


Manufacture of portable power tools specifically designed for the do-it-yourself 
market and the fact that mass production has brought down prices. 


Spending of a lot of time, money and effort by makers of plywood and metal 
products—particularly aluminum—to promote this market. 


in, he can point to the room and Cas- 
ually remark, “I did it myself.” 

e High Wages—The main reason 
for the sharp increase in portable 
powered electric tool sales has been 
the high wages of construction labor. 
Wage rates for construction in eastern 
cities averaged $3.37 an hour in 1953 
Few homeowners can afford to lay out 
such money. Labor costs show no signs 
of levelling off, much less receding. 
However, repairmen and builders are 
just as rushed as ever. Most are set 
for months to come. But the backlog 
is not as big as it was. Customers do 
not have to wait as long as they once 
did. Some contractors, notably elec- 
tricians and plumbers, lay claim to 
being helped by the growing trend of 
homeowners and farmers to do their 
own repairs and building. Others 
make no bones about being hurt. Paint 
sales in 1953 set a record, but the 
number of unemployed painters is 
larger than ever. The cause can be 
traced directly to the simple methods 
of applying new quick-drying, ready- 
mixed paints. Carpenters also are feel- 
ing the onrush of the home-sized port- 
able electric drill and the portable elec- 
tric saw. 

A majority of builders are of the 
opinion they will erect as many houses 
in 1954 as last year. A good-sized mi- 
nority say they are cutting back. What 
with the ever increasing birthrate and 
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new family formation, housing is still 
in short supply, especially in the so- 
called middle income group. Many 
families are still forced to live in their 
present crowded accommodations, add- 
ing rooms or enlarging existing space 
to take care of more people 
e Right Domain—The heart of any 
portable electric tool is an electrically 
driven motor; therefore the tools are 
within the electrical wholesale dis- 
tributor’s domain. In ELECTRICAI 
WHOLESALING’S Annual Outlook Sur- 
vey for 1954, 70 per cent of the dis- 
tributors queried answered they car- 
ried portable powered tools. They were 
about evenly divided as to sales ex- 
pectations for 1954; 40 per cent said 
up, 42 per cent said down, while 18 
per cent foresaw no change from 1953. 
Some remarked about a spurt in the 
sale of the do-it-yourself type. The 
South could see a slight decline, while 
the Far West a slight rise. The rest of 
the nation took a no-change stand. 
Some wholesalers carry only con- 
tractor or production type equipment. 
Others handling the home-sized va- 





This article is the second in a con- 
tinuing series that will analyze 
growth products and markets fitting 
into the electrical distributor's mar- 
keting picture. The first article dealt 
with built-in electrical heating equip- 
ment and appeared in the October 
issue of ELECTRICAL WHOLESALING. 





riety, for both urban and rural use, 


carry two and in a few cases, 
three lines. In a survey conducted sev- 
eral years back—around the time the 
new consumer market was just be- 
ginning to have its growing pains— 
wholesalers were of the opinion that 
volume item, 
rather presents, 


with the prospect of sales increasing 


one, 


the tools were a low 


nice for Christmas 
only slightly 

Those firms not carrying the equip- 
ment cited as reasons low demand, not 
a great enough volume, poor service 
and repairs on the manufacturer's part 
A few thought of the tools as only a 
contractor's item; others, that possibly 
they would go into the field at a later 
date 

This is the later date. As has been 
noted, sales were over $150 million in 
1953. In 1952 sales reached the $80 
million figure. Many wholesalers have 
begun to express interest in this rap 
idly expanding do-it-yourself market 
While sales of certain appliances are 
dropping off, power tool sales are on 
the rise. Their inherent potential vol- 
ume has been compared to room air 
conditioners, automatic irons or toast 
ers 

The do-it-yourself tools have been 
appearing in quantity only for the past 
four or five years. Most manufacturers 
of portable powered electric tools have 
been in the business for years preced- 
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That Red-hot Market cont. 





WwW . . i 
Any man, or woman... is a potential customer .. . 


ing World War Il. Many concerns 
only entered this market since V-J day. 
Some were forced into it because their 
dealers started calling hard for the 
home sizes. A few producers have had 
at one time either the small-size tools 
or combination tool kits on the market, 
only to find the consumer rather apa- 
thetic. One manufacturer of long 
standing, who had been super selective 
in picking his dealers, has since broad- 
ened his dealer policies because of the 
many newcomers in the field. Whereas 
a dealer would once consider himself 
lucky if picked, the situation has now 
changed to the point of his receiving 
active help in arranging window dis- 
plays and similar promotion pushing. 

Many manufacturers are looking to 

expand their outlets and have hopes of 
achieving a fair volume year ‘round 
Since the handyman has practically 
vanished from the American scene, 
they feel homeowners and farmers are 
learning more and more to accomplish 
chores where they had previously 
called in help. 
e Two Types—Home-sized electric 
powered tools come in two types: 
portable, such as drills, saws or sanders, 
which operate from a hand grip or off 
an auxiliary stand; stationary models, 
such as lathes or drill presses, which 
require a permanent location in the 
cellar workshop or farm machine shed. 
Certain types of tools may be used on 
wood, metal, plastic, even composition 
leather. The equipment will do the 
jobs of production or industrial mod- 
els. They are not recommended for 
these purposes, though certain con- 
tractors have used to good advantage 
the smaller size drills and saws. 

A \-inch portable electric drill for 
the do-it-yourself market may sell for 
roughly $25, while the same size drill 
for constant use probably would go 
for $45. A 6-inch portable electric saw 
used by Mr. Home Owner or Farmer 
Jones may sell for $60, while the same 
size professional model will sell for 
around $90. 

One electric drill eliminates the 
need for several types of hand drills. 
Numerous attachments can convert it 
into an instrument of a variety of uses 
including buffing, polishing, sanding, 
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grinding or paint stirring. One power 
plane is equal to an assortment of sizes 
of hand jobs; it will do the same work 
in one pass instead of 15. 

e Best Sellers—The easy-to-use tools, 
which perform a number of jobs with 
the use of attachments or accessories, 
are the best sellers. The consumer mar- 
ket wants and gets such tools. The pro- 
fessional craftsman needs a number of 
tools for different jobs. He cannot 
waste time changing attachments if it 
can be helped. 

Unlike the professional, the mass of 

the do-it-yourself market has the time. 
That's about the one thing they do 
have. Many do not need, or maybe 
cannot afford, a number of tools in the 
initial purchase. This market is mostly 
made up of people who have to get a 
job around the house done. Around 
the house there are always jobs to get 
done. Repairing fences, building storm 
windows, adding a porch. That self- 
satisfaction in doing one’s own work 
enters the picture is noted, for many 
sales are to those who can afford the 
services of a carpenter or similar crafts- 
man. Woodworking hobbyists also fig- 
ure to a great extent in the sales of 
power tools, both stationary and port- 
able. 
e A Feature—One big feature of the 
tools is that they do not change in 
design every six months. This elimi- 
nates a basic inventory problem. To- 
day's tools are, in most cases, the same 
as years past. They have been re- 
designed, improved, have had more 
power added or new safety features, 
but they are not changed radically. 
Many tools are for use in both wood 
and metal. More and different attach- 
ments have been added but the tools 
are still the same basically. Naturally, 
progressive manufacturers are always 
working on new products, attachments, 
accessories but for competitive rea- 
sons cannot divulge their plans until 
the equipment is ready to be intro- 
duced. 

One leading maker of portable 
powered electric drills says there are 
about 15 million in use today, while 
no more than 100,000 were in Amer- 
ican homes 15 years ago. The market 
potential of the tools is limited by an 


ultimate saturation point. Some manu- 
facturers feel the point may be reached 
in two years but anticipate that the 
replacement, service and population 
growth market will continue to be 
sizeable. The potential is expanding 
as more and more become familiar 
with the tools and discover how easy 
and safely they can be used, to say 
nothing of the money and time saved. 
Before World War II, homeowners 
accounted for 5 to 10 per cent of 
power tool sales. Now one maker 
states they account for 45 to 55 per 
cent of his sales. Some see a 10 to 
15 per cent jump in 1954 since the 
home building and repair boom is 
still in full swing. Within five years 
after one particular make of a %4- 
inch drill was introduced, over one 
million were sold. This was note- 
worthy since the company produced 
almost 150 other portable electric tool 
models and thousands of accessories. 
e Problems—Perhaps servicing can 
be said to be the chief problem. Manu- 
facturers have greatly increased their 
coverage throughout the nation and 
are still adding to that coverage. Fac- 
tory-made repair parts are stocked at 
the stations and factory-trained per- 
sonnel man most of them. The home- 
owner or farmer can perform some 
minor repairs. A saw blade can be 
sharpened with a hand file, but it is 
more than recommended that any real 
servicing job be done by the manufac- 
turer. Guarantees on some makes, it 
is to be noted, are for life. The mar- 
ket in additional equipment, such as 
drill bits, saw blades, extension cords, 
carrying cases, eye shields and liter- 
ally hundreds of other products adds 
up to a good many dollars. 
Improved design, mass production 
and competition have helped bring 
down power tool prices to consumer 
levels. A tool costing $100 in pre- 
war dollars today would cost from $45 
to $50. In 1940 it was out of reach 
for anyone save the craftsman who 
needed it for his work. Manufacturers, 
while looking at the nation’s 30 mil- 
lion homeowners, are also happily gaz- 
ing at the nation’s 512 million farms. 
The hired hand has been rapidly giv- 


(Continued on page I11) 
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About 95 per cent of the bills sent out from Central Electric 
Supply are written in long hand. Now the billing problem that 
once haunted this New England distributor is a thing of the past 


HE biggest billing problem we 
had in bygone days—getting in- 
voices out on time—is now a thing 
of the past. We solved it by hitting 
right at the root of all our trouble. 
We just gave up typing our invoices 
and had them written instead. 
Before we made the change from 
typing to writing, we had one full- 
time and one part-time typist con- 
stantly clicking away at the billing 
backlog that always mounted up. 
e Overnight Service — With 
non-typing system we can get 


our 
new 
out invoices overnight, if necessary— 
something we rarely experienced be- 
fore. One full-time girl in the office 
can handle all the invoices, her time 
spent mostly in extending, totaling 
and mailing. Window-type mailing 
envelopes even exclude the need for 
typing envelopes. 

When we changed over the physi- 
cal preparation of our invoices we 
also refined the physical makeup of 
the invoice form itself, tailoring it to 
our own specifications. Our invoice 
form now comes in triplicate—origi- 
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By Samuel Freed 


Owner, Central Electric Supply Co. 
Worcester, Mass. 


nal, back order ticket and customer 
invoice, and packing list. When the 
order is written up on the invoice 
by the salesman or the counterman, 
it is given to the warehouse clerk to 
be filled. He notes on the form what 
has been sent and what is on back 
order, and sends the order on its way 
with an enclosed packing list. 

The original and customer invoice 
(also used as back order ticket) are 
then sent to the office where each 
is priced, then extended and totaled, 
and finally checked for accuracy. The 
original is kept for our office files 
and the written customer invoice is 
sent right out that same day or the 
next. 

e Customer Reaction — Like other 
distributors who tried out this system 
(EW-July 53, p. 90) we were con- 
cerned at what our customers’ reaction 
would be. We were a little surprised 


when, after the first few months under 


the new system, we hardly heard a 
complaint. In some instances, we were 
commended by some of our contractor 
customers on the speed of the new 
billing process. 

don't 


all our invoices. Some customers 


As a matter of policy, we 
write 

-state and city offices and large ac- 
counts—want all their invoices typed 
That's 
about five per cent of our customers 
We know 
their bills from the rest for typing 
all our efforts 


are exerted to cut operating costs to 


in business-like fashion only 


who they are and separate 


In these days when 


anything we can do to 
cut corners and, at the time, 
still remain efficient enough to give 
better service, will get our full atten 
tion. Our 
system 
lines. 

It saves us time It gives 
the office staff for other 
clerical work. It allows our customers 
to get bills earlier usual. 
Everyone's happy 


a minimum, 
same 


new “write-in” invoicing 


was undertaken along those 


and money 
more time 


their than 





Second of Three Sections 


On Plant Layouts and 


Warehousing Techniques 


Outstanding Multi-story Operations” presents 
floor plans and photographs of the plants of 
four electrical distributing firms. It is the 
second of three special sections on plant lay- 
outs and warehousing techniques. The first 
section, entitled “Outstanding One-floor Oper- 
ations,” appeared in the November issue of 
ELECTRICAL WHOLESALING. 

* * * 
The four firms covered on the following pages 
represent top operating practice for multi- 
story plants of their respective square feet of 
floor space. Contributing to this top operating 
practice are such factors as soundness of layout 
and application of good warehousing tech- 
niques, materials handling methods, order han- 
dling facilities, communications setups, and 
product display devices. 

* * * 
While the trend today is to one-floor opera- 
tions, multi-story buildings are home base for 
a majority—57.1 per cent—of the nation’s 
electrical distributors. This percentage climbs 
to 66.2 per cent in the Northeast and 66.7 
per cent in the Midwest. But it slips to 45.4 
per cent in the South and 41.1 per cent in the 
Far West (EW—Nov. °53, p. 84). 

* + * 
Distributors who have constructed new multi- 
story buildings or modernized older ones are 
sure their setups are the equal of comparable 
one-floor operations. They feel that conveyors 
and elevators give them just as much mobility, 
minus the disadvantage of being “spread all 
over the map.” In addition to those covered 
here, firms that are maximizing their multi- 
story facilities include: Revere Electric Supply 
Co. (EW—Jan. '53, p. 69) and Braid Electric 
Co. (EW—Feb. ’53, p. 66). 

* * * 
The third section will be a “Warehousing Idea 
Book.” It will appear in the May (NAED 
Convention) issue. Featured will be successful 
ideas that are speeding service and cutting 
costs for wholesalers across the country. 


THE EDITORS 
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Multi-story Operations 


Electric Supply Co., Des Moines, lowa 


Every available square foot of floor space in the Electric 
Supply Co. office and warehouse has been designed to get 
the maximum benefit from a minimum amount of space 
In the office area on the ground floor leading in from the 
front entrance, a railing separates office working area 
from display and city counter section allowing more room 
for both arrangements. Small appliance, portable tool and 
residential lighting displays line customers’ path from 
front door and surround city counter. City counter ex- 
tends the length of the display area adjacent to the 
warehouse. Electric Supply's manager, Glenn C. Merrit, 


Richards Electric Supply Co., Cincinnati, Ohio 


Richards Electric Supply Co. moved into its new, com- 
pletely renovated three-story plant last year and had the 
advantage of laying out beforehand many warehousing 
techniques that would speed up its service to customers. 
Besides a passenger and freight elevator at either end 
of the building, the company installed a “swift” elevator, 
operated automatically from the basement to the third- 
floor lighting warehouse. They had installed a unique 
city counter that runs across the full width of the first 
floor, separating the apparatus and supply showroom and 
the warehouse section. A “will call” counter, with a 


Hyland Electrical Supply Co., Chicago, Ill. 


Hyland’s undramatic brick walls conceal an interior that 
is strikingly modern—in methods as well as looks. The 
packing and shipping department's functions are syn- 
chronized and made highly efficient by a “by-the-num- 
bers” system. The stacking of heavy appliances is made 
easy by a portable electric elevator, capable of handling 
up to 500 Ibs. Internal communications are quickened by 
an intercom system, a paging system and pneumatic tubes. 
Three elevators connect the floors, and plans call for the 
installation of a conveyor system with upward and down- 
ward movement. Employees work under lighting levels 


Graybar Electric Co., Long Island City, N. Y. 


Celebrating its 75th anniversary this year in New York 
City, Graybar Electric Co. has seen a progression of ware- 
housing operations that has just recently led to its new 
offices in Long Island City. The new plant, occupied by 
Graybar in 1951, has one big advantage over previous 
warehouses—more space. In the office area alone there 
is approximately 35,000 sq. ft. of working space which 
houses a battery of office machines from large tabulators 
to comptometers. There is space for a large conference 
room, a private sales room, sales promotion room and 
employee lunch room. In the way of modernized materials 
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15,000 square feet 


has his office directly to the right of the street entrance 
so that “I can see and greet every customer who comes 
into the display room.” His office is decorated in such 
a way that it also serves as a showroom for valance and 
other lighting treatments. Inside the warehouse, each 
product has its designated place, laid out according to 
trafic and bulk. The ceiling on the first floor warehouse 
—16 feet high—allows for expansion as the need arises 
A balcony for the storage of fluorescent lamps was con 
structed atop supply bins near city counter a few years 
ago as a result of continually expanding operations 


38,000 square feet 


private entrance, was built near the shipping and receiv 
ing department. A two-story, open-end receiving and 
shipping section was constructed to take care of two 
trailer trucks at one time. Each floor warehouses and 
displays the three major product categories—apparatus 
and supplies, small appliances and lighting—with purchas 
ing and sales handled by three product managers. Park 
ing areas for customers are provided near all entrances 
and parallel to the enclosed shipping dock. The basement 
in Richards Electric is devoted to the warehousing of 
wire and cable and other heavy apparatus equipment 


82,000 square feet 


that Hyland salesmen recommend to their customers 
Sample maintained illumination levels: drafting room 
120 fc.; sales counter, 115 fc; general office, 80 fc.; 
warehouse—bin area and shipping area, 70 fc. Fifty tons 
of air conditioning equipment serve the general and 
executive offices and display areas. There is a drafting 
room where lighting layouts are drawn and a “will call 
room and counter where orders are picked up. Last but 
not least is the general office color scheme. It combines 
red, blue, green, yellow and two shades of grey, and was 
designed by color expert Walter Granville 


105,000 square feet 


handling equipment, Graybar Long Island City is in an 
advantageous position. On the first floor, conduit is 
handled like match sticks by way of a power hoist that 
picks up cradles of the bulky material at one end of the 
warehouse and drops it via a ceilinged track to a wait- 
ing truck on the other end. A gravity chute snakes its 
way from the third-floor warehouse to the first floor, 
adjacent to the counter. What can’t be shipped speedily 
through this chute is taken by freight elevator to the 
shipping department where orders are processed on daily 
delivery schedules to every part of the city 
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Outstanding Multi-story Operations 





Electric Supply Co. The presence of growing pains 


seems to be the only problem 


Des Moines, lowa 


in this warehousing operation. 


1 This is being overcome by pro- 
5,000 Square Feet per utilization of existing space 


(1) DISPLAY AND COUNTER AREA at Elec-___ bread dispensers supplied by local bakery—-hold 
tric Supply Co. take up half of office section on small appliance items. Other display merchan 
the first floor. Tiered display racks—converted  dise is spotted at strategic places 


(2) FIRST-FLOOR WAREHOUSE is devoted to house and can be corrected only by building 
stocking of fast-rnoving items. Expansion of additional storage space upward—like this lamp 
lines has created crowded conditions in ware balcony constructed atop supply bins 
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bon 
ROK 


24 


dle 


(1) RECEIVING AND SHIPPING handled through open-end (2) CITY COUNTER runs the full length of first floor from 
80 by 40 runway can house two trailer trucks at one time customer entrance to window displays. Area facing counter 
“After hours’’ pickup lockers are at bottom right is given over to the display of apparatus and supply items 


Outstanding Multi-story Operations 


Richards Electric Supply Co. 
Cincinnati, Ohio 


3 8, OOO Square Feet 


Recently remodeled three-story plant : 
has all the earmarks of a warehousing (3) APPLIANCE DISPLAY on second floor is super- 


vised by receptionist-secretary. Displays are rotary 


operation dedicated to speedy service Customers pass them on way to manager's office 


(5) SHADOW-BOX WINDOW DISPLAYS are ‘‘trimmed’’ (6) WIRE RACKS are hung from ceiling, hold over | million 
with appliances and electric housewares. These displays are feet of wire. Wire reels are stored under racks along one side 
seen from 35,000 autos that pass daily. of basement floor for ease of handling, measuring, cutting 
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(4) COFFEE BAR is popular spot with 
contractors’ men. ‘‘Coffee-and’’ is FIRST FLOOR 
served each morning until 10 a.m 
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(1) SALES COUNTER AND DISPLAY AREA are modern to last detail; even (2) ISLAND RACK is for largest sizes of 


plants are real. The many lighting fixtures—for demonstration as well as illumina- 
tion—are controlled from 36 switches. Counter lighting level: 115 fc. 
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Hyland Electrical Supply Co. 


Chicago, Ill. 


conduit. Rack is built of '-in. steel 
angles, set on 8-in. concrete floor 


This big, full-line distribut- 
ing operation is the last 
word in many respects, rang- 
ing from its strikingly mod- 
ern showrooms and offices 

strikingly effective 


to its 
82, O00 Square Feet packing and shipping setup 


i} 


‘ 
: 

’ 3 J 
'¢ 5 
é a 


* 

(3) SHIPPING AREA is organized around a unique system 
to handle order runs for sprawling Chicago market. Here’s 
how it works: Numbered tags (arrows) on wire stretching 
across floor correspond with last digit—-1 through O—on an 
invoice. On the basis of his invoice copy, a packer assembles 
the various items of an order behind numbered tag that 
matches the last digit. When an order is checked and packed, 
it is shifted in front of the tag, facing the truck loading bays. 
The next step comes when a truck driver gets his delivery 
routing schedule and invoice copies. He calls out the cus- 
tomer, number of cartons and digit number on each order— 


58 


for example: ‘‘Jones Electric, four cartons, number 7.’’ The 
packer then moves the gravity conveyor (bottom, left) to 
the right spot, puts the order on the conveyor and shoots it 
down to the driver, who places it on his truck. According 
to warehouse superintendent Clarence Wisser, this ‘‘by-the- 
numbers”’ system beats the previous one because it eliminates 
errors made by inexperienced warehousemen. Under the 
previous setup, new men occasionally fouled up deliveries 
because they ‘‘didn’t know Cottage Grove Avenue is on the 
South Side and Howard Street on the North.’’ Helping to cut 
down errors, too, is the lighting——70 fc. here. 
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Outstanding Multi-story Operations 





Graybar Electric Co. 
Long Island City, N. Y. 


105,000 Square Feet 


Modern three-story Queens County Chamber of Commerce award 
winner combines sound operating practices with effective mechanical 
conveniences. Net result: a very efficient warehousing operation 


Turn page for additional floor layouts and pictures 
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TR AM oe we. 


(1) GRAVITY CHUTE extends the distance of the three floors (2) PARKING AREA f istomer 
in the Graybar Long Island City plant. It feeds products to counter tion of building. Beside z us 
for fast pickup, and also to shipping area for speedy delivery ence, section is als 








(3) PNEUMATIC TUBES converge at one central point and made ready for the different delivery 


wer canopied sec 


istomer conven 


forage t trucks 


gee ae, 
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schedules 


on the ground floor shipping center. From here, orders during the working day. Numbered carts at right hold 


are received from second floor office area, processed orders for different parts of the city 


(4) THIRD-FLOOR WAREHOUSE stores smal! appliances, fans, (5) POWER LIFT picks up cradle of conduit for effortless 


motors, lamps and other bulky merchandise. Aisles are spaced journey on ceilinged track to waiting truck 
wide (6 ft.) and ceiling is high enough to allow steep stacking full length of first-floor warehouse 


Hoist track runs 








ultra-shallow fluorescent luminaires from MITCHELL 
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POLARIS 


The new ultra-shallow ‘Polaris’ luminaire incorporates al 
the fine features described at right, with Penticore prismati 
glass shielding delivering a light transmission factor of 8 %, 
with excellent diffusing quality. The combination of high light 
output and the low surface brightness of the “Evenglo”’ sides 
and Penticore Glass shield creates ideal, har 


for the finest commercial interiors 


MODERNIZER 


This is the new ultra-shallow luminaire designed to meet the 
requirements of large commercial instcllations where high 
efficiency lighting and exceptional low cost are primary cor 
siderations. The luminaire features qg V-spine design which 
provides a highly reflective surface to yht 
intensity. The 8-foot units feature spec 


(two 4-foot units with one 8-foot body channel! 


THINLINE 


Choice of 4 and 8 foot lengths in 2 and 4 
lamp models — All lamp types available 


New ‘“‘Thinline’”’ answers the need for high-efficiency 
illumination, coupled with attractive styling. Out- 
standing advantages include: ultra-shallow contour 
provides pleasing, streamlined installation; special 
translucent ‘““Evenglo”’ plastic sides and louver give 
higher light transmission, yet provide tremendous 
hiding power and diffusion for desirable low surface 
brightness; superior louver design with proper 
45°/45° cutoff conceals lamps from all normal view- 
ing angles. Advance styling, unusually low mainte- 
nance factor and high lighting efficiency make the 
new MITCHELL “Thinline”? Luminaires outstanding 
values in commercial fluorescent lighting. 


Note the ultra-shallow contour. 
When flush-mounted, the lumin- 
aire presents a beautiful stream- 
lined appearance. 


Pel 


New Rapid-Start units are avail- 
able; they slash maintenance 
cost by eliminating expense of 
replacing starters. 


AI f 4 
Concealed combination hinge 
and latch on each side of lumin- 
aire permit easy removal of lou- 
ver from either side. 


“Evenglo” translucent extruded 
Polystyrene side panels provide 
desirable uniform low surface 
brightness. 


Write for complete descriptive brochures describing the new MITCHELL 
Ultra-Shallow “Thinline,” “Polaris” and “Modernizer” Luminaires 


MITCHELL MANUFACTURING CO. 


2525 N. Clybourn Ave., Chicago 14, Ill., Dept. 1-C 
In Canada: Mitchell Mfg. Co., Lid., 19 Waterman Ave., Toronto 


stallation time and assure perfect alignment in c 
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TRUMBULL SERVICE ENTRANCE 
EQUIPMENT PUTS GENERAL ELECTRIC 
ADVANTAGES TO WORK FOR YOU 


General Electric engineering and traditional Trumbull quality mean ease 
of installation and safe operation. Your contractor customer knows 
Trumbull Service Entrance Equipment is the finest there is. His customers 
accept it as first. Because it is competitively priced, it gives you every- 
thing you need to beat competition. 


You can fulfill almost any requirement from the extensive Trumbull line, 
and our nation-wide warehousing network insures prompt delivery. For 
details, write Trumbull Components Department, General Electric Com- 
pany, Plainville, Connecticut. 


GENERAL @@ ELECTRIC 


1. Meter Service Entrance Switch. 2. Entrance and Transformer Switch. 3. Fuse Puller 
Switch for service entrance and branch circuit protection. 4. Fuse Puller Switch with 
raintight enclosure. 5. Residence Panel, two to twelve circuits. 6. Type NTPS Switch 
and Fuse Panel, six or twelve circuits. 7. Trumbullite Circuit Breaker Load Center, 
two to twenty circuits. 8. 16-Circuit Split Bus Load Center provides four 2-pole and 
eight single-pole circuits for the large fully-equipped home. 9. Load Center with 
wired-in Four Point Meter Socket in raintight enclosure. 10. General Use Safety 
Switch, 30-200 amps. 11. General Use Safety Switch with raintight cover. 








“CELF- COOLED” 
CONSTRUCTION 


The secret is in ILG’s exclusive 
SELF-COOLED MOTOR! 


Here’s the one fan with the motor that cools itself with 
fresh, clean outside air. The result is longer trouble-free, 
dependable performance. And you can count on it to 
move more air, too—each ILG fan is rated and 

certified in accordance with the standard test code! 

The dynamically-balanced fan wheel, direct-connected 
to motor, gives quiet, smooth, free-running operation. 
ILG’s famous “one-name-plate” guarantee covers 

fan and ILG-built motor as one unit. Choose from 


bd R 0 v £ L L t 4 ‘ A iw 5 a complete range of sizes—6” to 72”. 


Clear up all doubt... count on ILG 
to clear the air for action! 


ILG ELECTRIC VENTILATING CO. 
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A MESSAGE TO AMERICAN 


INDUSTRY 


ONE OF A SERIES 


Contrasts in Prosperity 
Endanger the Free World 


The chart in the middle of this page sum- 
marizes a situation of profound importance to 
every American. It shows that: 


1. On the average, Americans are vastly better 
off economically than most other people in 
the free world, and 


. In recent years the gap in income between 
the average American and the average 
European, Latin American or Asian has 
greatly widened. 


A Mounting Contrast 


Even greater is the contrast between the real 
incomes of Asians and Americans. Today most 
Asians are no better off economically than they 
were back in 1939. On the other hand, the real 
income of the average American has almost 
doubled. As a result, the real income of the 
average Asian—always small by our standards 
—is now only a tiny fraction of that of 
Americans. 





CONTRASTS IN PROSPERITY IN THE FREE WORLD 





United 


|] 1939 





States 








Europe 
(USSR 
excluded) 








Latin 
America 


Asia 














The chart shows that, at the outbreak of 
World War II, the real income (that is, actual 
purchasing power of income) of the average 
American was substantially higher than the 
average European’s and much higher than the 
average Latin American’s or Asian’s. Since 
then, the European and Latin American have 
become better off. But the improvement in 
the economic lot of the average American has 
been so great that the others have been left 
far, far behind. 
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It must be remembered that the figures 
used to construct the chart are of varying 
quality. The fact is that few of the poorer 
countries have reliable statistics. However, 
it is generally agreed among competent ob- 
servers, that the figures here presented offer 
a correct impression of the wide disparity 
in the average of real incomes between var- 
ious parts of the free world. The figures, of 
course, have nothing decisive to say about 
spiritual and cultural values. In these, coun- 





tries with relatively little material prosperity 
may be rich. 


It is possible to draw a variety of morals 
from the story of lagging growth of income in 
other parts of the world. For one thing, it 
reflects the dynamic force of private enterprise. 
Private enterprise is characteristic of our 
economy far more than it is of most of the 
other free economies. The chart also reflects 
the fact that we are bountifully blessed with 
the natural resources essential to a high level 
of real income. Moreover, we did not suffer 
from the devastation and waste of two world 
wars as did many of the other free nations. 


Narrowing the Gap 


But perhaps the most important message which 
the chart conveys is one of warning. It warns 
that something must be done to narrow the gap 
in prosperity between America and other parts 
of the free world, if that world is to be united 
successfully in the struggle against totalitarian 
Communism. Writing in the Harvarp Busi- 
NESS Review, Kenneth E. Boulding recently 
put it this way: 


“The crux of the problem is how to raise 
the three-quarters of the world that live on 
a low level to the high level of the other 
quarter, for it is precisely this wide disparity 
that makes our world so unstable. American- 
Russian relations, for instance [are]... 
complicated almost unbearably by the fact 
that each power is competing for the support 
of the vast fringe of underdeveloped coun- 
tries... These countries are dissatisfied with 
their present state and are hovering between 
the two cultures, wondering which offers 
them the best chance of shifting from their 
present low-level to a high-level economy.” 


Very real danger threatens from any feeling 
which may develop in the less fortunate free 
nations that our enviable economic progress 
has been made at their expense. Instead of 
viewing the American economic system as a 
model that might be followed by their own 
countries, they may be led to see in it a menace 
to their well-being. If Communist propaganda 
can persuade these people that their alliance 
with the free world will only result in their 
dropping farther and farther behind an in- 
creasingly prosperous United States, they will 
be driven to the side of totalitarianism. 


Test of Effective Leadership 


How can these free nations on the lower half 
of the income ladder be helped to alleviate the 
conditions that keep them there? Surely this 
question poses a whole series of complicated 
problems. Yet, if we do not exercise some 


effective leadership toward their solution, we 
can be sure that Russia will take advantage 
of the situation. In these circumstances, it is 
essential to both the stability and security of 
the free world that we help our less prosperous 
neighbors make satisfactory headway. 


This does not mean that the United States 
should sacrifice its own economic progress in 
favor of some sort of global leveling scheme. 
On the contrary, a continually expanding and 
stronger economy is essential if we are to pro- 
vide any real aid to our friends. Also, it goes 
without saying that our friends must be dis- 
posed to do all they can to improve their own 
economic position, if our cooperation to that 
end is to be effective. 


Great Skill Required 


Our part in a program to achieve this goal 
calls for a high degree of skill and statecraft. 
It involves international trade policy, which, 
in itself, presents a perplexing range of prob- 
lems. It involves also programs of foreign tech- 
nical and economic assistance. And expanded 
foreign investment must play a key role in a 
balanced program to strengthen the economies 
of the free world for our common good. 


The Commission on Foreign Economic Pol- 
icy, headed by Clarence Randall, has recently 
submitted a report, embodying the results of 
a monumental inquiry into our foreign eco- 
nomic relations and measures to improve them. 
From the very nature of the subject, discus- 
sion of the report is bound to be attended by 
much controversy and conflict. However, an 
awareness of the facts presented by this chart 
should inspire us to accord to the problems 
posed by the Randall Commission the careful 
and sober consideration they must have if any 
real progress is to be made in raising the gen- 
eral standards of human well-being throughout 
the free world. Our willingness and ability to 
do this have now become the real test of our 
statesmanship, both at home and abroad. 





This message is one of a series prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments that are of particular concern to the 
business and professional community served 
by our industrial and technical publications. 

Permission is freely extended to newspa- 
pers, groups or individuals to quote or reprint 
all or parts of the text. 


Aeusta Ube 


PRESIDENT 











McGraw-Hill Publishing Company, Inc. 
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Easier Sales 
* in ‘54 mean 


Bigger profits! 


No. 50 3-speed Motordor 
Switch. 


You can rely on 


MOTORDOR KITCHEN FANS and 
ELECTRIC FAN-TYPE HEATERS 


for more and EASIER SALES — BIGGER PROFITS 


For 22 years, Broan has specialized in the production of 
Kitchen Ventilating Fans and Built-in, Electric, Fan-Type 
Heaters, and the study of requirements in the residential 
market. 

Today, the complete line of Broan Kitchen Ventilating 
Fans fits every purse, with performance features that are 
unmatched in the entire industry —a line that leads 
kitchen-fan sales in several important markets, and enjoys 
the enthusiastic endorsement of contractors, builders and 
architects as well as home owners. 


Outstanding Broan Features Make Sales Easier 
The outer door of MOTORDOR Kitchen Fans, equipped 
with an extra motor, automatically opens and closes when 
the switch starts and stops the fan. This quality feature 
is a sure sales builder. 

In addition . . . no other ventilating fan has the 
INSULATED OUTER DOOR, which, when closed, seals 
tightly against a sponge rubber gasket — positive pro- 
tection against drafts, condensation, and rattling dampers 
— and standard equipment on ALL Broan Wall Fans. 

The “FANTOM-GRIL", available in Chrome or White 
enamel, not only insures the most efficient air movement 
but also conceals the fan interior and adds beauty to 
the kitchen wall. 

The Broan Catalogue pictures the Kitchen Fans and 
Electric Heaters — describes their remarkable ease of 
installation. It's FREE — send today. 


BROAN MFG. CO. 
1671 N. WATER STREET © MILWAUKEE 2, WISCONSIN 
Sales Territories open to qualified Manufacturers Representatives. 
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SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY. . . PRICED FOR SALES. 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 
prompt deliveries. boost sales. 











SSS 


CONSTANT ADVERTISIN 


G BUILDS DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, . . . their technical assistance is available when- 
reach all your prospects, every month. ever needed to help sales. 


~ietiediiaie a ee 





Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary «if The Colorado Fuel and Iron Corporation 


WULF 
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First Choice of Lighting Engineers! 
... ABOLITE 


ALL-WHITE REFLECTORS 


For Highest Efficiency in Every Lighting Installation 


When the new Abolite ALL-WHITE Re- 
flectors are specified for commercial and 
industrial lighting applications—you can be 
certain that your customer is getting the 
finest and most efficient equipment avail- 
able. 


The Titanium white interior of Abolit: 
Reflectozs is the whitest white you've ever 
seen ... it floods more brilliant light to 
provide the maximum in lighting per- 
formance. 


The ALL-WHITE finish is vitreous fire] 
inside and outside; it is smooth as glass, 
resists weather, moisture, fumes, rust and 
corrosion. Cleaning is easier; less main- 
tenance required. 


Ventilator slots automatically circulate air 
around the lamp and through the slots. 
Dust and dirt can’t settle. Lamp necks stay 
cooler, lamps last longer. There’s 7% 
more up-light—in line with modern light- 
ing standards. 


Wiring and mounting features are sim- 
plified—units can be installed quickly and 
easily. 


Abolite ALL-WHITE units cost no more 
than old-style green and white fixtures .. . 
they tie in perfectly with modern indus- 
trial painting programs... cut down con- 
trast ... attractive wherever used. 


Little wonder that lighting engineers every- 
where are making ABOLITE their first 
choice in lighting equipment. 


Write today for the Abolite Catalog. 


ABOLITE LIGHTING DIVISION 


tHe JONES METAL PRODUCTS co. 
WEST LAFAYETTE + OHIO 
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NO HAZARDOUS TOOLS REQUIRED 


that storm emergency call comes through, 

Hinemen appreciate the easy, safe way they can 

a if tall BLACKBURN Aluminum Fittings with their 
~~" “standard hand tools. 


Wholesalers!... 


You'll find the BLACKBURN aluminum line is: 


VERSATILE — Check the designs at the right. 
Every need of operating-men can be filled 
with a BLACKBURN Aluminum Fitting. 


STEADY SELLING — Your customers are using 
more of these BLACKBURN Fittings every day. 


PROFITABLE—Easy selling, quick turnover, keeps 
inventory at a minimum. 


Push the BLACKBURN Aluminum line for steady, 
year-round profits. 


Send oO Fre 


Samples and Literatur: 


JASPER BLACKBURN CORPORATION 


35 Madison St. + St. Louis 6, Mo. * Phone: MAin 1-2821 
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YOUR LINEMAN 
AS WELL AS 


YOUR LINE WITH 


TYPE PAA-400 
For Aluminum Con- 
ductors through 400 
MCM 


TYPE DLC—For Alv- 
minum Conductors 
through 1/0 ACSR 


ib hAL LALA 


a" 


TYPE AAW—For 
Aluminum Conductors 
through 4/0 ACSR 


TYPE PAC—For Alvu- 
minum Conductors 
through 336.4 MCM; 
Copper through 2 str. 


TYPE PAA—For 
Aluminum Conductors 
through 336.4 MCM 


TYPE CA—for Alvu- 
minum Conductors 
through 4/0 ACSR; 
Copper through 4/0 





f) l @ @ @ So big, in fact, that our 


junction box manufacturing facilities are located in a new 
35,000 square foot plant. Here, in a modern building, 
bs are men, equipment and space to fabricate a com- 
= plete line of surface and flush-mounting 
junction boxes for every application 

and requirement. A large stock is 

maintained at all times for 

speedy delivery. Your 0. Z. 

distributor is now in a 

better position than ever 

to fill your needs. 


Modern equipment for fabricating junction boxes in this Greatly increased stock assures a constant supply of 
O. Z. box plant means greater efficiency for us .. . better standard junction boxes and speedy processing of your 
service for you. orders. 


ELECTRICAL MANUFACTURING CO., INC. 


262 BOND ST. * BROOKLYN (7, N.Y. 


CAST IRON BOXES + SOLDERLESS CONNECTORS 
CABLE TERMINATORS + GROUNDING DEVICES 
POWER CONNECTORS + CONDUIT FITTINGS 
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YOUVE A REAL PRICE EDGE WITH Stab-lok 


boosts sales from every angle 


THE RIGHT PRICE is always a shot in the arm for sales... 
and across-the-board Stab-lok Circuit Breakers cost your 
customers less in the first place... less to install... less 
when circuits are changed or increased. What's more, con- 
tractors know that Stab-lok dependability has been proved in 
millions of household, commercial and industrial installations. 
But Stab-lok gives you still other exclusive advantages 
that bring more sales without extra sales effort: 
You carry a much smaller stock — With Federal Noark® com- 
bination flush-surface enclosures you can meet every order 
from about half the stock required by other systems. 
Amazing flexibility —Stab-lok with widest range of enclosures 
plus new, thin NC, standard NA, and double pole (simul- 


taneous trip) breakers easily meets every specification—you 
never lose sales because of special applications. 
Your investment is protected—even major improvements in 
the Stab-lok line never cause you a nickel’s loss on devices 
already on your shelves. 
We're in there pitching, too—We work constantly to boost 
sales by putting more adve rtising, booklets, folders and other 
hard-hitting, effective promotion behind Stab-lok than was 
ever before given a circuit breaker. 

Join the profit parade with Stab-lok and write for the 
Magic “E” booklet that brings the Stab-lok story right up to 
the minute. Federal Electric Products Company, 50 Paris 


Street, Newark 5, N. J. 


FEDERAL,PACIFIC 


ba - a homm -1-lel el el: OMPANY 


RiC MANUFACTURING CORP 


Federal products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboords, Switchboords, 


Control Centers, Bus Duct — 


Pacific Electric products: High voltage circuit breakers and power switches % Sales offices in principal cities 








iNvustration, courtesy of American Iron and Steel Institute 














HOT-DIP GALVANIZING -THE PROTECTIVE 
COATING THAT HAS NEVER BEEN SURPASSED! 


Good conduit makes the job so much easier. Triangle Rigid Conduit is made 
of the highest grade steel. 

IN ADDITION —99.9% PURE MOLTEN ZINC, PROVEN THROUGH THE 
YEARS AS THE FINEST PROTECTION, IS USED INSIDE AND OUTSIDE 


THE CONDUIT. 
It’s easier —and less expensive —to specify the best. 
If it’s Triangle —IT MUST BE RIGHT! 


The Trade Mark of Top Quality 


A 
TRIANGLE 





iT MUST BE RIGHT 





Manufacturers of Arteries for electricity, liquids and gases. 
WIRE » CABLE - CONDUIT - PLASTIC PIPE - BRASS & COPPER TUBE 


TRIANGLE CONDUIT & CABLE CO., INC. 


New Brunswick, N.J. * Moundsville, W. Va. 
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Here are your answers to 2 IMPORTANT QUESTIONS 


about Industrial Lighting Units 





























SERER RET ee 
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WHY are 


RLM Specifications 
Important to me? 


RLM Specifications fur- 

ANSWER: nish you with basic, 
nationally-accepted 

minimum standards of 

efficiency, design, performance and quality in 
industrial lighting equipment. This latest-edition 
52-page RLM Specifications Book puts all 21 
RLM Specifications at your fingertips, complete 
with coefficient of utilization tables and candle- 
power distribution curves. In addition, there 
are four pages of reasons why RLM Specifica- 
tions are important to everyone who buys, sells 
or specifies industrial lighting equipment. Send 
for your COMPLIMENTARY copy of the RLM 
Specifications Book ...there is no obligation! 














i 


t 
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WHO makes 


RLM-Labeled Units 
| want to Specify? 


As shown by this chart, 
which is also included 
with the RLM Specifica- 
tions Book, there are 29 
different manufacturers who make r_M-labeled 
lighting equipment. Each rtm Unit must con- 
form to the minimum performance and quality 
standards required by rim Specifications. How- 
ever, every manufacturer is free to incorporate 
his own special features, construction refine- 
ments and operating advancements — such as 
sockets, control equipment, wiring, etc. Send 
for your FREE RLM Book for more details. 
RLM Standards Institute, Suite 817, 326 West 
Madison Street, Chicago 6, Illinois. 











ANSWER: 





Actually, there are 75 different 
types and sizes of RLM-labeled 
Lighting Units. Each red dot 
on this chart indicates that the 
manufacturer makes at least 
1 or more sizes covered by the 
particular rLM Specification. 


Key to Spec. Nos.: 
INCANDESCENT UNITS 


1. Dome (100-1000w) 
2. Deep Bow! (100-1000w 
3. Sym. Angle (100-1000w) 
4. High Bay (500, 1000w) 
Porcelain Enameled 
18. Glasstee! Diffuser 
200- 1000w) 
40. High Bay Aluminum 
500, 1000w 
FLUORESCENT UNITS: 
Closed-End Reflectors 
5. 2-40w lamps, 48° 
6. 3-40w lamps, 48° 
7. 2-85w lamps, 60” 
22. 2-40w w/shield, 48” 
Open-End Reflectors 
2-40w lamps, 48” 
3-40w lamps, 48° 
2-85w lamps, 60° 
2-40w w/shield, 48° 
2-58w, 72° 
9. 3-58w, 72° 
30. 2-75w, 96” 
31. 3-75w, 96° 
Semi-Direct Units: 


Chart as of Jan. 1, 1954 
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BELLS... for all heavy duty signaling and 
alarm purposes ...unsurpassed for volume of sound, ease 
of installation, long life and clean design. 


AUTH POWERBELS are made in gong diameter sizes of 4 inches, 6 
inches and 10 inches. They are supplied in vibrating and single stroke 
models, for alternating or direct current operation on voltages up to 250 
volts. All model sizes are equipped with interchangeable back plates and 
separable connection feature. They are designed to fit all mountings, and 
are gasket sealed against dust and moisture. 


AUTH POWERBELS represent the latest advances in bell design and 
provide the most complete line of heavy duty bells available today. 
MANUFACTURERS OF gi WCE ley, Write now for FREE complete literature. 


Electrical Signaling, 


Communication and COMPLETE SYSTEMS | ONE RESPONSIBILITY 
Protective Equipment for 


Housing, Hospitals, 
Schools’ Offices, Ships, AUTH ELECTRIC COMPANY, INC. 
reset 34-20 45th St., Long Island City 1, N.Y. 
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“ELBETRICAL WIRING CONDUIT 


+ 


PRODUCTION GRINDER IS TOUGH TEST for wiring conduit. sEALTITE passes easily... protects against grinder dust 


Tough synthetic cover on this conduit 
keeps these control wires working 


IT'S SEALTITE* ELECTRICAL WIRING CONDUIT 
. . . PROTECTION AGAINST ENEMIES OF WIRING 


SEALTITE was made to handle trouble. 
Oil and grease. Weather, water and 
dirt. Chemicals, corrosive fumes and 
salt spray. None gets by sEALTITE’s syn- 
thetic jacket. Wiring can't be dam- 
aged. Protection is complete. 

But seaLtire offers more than just 
toughness. It is light and flexible. It in- 
stalls easily in cramped spaces, It ab- 
sorbs vibration—takes movement. And 
it hugs motor contours . . . looks neat. 

Liquid-tight seautrre is the first con- 
duit of its type to be approved by 
Underwriters’ Laboratories, Inc. for 


use where exposed to moisture and 
mineral oils. (See N.E. Code, Art. 351.) 
For tight bends on machine tools 
and industrial equipment, use SEALTIT? 
Type EF (Extra Flexible). It meets 
standards set by J.L.C. 

Buy sEALTITE in easy-to-handle coils; 
then cut without waste. Approved 


liquid-tight fittings for use with 


SEALTITE are a\ iilable 


fs (aySansela 
SeWlrve 
flexible, liquid-tight electrical conduit 
ANACONDA’ product 


The American Brass Co., American Metal Hose Branch, Waterbury 20, Conn. 
Please send me descriptive booklets on SEALTITE Electrical Wiring Conduit 


NAME 


COMPANY 


STREET 


CITY 








w—an improved connector for 
liquid-tight flexible conduit 


(Sealtite or equivalent products) 


EXTRA STRONG 
HIGHLY EFFICIENT GRIP 


GROUND PERMANENT SEAL 


DISPLACED 
BENDING ACTION 


PYLE-NATIONAL 


"CT” series Connectors offer all these advantages 


EXTRA STRONG GRIP PERMANENT SEAL 


z Compression force is supported—not by the oven e Plastic sleeve and conduit sheath have equivalent 
duit clone—but also by the body shank, making physical characteristics therefore the seal will last 
@ vise-like clamp. the life of the conduit, unimpaired by temperature 
Gripping is well behind end of flexible conduit for variations within the limits of the conduit. 
firm anchorage against creeping loose. 


Pliable seamless sleeve makes a plastic-to-plastic DISPLACED BENDING ACTION 


grip with the conduit sheath...thereby avoids 

cutting and abrasion common to metal sleeves. e Tapered grounding shank is elongated to extend 
beyond gland nut, thus avoiding short radius bends 
which shorten the life of the conduit sheath and 
more important the permanency of the joint. 


High safety factor of compression range more than 
compensates for tolerance in the outside diameter 
of the flexible conduit. 


HIGHLY EFFICIENT GROUND “CT”’ Series connectors can be installed assem- 

¢ Less than 10 millivolt drop. bled...no parts to lose...no wasted time. 

e Tapered grounding shank, integral with connector Available in straight, 45 degree and 90 degree 
body, makes a firmly wedged contact with the types for %” to 2” liquid-tight flexible conduit. 
flexible metal conduit. Meet U/L and J.I.C. standards. 


NN THE PYLE-NATIONAL COMPANY 
1352 North Kostner Avenue, Chicago 51, Illinois 


SINCE 1897 Branch offices and Agents in the Principal Cities of the United States * Canadian Agent: The Holden Company, Ltd., Montreal 
Export Department: International Railway Supply Company, 30 Church St., New York 


PLUGS AND RECEPTACLES + GYRALITES + TURBO-GENERATORS + FLOODLIGHTS - CONDUIT FITTINGS + MULTI-VENT 
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Chester ENGINEERED plastic insu- 
lation, laboratory and field tested to 
more than meet specifications provides 
both easier working qualities and 
longer service life. These rugged plas- 
tic coatings offer maximum immunity 
to abrasion, weather, oil and most 
chemicals. Smooth and pliable, they 
pull through channels and conduit 
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BUILDING WIRES. 





WEATHERPROOF 
WIRES 


THERMOSTAT 
CABLES 


FLEXIBLE CORD 


FIXTURE 
WIRE 


' 


Tels mm) 


“ ci 
“* 
hotly. NAS THE ANSWERS — 5 


easily and offer excellent appearance 
in open wiring. Chester single or multi- 
conductor wires and cables are avail- 
able for electrical, electronic, TV, 
radio, telephone and many other in- 
dustries. Call or write for illustrated 
bulletins, today! 


—— 


HEATER 
CORD 


OFFICE AND 
BELL WIRES 


TELEPHONE 
WIRES 


ALARM AND 
SIGNAL WIRES 


NEON SIGN OIL 
IGNITION CABLE 


ee 


REGISTERED 


* 3 


chtevrte * See 
“ 2 = i a a a am lil isin ‘pou ‘aoe tiie mn a 
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POWER TWINS 


--- Newest, Most Practical Team 
for Plant and Equipment Wiring 


VARNISHED CAMBRIC.OR RUBBER INSULATED CABLES SAFETY m.i. WIRING SYSTEMS 


BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 


The famous Power Twins combine lower installed costs with 
unique adaptability. They are ideal for electrical wiring 
without conduit in close areas and under, down and 

around beams and pillars...where power needs vary... 
where plant layout presents difficulties. 

Varnished Cambric or Rubber Interlocked Armor Cable is designed 
for both low and high voltage requirements, (lighting 

and power control) and is available with steel, 

bronze or aluminum armor. 

Safety m.i. Wiring System, all mineral insulated and exclusive 
with General Cable, is ideal for all applications up to 600 v. 
where heat, vapors, moisture, aging are of particular concern. 
Lower installed cost! Small diameter saves space! 

Trains easily for neat, compact installation. 

Investigate this popular combination before you buy. 

They can save you time and money. 


GENERAL CABLE CORPORATION 


420 Lexington Avenue, New York 17, New York * Sales Offices: Atlanta ¢ Buffalo 
Cambridge (Mass.) * Chicago ¢ Cleveland * Dallas * Detroit * Greensboro, 
N.C. * Indianapolis * Kansas City * Los Angeles * Milwaukee * Houston 
Minneapolis * Newark (N. J.) ¢ New York °¢ Philadelphia ¢ Pittsburgh 
Portland ( Ore.) . Rossmoyne, Ohio (Cincinnati area) ° St. Louis °¢ San 
Francisco . Seattle . Syracuse ° Tulsa ° Washington, D. C. 
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RACO OFFERS 


ss 
AE... 


ONLY 4 BARS ENABLE YOU aie 6 wane 
TO INSTALL ANY DEPTH BOX —STEAD OF 16 
WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


EXPANDED re ABUT 
aera 11%4"—>} 


No. 920 | } 


ARB EXPANDED 2614” only four bars 
CLOSED 19%” ———>| provide 


complete 


adjustment 


NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


ASE RACG 


ALL-STEEL EQUIPMENT INC. Avrora « Illinois 
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FASTER TURNOVER 
GREATER PROFITS 


te 4 BJ Ce. 5, eee he & 





Exclusive self-holding feature saves time, 


eliminates fumbling and dropping, makes 


difficult installations easier .... makes 
Blackhawk SNAP-STRAPS easy to sell. 
Made of heavy gauge steel, zinc plated 


after fabrication. Wide range of sizes 
for rigid and thinwall conduit. 


immediate Delivery From Stock to 
Electrical Wholesalers Only 


Write for Free Catalog 


HOLDS IN POSITION BLACKHAWK 
WHEN YOU BUY ASK FOR B-I HAS IT 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings * Staples * Yard Lights « Sill Piates * Locknuts and Bushings * Wire Holders 

Fluorescent Brackets « Cable and Conduit Straps * Connectors * Box Supports » Conduit Entrance Caps 

Grounding Assemblies *« Grounding Clamps « Bar Hangers « Fish Tape « Conduit Hangers « Beam Clamps 
Machine Screws * Wood Screws + Tools 
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if you have 
aneye for 


profit $ $ $ 


* 


importa, -———-.geg- 


new 
permanent QY 
showroom 
\i Fifth Ave. the greatest name in Christmas Lighting 


New York, N.Y. at the Toy Fair!* 


g — 
23rd St. entrance ) ee, 





SEE YOUR PHELPS DODGE DISTRIBUTOR FOR 


Quality and 


that help you get full job profit! 


You can count on your Phelps Dodge 
distributor to give you prompt, helpful A 
service on every electrical job. His wire and 7 on 
cable meet the highest quality qi 
standards, assure customer satisfaction right 
from the start. Better call the Phelps Dodge 


distributor in your city right now! 
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PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


WIRE BY PHELPS DODGE MEANS WIRED FOR LIFE! 


eee oe 
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aS 


“CRESCENT 


For more than 70 years CRESCENT Wires and Cables have played a leading role 
in the growth of the electrical industry. Pictured and described here are just a few of 
the many wires and cables that are made by CRESCENT. 


ABC ARMORED CABLE 


Hos prefabricated breaking lines which make installing 
easier, quicker ond safer. A flattened bonding wire in con- 
toct with the underside of each convolution of the armor 
assures a per t low i e of armor. 





SYNTHOL BUILDING-WIRE—TYPE TW 
For both wet and dry locations. Insulated with a special, 
tough thermoplastic compound. High dielectric and mechan- 
ical strength. Smallest outside diameter for same conductor 
size permits more or larger conductors in same space. 


jam '00 000 CM GOOV RH-75CorRW-60C 


ENDURITE BUILDING WIRE—TYPE RH-RW 


A dual purpose wire, for either dry or wet locations. Type 
RH has a greater carrying capacity because of rg per- 
missible operating temperature, which allows use of smalier 
size cable at less cost. 


USE -8-600-V-IMPERVEX TRENCHWIRE 


IMPERVEX TRENCHWIRE—TYPE USE-RR 


Single conductors for direct earth burial. Has a heavy Neo- 
prene jacket over the rubber insulation. Provides the lowest 
cost, permanent underground cable installation. 


STEEL TAPED PARKWAY CABLE 


Designed for direct earth installation without additional 
protection. All standard types regularly supplied and special 
type cables made to customers’ specifications. 


IMPERIAL PORTABLE POWER CABLE 


IMustration shows Type SH-D 5000 Volt Trailing Cable for 
supplying power to electric shovels, dredges, etc. Covered 
with extremely tough Neoprene jacket. 


CRESFLEX 


Most suitable, lowest cost for rural, residential and farm 
buildings. Cleon, gray paint finish. 





SERVICE CABLES—TYPE SE 


doth Style A (armored) and Style U (unarmored) are ap- 
proved by Underwriters Laboratories as service entrance 
cable and moy be run down the side of a building without 
additional protection. It is tamper-proof, flexible and light- 
weight, moisture-resistant and flame-retarding. 


IMPERVEX TRENCHCABLE—TYPE USE-RR 


Multiple conductor Meoprene jacketed cable for direct burial 
in the earth. Highly resistant to earth acids, alkali and 
ground woter. 


NEOPRENE CRESCORD 


Heavy duty, oil-proof portable cord, Underwriters’ Labora- 
tories Type SO. 


FLEXIBLE STEEL CONDUIT 


Underwriters’ Laboratories Standard. 


VARNISHED CAMBRIC LEAD ENCASED CABLE 


Varnished cambric insulation has high dielectric strength 
and long life. Not affected by oils and greases. This cable 
is supplied with lead sheath for wet locations or weather- 
proof braid for dry locations. 


CRESCENT INSULATED WIRE & CABLE CO. 
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TTD AVAL 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 





fittings 





are always 





the same, too 





You can count on Conduit for fittings 
of uniform quality ... they're all 
carefully made to the highest stand- 
ards —the quality’s the same every 
day, every way. For user-satisfaction 
and profitable sales, sell Conduit of 
Columbus fittings. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 


>, 
%\ Look for this Label 


when you buy fittings 





, OHIO 


PIPE COUPLINGS « PIPE NIPPLES +« ELBOWS, RIGID & E.M.T. 
RUNNING THREAD « GOOSENECKS «+ WALL PLATES 
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Plate 
Tage 


THE ORIGINAL 
INDENTER TYPE 
E.M.T. COUPLINGS 
AND CONNECTORS 





Briegel, the Original Indenter Fittings are 


neater in appearance, easier and 
faster to use. Installation is simple and 
less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter 


Fitti d fi 

ae. an METHOD 
All B-M Indenter Fittings are (6m) 

U. L. approved as Concrete- 

tight and for General Use. BM 


(File Card E 10863) GALVA oo. 
Warehouse Stocks in Principal Cities for Immediate Delivery! 
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NOW 


EMT thin wall 


conduit 


with the NEW 


j 
| 


| 


finish at no 
extra cost 


“a 


Perfect Balance at work at your 
(R) 


~ 


v 


Next time you stop in at your Spang Distributor’s show- 
room take a look at this new SPANGLEAM EMT mobile 
display. Here’s an outstanding example of perfect balance 
at work. The display also tells you why SPANGLEAM 
EMT is the finest thin wall electrical metallic tubing you 


can buy. That’s because there is .. . 
Perfect Balance at work 
in SPANGLEAM EMT 
SPANGLEAM EMT is made from top-quality steel, care- 


fully controlled during manufacturing, scientifically fin- 


ished inside and outside and thoroughly inspected to give 
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Distributor’s showroom 


you a perfect product. This balance between top-grade 
material and top-grade workmanship means that 
SPANGLEAM EMT saves you time... 
installations. 

Take a look at the SPANGLEAM EMT display . . . then 
try SPANGLEAM EMT on your next installation. You'll 
prove it to yourself that SPANGLEAM EMT is best! 


gives you profitable 


SPANG-CHALFANT 


PANS 
CONDUIT 


FENERAL ALE 
SATEWAY CENTER, PITTSBUR 





YOU CAN'T MISS 
with WNION’S 


“PLASTER-SEAL” 


Keeps Plaster from Device Screw 


Holes. Thin Molded Flash is Easily 
a Removed with Screw Driver: Reduces 


Wet Wall Finishing-out Cost 





TOP SPEED OF MOUNTING 
NOW AVAILABLE AT 


BOTTOM NAIL-UP BOX COST 
WRITE FOR 


Instantly Locates Box for Depth FREE SAMPLES 
With Convenient Front of AND LITERATURE 


Stud Nailing 


Front Mounting Bracket 


Tali [ogole [= j= 


UNION INSULATING CO. | 


PARKERSBURG, WEST VIRGINIA 
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BEFORE 


PROOF OF LOW MAINTENANCE 
ON CLARK TYPE “CY” STARTERS 


These unretouched photos show contact tips from a CLARK 
Bulletin 7707 contactor—the contactor used in the standard 
Bulletin 6013 size 2 AC Motor Starter—as they looked 
before and after a year of hard use. 


The contactor is in service at Cleveland Hone and Manu- 
facturing Company, on a special transformer and rectifier 
circuit used in processing automotive parts. The tips shown 
right above were removed from the contactor after 12 
months of steady service, often operating as frequently 
as 5000 times per hour. 


Note that slight discoloration and minute pitting are the 
only evidence of wear. They require no cleaning, dressing 
or filing, and are in condition to gtve many more years 
of dependable service. 


The secret of long contact life in the CLARK Type “CY” 
Starter is its exclusive arc-quenching principle, using 
strong multi-turn magnetic blowouts and double-break 
contacts. Forced rotation causes the arc to move continu- 
ally on the contact surfaces, distributing the heat and pre- 
venting pitting or “build-up” at any one point. Result: 
extremely effective arc interruption, and greatly reduced 

wear on tips. CLARK Type “CY” Starters include 

many more features for dependable 

service and reduced maintenance 

Write for descriptive literature. Let us tell you the complete story 


tHe CLARK CONTROLLER co. 


/ 
NEERED ELECTRICAL CONTROL + 1146 EAST 7152N0 STREET, CLEVELAND 10,,0HIO 
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QO lnaudl now tame, 


for a famous old 


7 
1 
i 


gw on, U-S-S American Electrical Wire 
ible will be known as U-S-S Tiger Brand 
cal Wire & Cable. 
ually, the term Tiger Brand is well-known 
hany of our customers, because we’ve used 
or many years to identify the most famous 
line of wire rope in the world—American Tiger 
Brand Wire Rope. 

When you see the name “Tiger Brand” on 
any reel of electrical wire or cable, or wire rope, 
you can be sure that it’s good—and a product of 
American Steel & Wire. 
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line of wire and cable 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Here's 
profitable business! 


A complete line of electrical conductors 
for every industrial and domestic use... 


U. S. Roya! Portable Cable U. S$. Laytex® Control Cable U. S. Grizzly® Non-metallic . $. Neolay® Aluminum 
Sheathed 


Send f or fi if ce hookl ets! 15 Convenient Branch Offices to Serve You 


boo ; . . 999 Lee Street,S.W. + 7208 Euclid Avenue e 5th & Locust Streets 
The klets listed below give valuable, detailed Atlanta, Ga. Cleveland 3, Ohio Philadelphia 6, Pa. 
data about the “U. S.’’ Line of wires and cables. Amherst 6631 Express 1-4080 Lomberd 3-7445 


. ° 429 S. Charles Street 6125 Peeler Street 101 Sandusky Street 
Write to address below and let us know which Baltimore 1, Md. Dallas 9, Texas Pittsburgh 12, Pa. 


. Lexington 3808 Dixon 2651 Fairfax 1-3200 
ones you want for your reference files: 560 Atiantic Avenue 2121 W. Fort Street 305 S. Broadway 
Boston 6, Mass Detroit 16, Mich St. Louis 2, Mo. 


U.S. Laytex Telephone Cables + U.S. Laytex Supervisory Liberty 2-6360 Tashmoo 6-2121 Chestnut 4990 
; . y , The Merchandise Mart 16th & Swift Avenues 160 Motor Avenue 

Control Cables - U.S. Cord Sets and Power Supply Cords Chicago 54, lll. N. Kansas City 16, Mo Salt Lake City 1, Utah 

- U.S. Uscolite Splice Housing + U.S. Electrical Wires Michigan 2-1800 Norclay 3575 Salt Lake City 4-6563 
> ini 5 1101 Central Parkwa 191 Hudson Street Soto & East 46th Sts. 

and Cables for the Coal Mining Industry - U.S. Aluminum Cincinnati 2. Ohio New York 13, NY. Los Angeles 58, Calif. 

Power and Lighting Wire Handbook - U. S. Electrical Cherry 3220 CAnal 6-7100 Logan 3161 

Wires and Cables for the Chemical and Petroleum Indus- 


tries - U.S.General Catalog of Electrical Wires and Cables. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 














ROCKEFELLER CENTER ° NEW YORK 20, NEW YORK 
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ANY FITTING YOU CAN THINK OF! 


Gedney’s got it...in malleable iron... accurately machined 
.-- quickest, least costly to install 


IT’S RIGHT THERE in the Gedney line...every individually inspected to assure the lowest in- 
fitting needed for every sort of installation! And stalled costs obtainable today! Sell Gedney fittings 
Gedney fittings are accurately machined and for top customer satisfaction and the economy 


threaded...made of unbreakable malleable iron... that means repeat business year after year 








CONDUIT LOCKNUTS — sizes 
from 3%” to 6”. Sizes %” to 
114” are made of heavy nut 3-PIECE CONDUIT COUPLINGS 
lock steel...all other sizes, —come in a large range of 
malleable iron. All sizes “ sizes from 44” to 6”. Mallea- 
cadmium plated. Also ; ble iron, cadmium plated. 
bonding wedge locknuts, F 

1%” to 6”. 








co PIPE STRAPS —1 hole — for 
CAPPED BUSHINGS—available “ - rigid E.M.T. and service 
in a standard range from 4” entrance cable. Available in 
to 6”. Made of unbreakable a full range of standard 
malleable iron, cadmium sizes. Malleable iron, hot 
plated. ‘ dip galvanized. 








CORNER PULL-IN ELBOWS — ‘ 

made in %”, 4”, 1”, 1%”, NAIL STRAPS — for rigid 
1%,” and 2” sizes. Out- E.M.T. and S.E. cables with 
standing for space saving, O.D. of .706 to 1.163 inches. 
machine wiring, easy wire In sizes %”, %”, and 1”. 
pulling. Malleable iron, cad- . Malleable iron, cadmium 
mium plated. plated. 











GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT 
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wel 
connected 


FULL stocks of Burndy connector types and sizes 
means you're all set to tie in a profitable connector 
sale every time there’s a call for wire or cable. 
BURNDY QUALITY means top value, top demand, top 
performance, repeat business. BURNDY ADVERTIS- 
ING in 25 electrical magazines . . . plus technical 
literature — catalogs — bulletins — displays — trade 
shows — promotional novelties — publicity — cata- 
log participation — broadsides, envelope stuffers 
. .. all pre-sell your customers in the field. It all 
adds up to greater sales at your counter. 


BURNDY BURNDY 
aiKiuc =] QikLuc 


BURNDY 
TRUS 

4/0 sv 

V0 sm 


+ 
BUKNDY 
VERSITAD VERSITAP 
cat no QPX2828 no. QPX28628 cat.no QPX2828 at oo OPX2828 
aun eur RUN 
40! ° 40) 
~ , tae 
40) 01 401 
Quan 9 


BURNDY BURNDY BURNDY 
SERVIT ‘= | SERVIT & B SERVIT =F SERVIT = 


BURNDY 
OKLIP 


4 io Kvs28 


hd 
“* 25 


= - 


BURNDY 


BURNDY ENGINEERING COMPANY INC., Norwak, CONNECT. BURNDY CANADA LTD., toronto 8, ont. 
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FOR TOP SALES, AMPLEX 
brings you today’s 
complete, most popular 
specialty lighting line 


AMPLEX SPOTS AND FLOODS 


Full range of sizes and bulb PN 4 
types from 40 to 500 watts. | 


7 
Premium-built for longest \ j 
y 


life, they’re the only com 
plete line of Spots and Floods wit 


sealed-beam pure silver reflectors 


positive 
AMPLEX COLORBEAMS 
jee}-s0 stoped bate! 
Absolutely tops for display 
etelele tie) mieten leyetet=) color lighting. Fourteen bri 
§ liant permanent colors; each 
Japbesemetice Write u rs @ oan integral part of the lamp 
won't fade, chip or crack 
or full informatio: Amplock bases guaranteed never to 


loosen 


AMPLEX WEATHERPROOF LAMPS 


Today's best buy for out 49 


door lighting use! Spots, | 
} 
] 


Floods and General Service 
Lamps made of special hard 
glass that does away with all failures 


due to climatic conditions 


AMPLEX STREET LIGHTING 
& TRAFFIC SIGNAL LAMPS 





Widely used by municipali 
ties and public utilities. Built /, 


eT, 


fic maintain high light “4 


to withstand shocks of traf- 


output. Complete line includes Weather 
proof Street Lighting Lamps 


AMPLEX HI-BAY REFLECTOR LAMPS 


‘ New R-57 Hi-Bay long-life 
. NN lamps with pure silver sealed 
\ beam reflector never need 

. Bi cleaning. Also full line of di 
rect, concentrator and indirect reflector 
lamps 


AMPLEX “HI-HAT'’ RECESSED FIXTURES 


ose 


Designed for recessed mount 
[ ) ing, Amplex Hi-Hat units 
or TP and Swivelites are an ideal 
SF combination. “‘Hi-Hats’’ have 
plaster rings for concealed anchoring 
and support. Available with louver or 


open bottom 


Other Amplex products are: Incandes 
cent, Fluorescent, Sealed-Beam Reflec 
tor, Infra-Red, Rough Service, Mercury 
Vapor Lamps; Photoflash Bulbs; Dis 
play Lighting Accessories 


The Amplex Franchise is today’s 
leader for sales and profits. 
National advertising and a wide 
variety of sales aids are boosting 
the demand for Amplex lighting 
products to continually new highs. 


WRITE FOR FULL FACTS. AMPLEX CORPORATION, DEPT. A-3. 111 WATER ST., BROOKLYN 1, N. ¥. 
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When the ultimate in Service Station Li equipment is wanted Electrical Distrib- 
utors as well as marketers of petroleum cts and station operators insist on the 
REVERE line—not only for its com » but because of its originality and far- 
sighted engineering advancements. I has contributed much to make 
service stations inviting . . . the Hinged e, the Island Lighters, Cluster Lights, 
Pylon Lights, Business ing Sign Standards, Horizontal Fluorescent Island Lights, 
Mercury- Vapor Island Lights, etc., are a few of the many examples. 

Always remember, when Revere equipment is installed, the Service Station has an 
increased volume potential from the start . . . plus a saving in installation cost and 
ultimate maintenance expense. You'll do your customer a favor when you promote 
Revere . . . and your sales will be more profitable, too! 


REVERE ELECTRIC MANUFACTURING CO. 
6011 BROADWAY ° CHICAGO 40, ILLENOIS 


THE COMPLETE LINE OF FLOODLIGHTS AND POLES FOR SERVICE STATION + SPORTS 
e AIRPORT « STREET « OUTDOOR THEATRE + MARINE AND INDUSTRIAL LIGHTING 
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Aol Ren: Rss sate 


SELL DIE! TIVELY DIFFERENT 
| 954 ran | 


It’s [OPS for year-round profits! 


New sales-stimulating fans, with new outstanding 
features — plus Diehl’s established and diversified 
line of fans for residential, commercial, institu- 
tional and industrial uses—assure quick, profitable 
turnover the year round. 


Get an Early Start 
DIEHL helps you sell... 


New colorful selling kit packs a power punch. 

New demonstrator displays let customers convince 
themselves. 

New four-color catalogs — envelope enclosures — 
window streamers — counter cards. 

Also manua!s, newspaper mats, window decals. 


wen vou sect) | cans vou see 0.) 


Vow \6-NC Oe RE ATTIC VENTILATORS 

VERTIBLE 2 SF ED RE re popular-size addition to the 24 to 48-inch 
TOR Dieh! Exhaust Fan Line (sizes Standard and Package 

emprned: ~ me - =* 16 to 36-inch diameter). Unit Models 


sembly for use 


AIR CIRCULATORS 
24-inch Oscillating 
; 24 and 30-Inch Non- 
TABLE ‘ Oscillating — Floor, 
AIR CIRCULATOR —— ms = Coustor, Wed ond 
It's a fon—it's a table. Year- DESK AND BRACKET FANS _— — 
round dual utility. 10, 12, and 16-Inch 


16-INCH OSCILLAT- 
ee a a were on 


JEW 274-INCH 2 SPEED 
REVERSIBLE WINDOW-TYPE 
VENTILATOR 
Companion to the popular 20- 
inch model. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of THE SINGER MANUFACTURING CO. 
Finderne Plant, SOMERVILLE, N. J. 
Well balanced | District Offices: Atlanta Baltimore Bost Chicago Detroit New York Philadelphia Worcester 


@ 2207 warehouse — Atlanta * Boston * Chicago * Detroit * New York * Philadelphia 
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DO YOU KNOW 


WHERE TO BUY 
? 


STEPDOWN 
TRANSFORMERS 


Designed to permit operation 


of standard 


110/120 volt, 


50/60 cycle electrical equip- 
ment from a 200/240 volt 
circuit. Sizes from 85 watts 
to 2000 watts. 


AN ACME ELECTRIC STOCK PRODUCT 





VOLTAGE REGULATING 
TRANSFORMERS 


For manual regulation of 
a high or low voltage 
condition to the normal 
voltage required by the 
electrically operated 
equipment. 150 watts to 
10 KVA, 


BELL RINGING, CHIME AND 
SIGNALING TRANSFORMERS 


Heavy duty, bell ringing transformers. 5 
watts, 10 volts secondary, supplied with 
mounting feet or universal mounting, outlet 
box plate. 115 or 230 volt primary. Chime 
transformers of heavy-duty construction 
rated 7Y% VA, 16 volts secondary, 115 or 
230 volts primary. Standard mounting feet 
or universal mounting, outlet box plate. 
Signaling transformers for bells, gongs, 
sirens, annunciators or relays where a sec- 
ondary output of 4, 8, 12, 16, 20 or 24 
volts are required. Sizes from 50 VA to 
750 VA. 


AN ACME ELECTRIC STOCK PRODUCT 





SIGN LIGHTING 
TRANSFORMERS 


For signs or other applications 
requiring a secondary of 12/24 
volts. Primary 120/240 volts 
single phase, 60 cycles. Avail- 
able in ratings from %4 KVA 
to 5 KVA, 


CONTROL 


TRANSFORMERS 


Built in a variety of designs 
that meet U.L. requirements 
in ratings from 25 VA to 
250 VA. 115, 230, 460 volts 


primary; 6, 24, 


115 volts 


secondary. 


AN ACME ELECTRIC STOCK PRODUCT 





MANUAL VOLTAGE 
REGULATORS 


A laboratory type 
instrument of infinite 
voltage control over 
a range from 0-135 
volts. Available in 
portable and switch- 
board mounting types. 





INSULATION 
BREAKDOWN 
TESTERS 


For checking for grounds, 
shorts or testing insula- 
tion in accordance with 
U. L. requirements. Con- 
nects to 120 volt primary. 
Secondary voltage manu- 
ally pre-set at 500, 1000, 
1250, 1500, 1750, 2000 
or 2500 volts. Supplied 
with high voltage, rub- 
ber covered cable and 
test prongs. 


AN ACME ELECTRIC STOCK PRODUCT 








~ 





ACME ELECTRIC CORPORATION 


Main Plant: 673 Water Street 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 


In Canada: ACME ELECTRIC CORP. LTD. 


@ 50 North Line Rd. 


° Cuba, N. Y. 


@ Toronto, Ont. 
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BEST DESIGNED INDUSTRIAL FIXTURE 


New Sylvania IC 
Fluorescent Fixture... 


wins award for best 
design at Electrical Industries Show 


SAVES 


! NAT] 
EL} <, vu “snl 


MAINTENANCE : tN ra 


DOLLARS, TOO! Pee 
SYL y W \ 





In addition to top design honors, this improved Sylvania IC Fluorescent 
Fixture also wins in lighting efficiency and low maintenance. 

Metal parts are Bonderite treated to resist deterioration. Channels, 
shielding, and steel panels finished in Sylvania’s Miracoat baked enamel 
offer 86% reflectivity . .. keep their high efficiency for years. 

Wonderfully versatile! 
This fixture meets the needs of scores of industrial applications calling 
for high levels of illumination. Available in 4, 5, and 8-foot lengths, with 
V-type crosswise shielding or 45 x 45° louvers. Also may be equipped 
with the new T-17 low-brightness lamps for critical seeing tasks such as 
the machining of specular metals. 

Be sure to tell all your customers about this important fluorescent 
unit. For full details see your Sylvania Representative or write to Dept. 
4X-2703, Sylvania NOW! 


VY SYLVANIA 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Ltd., University Tower Building, St. Catherine St., Montreal, P. Q 
LIGHTING RADIO + ELECTRONICS <: TELEVISION 
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NEW Volume Seller with No Competition 


Telechron electric clock, service lamp, 
2 outlets in one unit 


Here is a wholly new built-in that’s low in cost for 
mass-market sales. TEL-IN-WALL gives merchant build- 
ers the extra that can close sales. TEL-IN-WALL gives 
electricians an easy-to-install 3-way unit that’s ideal 
for new homes and old. TEL-IN-WALL gives the home 
owners cordless electric time, plus a handy service and 
night lamp, plus 2 extra electric outlets in one smart, 
modern unit. Also designed for apartments, hotels, 
motels, hospitals and trailer coaches. Write for infor- 
mation on distributorship. Telechron Department, 


General Electric Co., 73 Union Street, Ashland, Mass. 
In the bathroom it takes shaver or hair dryer, and heater. 


Night lamp a real safety feature. Ideal for kitchen, bed- 
room, game room and other rooms. 


INSTALLATION IS FAST, EASY AND INEXPENSIVE... 


Cfelechion 


>IT 
(> 
a i MARK OF TIMING LEADERSHIP 


A. Attach adaptor plate B. Connect wires. Operates ©. Mount TEL-IN-WALL. 
to standard 4” outlet box, on 110 v., 60 cy. house cur- Only four screws to fasten. 
GE SP52151 or equivalent. rent. Outlets rated at 15A. Movement recesses into box. 
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e acy 


“fishing, 


The smooth, clean inside enamel finish 
of Columbia E. M. T. makes 


wiret pulling easy. The galvanized 


coating prevents corrosion. Every 


length is thoroughly inspected before 


shipment—always uniform. Plus, 


Columbia gives you service that keeps 


your installations “on-schedule.” 


| 
Columbia see « cuccrme cone. 


~ SS LELAANAE 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT E. M. T. 


Sales Representative in Following Cities: 


Atlanta, Ga Cleveland, Ohio Glassport, Pa Minneapolis, Minn 
Boston, Mass. Coral Gables, Fia Highland Park, Mich New Orleans, Lo 
Charlotte, No. Carol Dallas, Tex Houston, Tex. New York, N. Y 
Chicago, Ili. Denver, Colo. Kansas City, Mo Philadelphia, Pa 
Cincinnati, Ohio Detroit, Mich. Los Angeles, Calif Portiand, Ore 
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A.B.C. ARMORED CABLE 


St. Louis, M 

Son Francisco, Calif 
Seattle, Wash 
Thornwood, N. Y 
Tulsa, Oklo 





ewest in the 
a family 

of molded 
Cord sets... 


... with ALL the features 
a quality range cord 
should have .. . 


CATALOG ian Pj Ay RATIN 
50 
M-4000 @ °°. 230 'V. 


Molded-on rubber range plug © adjustable 
zinc-plated steel strain-relief 





ROYAL quality rubber-covered range cable 


Conductors crimped and soldered to con- 
tact blades which are permanently sealed 
in molded rubber body 

Stranded, flexible copper conductors ex- 
tended to tips of terminals—can’t pull out 


Complete, ready to install, for maximum 
service and long life 


& Every component part fully listed by 
Underwriters’ Laboratories, Inc. 


i | 
It’s an accepted fact in the electrical trade that Catalog ‘ ? | Standard Pkg. 
“ : ; if Stntieoy Conductors Length Rating = 
you just can’t beat a Royal molded cord.” And. i "___ Quant. Weight 
here is further proof, to fill the growing 
demand for a range cord set with the quality M-4000/| 2 #6 —1 #8 | 36” | 50A — 250V 23 Ibs. 
characteristics that Royal builds into its full 


molded cord set line. So, M-4001| 2 #8— 1 #10] 36” | 35A—250V 19 


buy ROYAL ..- M-4002| 3 #6 36” | 50A — 250V 25 
you'll sell better / 




















M-4005/| 2 #6— 1 #8 | 60” | 50A — 250V 18 























ROYAL ELECTRIC COMPANY INC! PAWTUCKET* RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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for Liquid-Tight Flexible Metal Conduit... A cinch 

to install. No need to disassemble these new T & B 

Connectors. Blue plastic gripping ring gives visual 

ice of a tight, leakproof connection seals 

moisture, oil, corrosive fluids Straight con 

45° and 90 elbows available for %° to 2 
quid-tight flexible metal conduit 


for Standard Rigid Conduit 


alelii-taelaclo} Maa Jil] (el) Mao la-tiehi- 

new T & B Insulating Bushings are 
toughest available. Meet NEC requirements 
for protecting cable sheath or wire Tatitiiel 
tion against damage from burred or un 
evenly cut 


identificatior 


for Service Entrance Cable Color-coded Neo- 
prene bushings and push-out paper discs give at-a 
glance size identification on new T & B Watertight 
Service Entrance Cable Connectors. Unaffected by 
water, oil, sun, or chemicals. Hex-gland and two 
screw types available... each size accommodates 
a wide range of cable diameters. 








for Mineral-insulated Cable... Ground and 
terminate M. |. cable with these new T&B 
connectors, Neoprene bushings seal out 
all moisture. Washer-type brass ring as 
sures a grounding path from the raceway 
to the fitting’s metallic body. Only eight 
connectors fit all M. |. cable diameters 
from .309 to. .730 inches. 





for Shielded or Coaxial Wire and Cable . . . Color- 
coded, compression-type T & B Grounding Sheath 
Connectors assure positive contact between braids 
and ground lead — without soldering! Color-coding 
gives at-a-glance size, identification . . . Installing 
Tole] Mae) (elaraclel-leMloMulelasMmett ict Mi ole-)* laea-liul las) 
sion for each fitting. For .058” to .297" conductors. 





como FITTINGS FOR NEW PROFITS 


For engineering data, just write to 
The Thomas & Betts Co. at the address below. 


»* 
LOOK FOR THIS SIGN — IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. It’s our way of assuring you the service and 
savings of a friendly local source. Call him for all your electrical needs. T47 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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Sensible Saving 


is the smart reason for the 20 ft. length of these rolls. You get 
this size in the 10-roll container of Gold Seal Plastic Tape. 

For companies that supply tape to many workers for varied 
jobs, it’s the best buy. “Tape-saver” size, we call it. It’s 
enough for the average job... footage of “lost” tape is 

kept low. Workers like the small size, too. It “swings” 

easy in tight places. And remember, you start 


saving the minute you say 


GCLb SEAL 
plastic tape 


It gives you the many plastic tape advantages, 
with the plus of proved Gold Seal quality. 
With the warranty of Jenkins Tape specialists, 
you can be sure it will speed the job, stick 
right, and stand up under toughest 

conditions. Try it... sample free on 

request. Jenkins Bros., Rubber Division, 

100 Park Ave., New York 17, 





..znow @ 3-way ¥ 


olume 
ic 
 ICTION-RUBBER-PLAST 


Ads like this — aia 
seen regularly ~ oe ; 
— steer Gold te 


4 
© eous 30" 2g 





Portins SF 


JENKINS ee ~— 


Gold Seal Plastic Tape — single 60 


ft. rolls in round metal cans and 
Handy Pock of ten 20 ff. rolls. 

Single rolls and 10-roll containers. 

Also Diamond Seal Friction and 

Rubber Tapes made to ASTM 

Specifications. Products of Jenkins Bros. 

— mokers of famous Jenkins Valves. 
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cast bronze 
ground clamps 


All Weaver Ground Ciamps are cast of Bronze! 





This is very important to your customers since 
Weaver Ground Clamps will not rust or corrode 
and they are equally adaptable for use on copper 
tubing or galvanized pipe. Their design makes for 
easy installation and their construction provides 
maximum strength without sacrificing current car- 
rying capacity. 


Weaver Ground Clamps are furnished in three 
types, J, JA, and JP, for use in grounding with 
bare wire, metallic or non-metallic sheathed 


cable, or for use with rigid conduit. All types are 
furnished in sizes to accommodate pipe from ‘4’ 
to 4”. Conduit types will accommodate rigid con- 





duit from 2” to 1”. 


Weaver Ground Clamps are lower in cost! 


They provide your customers with clamps that 
are in the low price range but are of highest qual 
ity—and they provide the wholesaler a good 
profit margin. 


All Weaver Ground Clamps are listed under the Reex- 
amination Service of Underwriter’s Laboratories, Inc. 


FOR ALL YOUR GROUND CLAMP NEEDS SPECIFY WEAVER 
CAST BRONZE GROUND CLAMPS! 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES 
VISIT US WHEN YOU ARE IN ST. LOUIS 


) ST. © ST. LOUIS 6, MO. 
TELEPHONE CEntral 0881 
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LIGHT'S 
DIAMOND 


ever eeveeeeee . 


JUBILEE 


eseeeeeee ee eeeeeee 


Bod a 4 rN ae VC 
by MAGM FLOOD 


if you sell outdoor floodlighting equipment... 


eeeeveveeeeveeeeeeees 


WE WANT TO GIVE. YOU a ¢t 


Pacemaker golf set complete w 


watcn 


dy to beat 


THE DAY YOU ENTER THE CAMPAIGN YOU WIN A PRIZE 


Write today and see haw easy if is. 


VV AUEAY 


38 North Second Ave. 
Mount Vernon, New York 


Sheba. £8 i? 


* Pant tear? 
v-2808 
oe 
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That Red-hot Market 


(Continued from page 50) 





ing way to the electric milker, the 
brooder, the 
shucker. Many farmers do almost all 
their own repairs and most of their 
own building. 

The cost of the tool is quite often 


electric electric corn- 


paid for after its initial workout, and 
though not intended for continuous 
but rather intermittent 
the lighter tools will last for years. As 


use, service, 
past sales have shown, consumer ac- 
ceptance has been good and is ex- 
pected to get better. An apartment- 
sized tool, for so-called “cliff-dwellers, 
is offered by some firms and is ex- 
pected to sell well. 

e Wholesaler’s Role 
facturers are leaning 


-Certain manu 
to specialized 
distribution, which brings into classi- 
fication the electrical dis- 
tributor. Because of pre-establishment 
of other marketing patterns, electrical 
wholesalers have not had too much of 
a role in the distribution of the home 
electric power tool, whether of the 
portable or stationary type. Since the 
tightening of competitive conditions, 
it is not at all unlikely the electrical 
wholesale distributor’s service will play 
an increasingly important part in the 
future marketing plans of many pro- 
ducers. 
Some 
wholesale 


wholesale 


makers feel the electrical 
distributor has a market 
among the small home type of elec- 
trical contractors. It would be a dis- 
service, they feel, if a large electrical 
contractor were sold the tools. How- 
ever, the small contractor, with a 
limited budget and using the tools 
intermittently, would get good service 
and might find it worth his while to 
buy an additional one or two. While 
small contractors may feel the do-it- 
yourself trend is in direct competition 
with them, which is true in one 
sense, comparatively few homeowners 
can afford his prices and will tackle 
the job themselves. 

e Stock, Sell— Those wholesalers 
who do handle the home-sized tools, 
stock and sell them in the same man- 
ner as electric housewares. Classes of 
retail outlets in the past have been 


electrical dealers, electrical shops, ap- 
pliance stores, followed by hardware 
stores, electrical contractors, depart- 
ment stores, radio dealers, specialty 
stores and automotive dealers. 


The tools are handled in certain 
areas on a non-exclusive basis in both 
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SCOTCHING ANOTHER RUMOR. Ex-president Harry 


man last month denying rumors about his future 


*““No” to a 
Above, he 


his unequivocal rumor 
wholesaling busine 
be named president of the 


U. M. officials 


University 


Truman 
An EW repor 


that he wa 
cotching an 


KA 
T Vit 


Business World Not For Me—Truman 


KANSAS CITY, MO.—In an ex- 
clusive interview ELECTRICAI 
WHOLESALING’s associate editor Tom 
Harry S 
Truman stated categorically that he is 


with 


Preston, former President 
not going into the electrical wholesal- 
ing business “or any other business, 
here or anywhere else.” His comment 
was in response to a rumor that Mr 
Truman plans to go into private busi- 
ness—and more specifically, into the 
electrical distributing business 

Mr. Truman 
Kansas City that he would be taking 
advantage of the office of the Presi- 
dent of the United States if he were 


said in his office in 


to go into private business at this 
time. 

“Besides,” he told the editor, “I 
don’t even know a thing about the 
electrical business.” 

The ex-President also said he’s too 
busy “writing this book (his memoirs ) 
to think of anything else at the pre- 


sent time.” 


Looking around his simply fur 


nished office in the Federal Reserve 


Bank 


reered the 


building, Mr. Truman volun 


remark that operating an 


office in Kansas City is “taking a lot 
of money.” Besides office expenses, h« 
says he has six full-time employees on 
the payroll handling more letters now 
than he received during his stay at 


the White House 


of my pocket,” he added 


“Their salary is out 

Reflecting on the reporter's original 
question regarding the rumor he was 
going into private business, Mr. Tru 
‘What I would like 


to do when I get the time is to go 


man confided, 
on a lecture tour around the country 
giving talks on government. I haven't 
that if I'll 


can 


will be, or 
But 
be sure that’s the only thing on my 


decided when 


ever get around to it you 


mind right now besides finishing this 
book 

"You can tell your readers that for 
me,” he concluded 





appliance and houseware departments 
Some think appliances and power tools 
shculd be combined. From a merchan- 
dising viewpoint the appearance of 
the tools would help hold the atten- 
tion of the “male” market. Many men 
wander off in a store while the little 
woman is looking over an electric 
mixer or electric grill. Appliance deal- 
ers are equipped to take on the tools 
because of merchandising techniques, 
such as displays and time payments- 


though, it is hard to see how the low 
priced tools would call for time pay- 
ments in most types 

Another reason for the tools appear- 
ing in the housewares or appliance 
departments is that women have been 
invading a here-to-fore “male 
ket. Women spent $1 


mar- 
billion last year 
on lumber and building products. The 
paint departments of many a lumber 
dealer and hardware store report more 
than half the sales to women. House- 





No. 1986 


Porcelain Products wireholders and secondary service ma- 
terials are built to pace-setting standards that mean 
reliability! 

STRONG, STURDY CONSTRUCTION—for customer 
satisfaction. 

METAL in TENSION—PORCELAIN in COMPRES- 
SION—a feature so many contractors like. 

HOT-DI P GALVANIZED steel parts, including the screw, 
for durability. 

EXTRA SHARP SCREW THREAD—LUBRICATED 
reduces torque required to turn screw, makes fast, easy 
driving. 

SCREW-SHANK HEAVIEST at base for maximum 
strength where load is most critical. 

LARGER, PULLEY-ACTION WIRE HOLE—for easy 
installation of large wire sizes and to eliminate damage to 
insulation. 

a LENGTHS—2% inch and 3 inch standard stock 
items. 

A NAME THAT SELLS—PORCELAIN PRODUCTS, 
INC., the name that’s meant “Reliable” for generations. 
MORE SALES—MORE PROFITS for you because these 
popular 1986 Reinforced Wireholders are designed with 
more saleable features for you—more VALUE for your 
customers. 


Bass E> 





ELECTRICAL P 








wife wallpapering is also booming. 

Some dealers with the aid of manu- 

facturer and distributor have set up 
specialized departments, which give 
hints on repairs, explain graphically 
safety features and other similar points 
of interest to potential and veteran 
customers. Distributors, in turn, in 
some cases, have set up dealer classes, 
where manufacturers’ men can explain, 
demonstrate and discuss the tools. 
e Sales Training — The electrical 
wholesale distributor and his salesmen 
need not have any particular training 
to sell the do-it-yourself portable 
powered electric tools. In some cases, 
the home workshop tools of the per- 
manent type—drill press, lathe—might 
require more intensive instruction. 
Because of his knowledge of electrical 
products, both supplies and appliances, 
and his assignment to call on both 
dealers and contractors, the general- 
line electrical wholesale salesman is 
well qualified to sell portable tools. 
One wholesaler has suggested a cut- 
out drawing of a tool might be a 
help in discussing information as the 
number of bearings, construction, type. 
All things considered, the wholesaler’s 
salesman can intelligently sell the tools 
with no extra training, other than 
the regular selling points of any elec- 
trical product 

Cooperative efforts on the part of 
the distributor and the manufacturer 
to sell the tools is an obvious neces- 
sity. This is, again, something any and 
all products need in order to be moved 
effectively, quickly, profitably 

The do-it-yourself market is not 
only an electric power tool market. 
Producers of other building and repair 
materials are devoting greater amounts 
of time, effort and money to promote 
their output. 

Wood has been the chief material 
used by the do-it-yourself market. Ply- 
wood in particular seems to be a favor- 
ite with most home repairmen. One 
of the country’s leading makers of 
plywood in January promised its out- 
lets there would be no price rise this 
year. The company’s advertising stress- 
ing the do-it-yourself field, broke in 
leading consumer magazines in March. 
Other recent cooperative efforts have 
included the collaboration of a power 
tool manufacturer, a lumber products 
concern and a breakfast-food cereal 
company to sell their respective prod- 
ucts. Premiums were offered by the 
food firm in the form of instructions 
and diagrams on “how to” construct 
chairs and tables, using a certain kind 
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of lumber with a particular make tool. 
Leading manufacturers of metal 
products, most notably aluminum, 
have also entered the do-it-yourself 
field. Homeowners and farmers can 
now build such things as storm win- 
dows, screens, metal lawn furniture, 
out of aluminum rods, bars and sheets 
with ordinary tools. 
e Surging Ahead—The fix-up mar- 
ket that is surging ahead is beneficial 
to practically everyone. The electrical 
wholesale distributor might do well 
to look over the smaller power tools. 
The sales may well be able to offset, 
or at least stave off, any slight de- 
cline in the nation’s as well as his 
own, finances. The market is most 
certainly there. 


Lighting Competition 
Set For Contractors 

NEW YORK, N. Y.—In conjunc- 
tion with Light's Diamond Jubilee 
celebration this year, Electrical Con- 
struction and Maintenance, McGraw- 
Hill publication, is sponsoring a light- 
ing competition for electrical con- 
tractors. 

Eighteen cash awards, totaling 
$1,350, will be presented for the best 
lighting installations completed by 
electrical contractors on or between 
August 1, 1953, and December 1, 
1954. Deadline for entries is midnight, 
December 1, 1954. 

Entries will be judged on sales ef- 
fort, practical or aesthetic customer 
benefits, effective use of industry aids, 
lighting adequacy and technical de- 
sign in engineering features and ar- 
tistic appearance. The contest is de- 
signed “to foster and encourage out- 
standing lighting installations by elec- 
trical contractors, and to stimulate in- 
dustry interest and activity toward the 
further progress of electrical ilumi- 
nation.” 

Appointed to the independent board 
of judges are: Thomas Smith Kelly, 
chairman, lighting consultant, Thomas 
Smith Kelly, Inc, New York City; 
Thomas F. Coghlan, illuminating en- 
gineer, Public Buildings Services, Gen- 
eral Services Administration, Wash- 
ington, D. C.; and C. L. Crouch, tech- 
nical director, Illuminating Engineer- 
ing Society, New York City. 

First, second and third awards, of 
$100, $75, and $50, will be given for 
each of six types of lighting installa- 
tions: stores; schools and offices; in- 
dustrial; residential; floodlighting; and 
miscellaneous (banks, museums, hos- 
pitals, churches, theatres, etc.) . 
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HUBBELL 
Twist Li 


TRADE-MAR 


3 and 4-wire 


ELECTRICAL 
CONNECTORS 


Wherever motor driven tools or 
portable electrical apparatus 
are used, Hubbell Twist-Lock 

is recommended for 2, 3 or 
4-wire systems . . . for increas- 
ing electrical capacity .. . 
safety . . . modernization, or 
for grounded protection. 


Sold Only Through 
Qualified Electrical 
Distributors 


ERTS 


Add Strength and Safety 


Cross-section shows 
how brass inserts 
are molded into the 
base, imbedding 
them in the rugged 
composition ond 
assuring positive 
“wobble-free”’ con- 
nections. 





This is but one of many 
Hubbell quality features 
thet make Twist-Lock first 
ond still the finest with 
those who know. 


Twist-Lock 3 and 4-wire 
sizes are available 
grounded or not 
grounded. 


HEAVY DUTY 


DEVICES 


HARVEY HUBBELL, Inc. 


BRIDGEPORT, CONNECTICUT 





"~~ 


NEW ORLEANS 
BUILDER 
REPORTS... 


ee eee 


VENTILATING FANS 
SELL MY HOMES QUICKER! 


Robert D. Gibbens, President 


Associated Builders, Inc., New Orleans, Louisiana 


**All my homes have Fasco kitchen ventilating fans 

because they have proved to be the most efficient 

and economical way to reduce home air conditioning 

loads. They have guaranteed the home to be free 

of kitchen smoke and odors which so often are found 

in air conditioned homes. Those homes which I do 

not air condition are equipped with Fasco ventilating . 

fans too. They prove to the prospective housewife ; Pre: MODEL 885 

that thought and planning have been a part of 4 ; a ee Vane See 
. ° ° P : Designed especially for 

the kitchen construction. I am also beginning to use single story construction. 

~ ° ° ° : Simple to install—mount 

Fasco ventilating fans in my baths—they are ; in ceiling and attach to 

stondord 8” round duct 


plus features which sell my homes quicker!”’ which is extended through 
: the roof. Low cost and 


Robert D. Gibbens i Has = Neh efficiency moke the 
885 extremely popular. 


8” blade, 475 CFM. 


Bob Gibbens is typical of progressive builders everywhere in his choice of 
Fasco Ventilating Fans for his 100 custom homes. Power-plus performance, rugged dependability, 
ease of installation, and wide choice of models make Fasco America’s most popular 
ventilating fans. Customer-preferred Fasco adds a real sales punch! 


Every Fasco Ventilating Fan you specify proves you build extra quality homes. 


43 Augusta Street Rochester 2, New York 
MANUFACTURERS OF THE ONE. COMPLETE LINE OF VENTILATING FANS 
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NEWS OF THE INDUSTRY 





Dramatic Skits Tell 
AW-PL Story 


ICAGO, ILL.—For the first time 

in the history of the National As- 
sociation of Home Builders, adequate 
wiring and planned lighting were part 
of the formal national convention pro- 
gram. An afternoon general session 
was devoted to these subjects at the 
recently concluded 10th Annual 
NAHB Convention and Exposition 
held in the Conrad Hilton Hotel. 

Instead of routine formalized talks 

and addresses, the National Adequate 
Wiring Bureau and the Electrical In- 
dustry Lighting Committee (repre- 
sented by General Electric, Sylvania, 
Westinghouse and Edison Electric In- 
stitute) resorted to dramatic stage 
presentations to emphasize the mer- 
chandising features of adequate wiring 
and planned lighting. Professional ac- 
tors were used. 
e Average Home—A three-act com- 
edy skit took builders into an average 
two-year-old, inadequately wired home; 
showed them the frustration of a young 
family struggling against lack of out- 
lets and electrical capacity. Each act 
was prefaced with pertinent running 
commentary as the skit portrayed the 
losing battle against: the growing out- 
let octopus in the modern bedroom; 
the dilemma of TV or air conditioning, 
but not both, in the living room; and 
the limitations imposed by too small 
a service on labor saving appliances in 
the laundry. 

It was pointed out that all this could 
be avoided if home builders would 
only: permit installation of sufficient 
outlets where needed; consiler larger 
service entrance conductors, service 
switch and more branch circuits; and 
consider the use of 120/240-volrt, 
3-wire circuits which provide twice the 
capacity with only 50 per cent more 
copper. 

e Adding Features—The “Builders 
Jubilee With Light,” a 50-minute stage 
presentation dramatized a home build- 
er's dream of adding more merchan- 
dising features to his homes. Planned 
lighting was the answer. Following the 
dream, the home builder immediately 
decided to change his specifications to 
feature better lighting in his homes. 
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OUTLET OCTOPUS baffles these young home 
Adequate Wiring Bureau's 
of Home Builders 


National 
National Association 
were urged to provide more 


dramatic presentation at the 


outlets 


wrners 1a ene trom the 
recent 


convention hel« ( Ig Builder 


1d capacity 





CARL T. BREMICKER, left, vice president of Northern States Power Co., 
Minneapolis, was narrator of the acts. Here he goes over plans with N. F 
Molnar, a builder, Cleveland, and chairman of the lighting and wiring ses 


sion of show, and O. C. Small, secretary, National Adequate Wiring Bureau 


He was confident it would help him 
sell his homes more easily to a public 
looking for more value per dollar in- 
vested in housing. 

That home builders are more and 
more recognizing the value of good 
wiring and lighting was evident at the 
convention. Great interest was shown 
in electric heating exhibits, room and 
central air conditioning units, wiring 
devices and materials, and major elec- 
trical appliances. Home buyers want 
to use labor saving and convenience 
appliances. Unless wiring systems can 
take the load, home builders are going 
to face the situations so dramatically 


presented in the electrical session 
Many builders are already convinced 
of better wiring, while others are ex- 
pected to follow suit. It is understood 
that NAHB has a construction indus 
try committee studying larger service 
entrances, more circuits and more elec- 
trical There is a good 
possibility that definite NAHB elec 


trical recommendations will be made 


conveniences 


to member builders in the near future 
e Incorporate Findings — A few 
builders have recognized the adequate 
wiring problem and are incorporating 
the findings in their new homes. Here 
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Rede-d to Serve You with 
Established Quality Wire-- 


BACKED BY ONE POLICY 


FAIR: 
PRICE! 


Trade Mark Reg., Copyright 1953 
® by Diamond Wire & Cable Co. 


@ “AT YOUR SERVICE”... more than mere 
words when you team up with the big Red-‘'d”, 
Here’s established quality wire. Here’s the 
new concept in modern marketing . . . our 
MERCHANDISING LABORATORY scientifically 
develops hard-hitting sales aids for you. And 
behind it all stands one policy. ..a price 
structure that protects your profit! 


New 1954 Catalogs and Price Sheets 
are now available. Write us today. 


i on a oi: 2 a ot 
SYCAMORE, tLLINO'US 
Manufacturers of Red-"d” Electrical Wire 
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fast running out of time. Some dist- 
tributors are still hoping to get the 
higher caliber people of pre-war years 
for these jobs at something like the 
old rates of pay. But it just can’t be 
done in my opinion—either now or in 
the near future. Some territories just 
won't justify the pay rate it takes to 
get a good, well-trained, ready-made 
salesman. In such cases I heartily rec- 
ommend a system of training one’s 
own men, starting them out in the 
warehouse. Some of the best distribu- 
tor sales people I know of today came 
up through the ranks like that, and 
they are doing an excellent job and are 
getting paid accordingly. 

A distributor salesman should do 
more than just try to get an order 
when he calls on a contractor. He 
should keep him informed of chang- 
ing market conditions that might af- 
fect his business. He certainly should 
keep his customers informed about 
new products and should be particu- 
larly watchful of labor-saving devices 
or methods that his contractor might 
use to advantage, because time is cer- 
tainly big money in the electrical con- 
tracting business today. 

To do this proper kind of selling 
job takes more money on the part of 
the distributor, just as it does for the 
manufacturers—and that’s where the 
rub comes in. The distributor's margin 
on most lines is the same, or less, 
today than it was 10 years ago, al- 
though he has had the increased costs 
of doing business just like everyone 
else. Thus far he has gotten by on in- 
creased volume, but if that drops just 
a little, many distributors will be hurt. 
I don’t know the answer, and I doubt 
if there is any one answer to com- 
pletely solve the problem 

Charlie Pyle, executive director of 
NAED, says, “It’s not cutting prices 
that counts, it’s cutting costs.” I think 
he is right and many of us are striving 
mightily to get to be more efficient 
and cut costs. The distributor sales- 
man’s relations with his dealers are 
particularly important. He must nat- 
urally keep his dealers informed about 
new products and current market con- 
ditions. But perhaps it is even more 
important that he suggest, help, and 
even insist on giving a certain amount 
of sales training to dealers’ sales clerks. 
He must also help the dealer tie in 
with industry promotions, and get the 


ELECTRICAL WHOLESALING—March, 1954 





full benefit from them and from na- 
tional advertising. There is still much 
to be done along these lines, which I 
go into more thoroughly under the 
heading of “The Battle of the Century” 
(the title of Mr. Johannesen’s May 
editorial ). 
co * * 

Part II of “Selling as Viewed 
Through Our 3D Glasses” will ap- 
pear in the April issue of ELEC- 
TRICAL WHOLESALING. It ex- 
amines the problems of contractors 
and dealers. 


South Dakota Wholesaler 
To Observe 35th Year 


SIOUX FALLS, S. D—The Tri 
State Electric Company will observe 
35 years of service to South Dakota 
and southwestern Minnesota this year. 

In the words of President Allan S. 
Graham, Tri State’s history “has paral- 
leled the growth of the South Dakota- 
southwestern Minnesota area through 
periods of depression and prosperity, 
drought and grasshoppers, good and 
bad farm crops, a war, and in the last 
two decades, a time of phenomenal 
expansion and economic stability.” 

George H. Denton and Nelson C. 
Draper founded Tri State in Sioux 
Falls on September 1, 1919, although 
its charter was issued the previous 
May 21. In its early days the firm 
had six employees and 5,600 sq. ft. of 
floor space. Today the distributor em- 
ploys 37 people and occupies more 
than 34,000 sq. ft. of floor space. The 
company moved to its present loca- 
tion at 407 East 8th St., in 1931. 

The first president was Mr. Denton, 
who died in 1930. Other early or- 
ganizers were: Mrs. M. E. Markham, 
treasurer until 1950, and now a di- 
rector; the late Harry Frank, one of 
the first salesmen, later a vice presi- 
dent and director; M. T. Ronan, at 
first secretary then sales manager and 
vice president; and James C. Abott, 
an electrical engineer who pioneered 
some of the first accounts. 

Younger men have joined Tri State 
and after experience in the stockrooms, 
offices and road sales, have advanced 
to take on responsibilities as sales man- 
agers. Two of these, who have spent 
their entire business careefs with the 
company, are James H. Gibbs and 
Charles G. Benson. 

Upon the death of Mr. Frank, these 
two men were placed in charge of 
sales. Mr. Gibbs in electrical supply 
and equipment and Mr. Benson in the 
appliance department. 
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DANGEROUS SHORT-CIRCUITS 
pps DOWN TO SIZE 


Amp-trap with CIRCUIT-BREAKERS 


Amp-trap’s lightning fast current limiting 
action makes it ideal for use in locations 
where the available short circuit current 
exceeds the circuit breaker’s interrupting 
rating. It gives back-up, short-circuit pro- 
tection to overload devices and clears a 
heavy short-circuit before the circuit 
breaker can open. Yet, the circuit breaker 
will open within its rating without blowing 
the Amp-trap. 


Amp-trap with MOTOR CONTROLLERS 


Amp-trap’s small “let-through” current 
(low I*t) gives positive protection to over 
current devices and contacts against high 
thermal or magnetic stress caused by super 
currents as high as 100,000 amperes RMS 
at rated voltage. Amp-trap’s operating 
characteristics limit stress on motor con- 
trollers, conductors, panel boards and 
load centers. 


Amp-trap with PLUG-IN BUSWAY 


Amp-trap’s fast ‘‘chop-off’’ on high amper- 
age short-circuit gives short-circuit protec- 
tion to ordinary fuses and to isolate branch 
circuits without affecting feeder circuits or 
other branches supplied from the main 
busway. Actual tests on high short-cir- 
cuit current have shown how Amp-trap 
amplifies plug-in busway momentary rat- 
ings by limiting magnetic and thermal 
stresses, and permits application of de- 
signs having limited wiintending ability 
on high powered installations. 


Amp-trap is safe, efficient, economical short-circuit 
protection for electrical apparatus against large available short- 
circuit currents. 


AMP-TRAP — >7auéte 770 


in Canada — Powerlite Devices, LTD. 
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complies with 
modern 3-wire 
systems 


approved 3-wire 
convenience 
outlet 


impact resisting \ 
moulded phenolic 


Ne 


} 


model 151-CA 
Lamp changer 


model 3006 
Vaporproof 





Send for the new McGill catalog No. 49-A 
describing the complete line of McGill 
Lamp Guards, Sockets and Switches. 


TAY | bed 


M‘ € L L offers 


you a complete line of 
GROUNDED 


PORTABLE LIGHTING 


completely insulated 
and shockproof 


model 5025 SLRG 


You can now have the safety 

and convenience of a completely grounded 

lamp guard equipped with an approved 3-wire 

convenience outlet. The McGill 5000-G 

Series portables give you all the light you can 

use and in addition provide a ready connection for 

grounding drills, soldering irons, saws or other 
power tools quickly at the working area. . 

without extra extension cords. 

McGill grounded guards are 

available with either the standard closed end cage 

and reflector or with an open end cage with concen- 

trating end lens (as pictured) to beam light — 

and rotary reflector. Other models are available with 

or without convenience outlet, switch, and 25’ to 50’ 

of red 16-3 SJT Thermoplastic cord and plug. 


model 5500-SRG 
Grounded, no outlet 


closed end cage . 
model 7000-SR 


Reflector and Switch 


model 650-M 
Rubber hook handle 


all are MSGILL quality ie 


MSGILL 


electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 250 N. Campbell St., Valparaiso, Indiana 
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NEWS NOTES from NAED 





Lamp business getting less attractive .. . 
Proposed study on lighting leads .. . 
Rising costs—break-even point 


George F. Hessler 


The Association and the industry 
sustained an irreplaceable loss on Feb- 
ruary 1, 1954, when George F. Hess- 
ler, vice president of Graybar Electric 
Company, Inc., New York, passed on 
unexpectedly at Venice, Florida, where 
he was vacationing with Mrs. Hessler. 
As an active member of many years 
standing in this Association and as its 
immediate Past President, Mr. Hessler 
over the years contributed substantially 
to its services and to its great advance- 
ment as the recognized representative 
of this industry. 

The Executive 
meeting on February 3, 1954, paid 
homage to Mr. Hessler’s memory and 
adopted a formal resolution for trans- 
Hessler’s family and 


Committee at its 


mission to Mr 


to his former business associates at 


Graybar. 


How Goes the Lamp Business: 


The members of the Lamp Commit- 
tee, under the chairmanship of Charles 
Weicensang, Hyland Electrical Supply 
Co., Chicago, Ill, discussed the more 
recent developments in the handling 
of lamp sales by the distributor during 
their meeting last month. From the 
information presented at the meeting, 
it was apparent that distributors gen- 
erally are considerably concerned over 
the fact that the distribution of lamps 
involves a number of actual operating 
problems which are causing the lamp 
business to be much less attractive to 
the distributor than had formerly been 
the case. 

In view of 
volved in the present situation, the 
committee issued a request to the 
Operating Cost Committee of the asso- 
ciation to make a thorough study of 
the cost of distributing lamps in the 


the many factors in- 
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By Alfred Byers 


Executive Secretary 


National 


Operating Cost Study which is to be 


made among members of the Appa- 
ratus and Supply Division for the 
April, 1954. It 
Lamp Committee's opinion that such 


month of was the 
an impartial and factual study would 


do much to reveal the actual condi 
tions of handling lamps, both incan- 
descent and fluorescent, so far as the 
The 


facts thus developed would, it is the 


distributor's costs are concerned 


belief of the Lamp Committee, supply 
much needed factual data required by 
the distributor for the control of that 
important department of his business 
All members of the Apparatus and 
Supply Division will be furnished a 
copy of that report when it has been 
prepared for release 


Where Do Residential Lighting 
Fixture Sales Originate? 


The Residential 


Lighting Committee last month was 


meeting of the 
an interesting one with Frank Argast, 
Farrell-Argast Electric Co., Indianap- 
olis, Ind., presiding as chairman. The 
manufacturers present, as well as the 
members of the committee themselves, 
carried on an interesting discussion as 
to who initiates residential lighting 
fixture sales. 

No 
due to the lack of availability of any 
authentic information in that regard 


conclusions could be reached 


Manufacturers present explained that 
they are conscious of the need for 
advertising programs in the residen- 
tial lighting fixture field. However, 
they find it quite difficult to determine 
the nature of such a program, as well 
most effective media to be 
used, believed that 
founded information is needed to « 
the 
lighting equipment are initiated 


as the 
well 


te 


and some 


termine how sales of residential 


Assn. of Electrical 


Distributors 


It was proposed that a_ supple 


mentary questionnaire be included in 


the Operating Cost Committee Study 
for April, 1954, on which members 


could report the relative importance 


from a sales volume standpoint of the 
contractor, builder, architect and the 
distributor's lighting department itself 
in initiating the sale to the ultimate 
The 


this supplemental survey will be sup 


consumer final report covering 
plied to all members as a further service 
in furnishing usetul information fot 


their guidance 


What Is Your Break-Even Point? 


The 


break-even point in any business can 


importance of knowing the 
not be overemphasized. This is partic 
ularly true in the electrical distribution 
costs ot 


field where rising operating 


without commensurate increases in 
gross margin is so generally the rule 
Under the sponsorship of the Oper 
Louis M 
Nichols, Consultant to that committee, 
Break-Even” Chart 
Using the information that was in 
A Guide 
published to members 


Nic hols 


show the 


ating Cost Committee, 


has prepared a 
cluded in the to Profitable 
Management, 
the latter part of last year, Mr 
has constructed a chart to 
break-even point based on the figures 
contained in the Operating Cost Study 
for April, 1953. His 
so constructed as to enable a member 


chart has been 


to superimpose his own income and 


Operating cost figures on this chart 


and thus produce his own break-even 
point 
chart will be dis 


Copies of this 


tributed to members of the associa- 
tion together with an explanation of 


how to apply its principle fro a mem 


(Continued on page 121!) 
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(N.E.C. TYPE AVA) 


The GABLE with 1001 Applications 


We may have figured a bit on the conservative side, but the 
fact is — there are a tremendous number of places where 
this tough, permanently-insulated cable is used and needed. 
In Steel Mills, Central Stations, Coal Mines, Manufacturing 
Plants, Commercial and Industrial Buildings, and a wide 
variety of electrical machinery and equipment, Rockbestos 
AVC is a “mist”. 

Wherever there’s a “hot spot”, AVC assures safe, depend- 
able service up to 230°F. Or if protection against corrosive 
fumes, oil and grease is needed — AVC's the cable. Or 


to increase current carrying capacity without increasing cable 
size — AVC carries from 30 to 50% more current size 
for size. 

There's a thousand opportunities for you to sell Rockbestos 
AVC. Practically every plant, building or piece of electrical 
equipment is a prospect. And back of you is a hard-hitting, 
experienced team of engineers and research people — the 
first to successfuliy use asbestos in the insulation of wires .. - 
the only company devoted exclusively to the development 
and manufacture of permanently-insulated wires and cables. 


ROCKBESTOS PRODUCTS CORPORATION 
NEW HAVEN 4, CONNECTICUT 


NEW YORK « CLEVELAND ¢ DETROIT *« CHICAGO 


PITTSBURGH « ST. LOUIS « LOS ANGELES 


OAKLAND, CALIFORNIA * NEW ORLEANS « SEATTLE 
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ber’s own business. The Executive 
Committee evidenced considerable in- 
terest in Mr. Nichols’ contribution to 
the knowledge of the industry and 
believed that this would prove to be 
another invaluable aid offered by the 
Association to its members to help 
them evaluate their own operations for 
the purpose of improving them while, 
at the same time, improving their net 
profit results. 


HERE IS BETTER a 


The NAED Dues Trend is Down 


An interesting observation as to the 
cost of membership in NAED was ATLITE’S Mode 
made at the Finance Committee's FI 
meeting last month. As Executive Di- 
rector Charles G. Pyle reported it to 
the Executive Committee, the oberva- 
tion disclosed that dues in NAED have 
followed a consistent and substantial 
downward trend since 1943. 

In 1943 the discount for prompt 
payment of dues was 20 per cent. Last = Modern functional 
year that rate had been raised to 40 Ds ok ee design simple 
per cent and the Finance Committee yy maintenance 
and the Executive Committee ap- fl i superior product 
proved the 40 per cent discount rate , q 
for 1954. 

Mr. Pyle stated that this substantial 
decrease in the cost of membership 
during this decade has been accom- 
plished because of the great growth in 
membership occasioned by the greatly sia 
expanded services and activities of the Bs se oo 
Association. It is significant, he said, fluorescent re: 
because members have the advantage cessed light for 
of this decrease cost in the face of Fh PP vcore go 
material increases in costs in every 
other phase of their operations. 

Even further decreased costs of 


membership is foreseen by Mr. Pyle 
as a result of the further increase in ATLITE’S NEW PRE-WIRED ASSEMBLY 


membership which is sure to come I ; 
nstalls Faster — Easier . . . Reduces Your Invento 
as the many advantages which NAED ¥v 


now provides its membership becomes 


Drive four nails . . . turn the screws! 
realized throughout the industry. 


It’s up — without carpentry. R, T or 
4 TW wire pulls directly into the J-box. 
NEWS LP No additional pull boxes, asbestos or 
(Continued from page 119) se slow burning wire are required. J-box 
pe is always accessible. Available in six 
are a few examples: wt ay sizes for 60, 100, 150, 200-300 watt 
Place & Co., South Bend, Ind., is |} fixtures. Carry only what you need. 
using 110/220 volt, 3-wire circuits in , Avoid stock duplication. 
their homes ($13,000 class). One | Send for your illustrated catalog of the complete Atlite line. 
3-wire circuit from the panel is run pan: 
each way around the walls of the house ly 


to serve the living room and bedrooms. ; = ATLAS ELECTRIC PRODUCTS CO. 


> hie: Sage ; 
A 220 volt circuit is provided at each 317 Ten Eyck St., Brooklyn 6, N. Y. 
outlet so future addition of a room air 
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PRICING ERRORS 
OUT-OF-DATE PRICES 
DELAYED QUOTATIONS 


MONEY 
U CUSTOMERS 
TIME 


at 
YOUR BEST SOLUTION 
IS TO ORDER 7 


THE ELECTRICAL WHOLESALE 
PRICE BOOK SERVICE PUBLISHED 
BY TRADE SERVICE PUBLICATIONS, INC. 


¢ PROOF / 
HERES HERES WHAT TYPICAL DISTRIBUTORS SAY 
ABOUT TSP: 





“T § P was one of the first 
we d for our 

new nch.” 

Annixter. 

Electrical Supply Co., 

Chicago, Hlinois. 





You, too, can get the benefit of our 20 years experience. Distributors 
from coast to coast rely on TS P for latest up-to-date price information. This 
detailed price information service is designed especially for your operation 
as an electrical wholesaler. It is supplied in loose leaf form and kept up to date 
with latest revised price sheets mailed weekly. Net prices are calculated to save 
you time and are tailored to your own individual location. This saves you time 
and avoids errors. The basic price book is thoroughly cross indexed with 
specific page numbers given for every manufacturer and item listed in the 


2,500 pages. 





WRITE TODAY FOR FREE 
DETAILED INFORMATION 
ON HOW YOU, TOO, 
CAN BENEFIT BY USING 
TSP SERVICE! 








conditioner will involve only a change 
of receptacle and change of connection 
at the outlet. Service was increased 
from 60 to 100 amperes due to sav- 
ings made by this system. Chief elec- 
trical inspector H. E. Harrison of 
South Bend sold Place on the idea and 
the company now uses it in all homes 
they build. 

John Bonforte, residential developer 
and builder, Pueblo, Colo., is now 
working on a 10,000 home project 
($9,600 to $15,000 range, two to four 
bedroom, two-bath type) all of which 
will be Certified. His original wiring 
design was so close to standard that it 
cost only about $15 per home to gain 
certifications. Boneforte credits elec- 
trical contractor Simon Halle with sell- 


| ing him on all out AW certification 
| for his project 


Wesco Names M. W. Jewell 

NEW YORK, N. Y.—M. W. Jewell 
is headquarters inventory control man- 
ager for the Westinghouse Electric 
Supply Company. He reports to Thorn- 
ton S. Thomas, general operating man- 
ager and makes his headquarters at 
the firm’s executive offices, 40 Wall St 


L. A. Woolley, Buffalo, 
Issues New Catalog 


BUFFALO, N. Y.—To further aug- 
ment its services, L. A. Woolley, Inc., 
is currently distributing a new 680- 
page, cloth-bound catalog to the com- 
pany’s many customers in the indus- 
trial and other fields. 

A red-yellow and black cover is dis- 
tinctively modern in design. The book 
represents a comprehensive and tully- 
illustrated listing of electrical supplies, 
apparatus and lighting fixtures. It is 
indexed both alphabetically and by a 
sectional index at the front. The new 
L. A. Woolley catalog was published 
under N.A.E.D.’s Standard Reference 
Catalog Plan by The Jaqua Co., Grand 
Rapids, Mich 


BullDog Electric Forms 
Canadian Subsidiary 


DETROIT, MICH.—BullDog Elec- 
tric Products Co. has announced the 
formation of a Canadian subsidiary, 
Dominion BullDog Limited. William 
H. Frank, president, has announced 
that the plant and office are located at 
80 Clayson Rd., Toronto, Ont. 

Robert P.. Farrell of Hamilton, Ont., 
is vice president and general manager 
of the Canadian subsidiary. James H. 
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A. R. PARKER is west coast district 
sales manager, Electro Silv-A-King 
Corp. In his new position, Mr. Parker 
contacts lighting equipment buyers 
and users in the northern half of Cali- 
fornia. He was formerly lighting spe- 
cialist and lighting manager of the 
General Electric Supply Co., San Fran- 
cisco, Calif 





Wilson, of Toronto, is secretary-treas- 
urer and generai sales manager. Both 
Messrs. Farrell and Wilson are well 
known in the Canadian electrical in- 
dustry. 

Henry C. Egerton, treasurer of the 
parent company in Detroit, is presi- 
dent of the Canadian company. 

The officers of the BullDog Electric 
Products Co., Detroit, along with 
Messrs. Farrell and Wilson, comprise 
the board of directors of the subsidiary. 

For many years BullDog products 
in Canada have been handled in Can- 
ada by the Amalgamated Electric 
Corp., Ltd., as exclusive manufacturing 
and selling agent. This relationship will 
terminate on May 1, 1954. 


Plan, Fact Books Issued 
By Diamond Jubilee Group 


NEW YORK, N. Y.—Light’s Dia- 
mond Jubilee Committee, the organiza- 
tion heading the nation-wide celebra- 
tion this year of the 75th anniversary 
of Edison's incandescent lamp, has just 
issued two basic publications. 

The Plan book, containing 32 pages, 
details plans and suggestions for Jubi- 
lee activities by both utilities and man- 
ufacturers. It also lists the organiza- 
tions participating in the Jubilee and 
members of the committees. 

Charles E. Wilson, chairman of the 
sponsoring committee, wrote the in- 
troduction to the Plan Book. In it he 
says, “Light’s Diamond Jubilee gives 
our industry an opportunity to show 
the American people what the elec- 
trical progress of these past 75 years 
has meant to their lives.” 

The Fact Book, containing 92 pages, 
presents the most important develop- 
ments of electricity in the past 75 
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Type SE-U 
Entrance Cable 


Type RR 
Direct Burial 


Type RH 
Building Wire 


propit” with, the 
COLLYER Line... 


... wires and cables of customer- 
satisfying quality. Send for 
samples and price information. 


Collyer 


COLLYER INSULATED WIRE CO., 245 Roosevelt Avenue, Pawtucket, Rhode Island 
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the branded 

protecting jacket of 

all flexible BRONCO 60 
Certified portable 

cord and cable is certified 
to contain not less 

than 60% Neoprene 

by weight. 


manufactured by 
Western Insulated Wire Co., 
Los Angeles 58; sold 
nationwide only through 
Electrical Wholesale 
Distributors 





years in a series of 21 articles, each 
dealing with one area of electrical 
progress. It is written simply, with 
technical discussion kept to a mini- 
mum. 

Both books have similar covers, 
being designed as companion pieces. 
The Plan book has a blue cover with 
a gold and white design, while the 
Fact book has a white cover with a 
blue and gold design. 


Graybar Announces New 
Appointments, Branches 


NEW YORK, N. Y.—L. A. Shaw 
has been appointed manager of the 
Rocky Mount, N. C., branch of the 
Graybar Electric Co., southeastern dis- 
trict manager L. G. Fields has an- 
nounced. 

Mr. Shaw has been with the com- 
pany for 26 years. He joined Graybar 
at Richmond as a warehouseman and 
next year became office salesman. Since 
1935 he has been salesman successive- 
ly at Durham, Fayetteville and Rocky 
Mount, N. C. 

The company has also announced 
four appointments involving general 
department personnel. General outside 
construction sales manager L. W. Tay- 
lor has been appointed general power 
apparatus and outside construction 
sales manager following the appoint- 
ment of general power apparatus sales 
manager B. P. Van Inwegen as Balti- 
more manager. R. C. Dunn, sales 
manager of the rural lines department 
at Chicago, has been appointed man- 
ager, power apparatus sales, in the gen- 
eral department. A. J. Haeger has suc- 
ceeded Mr. Dunn as sales manager of 
the rural lines department. 

Two new branches have been 
opened, one located at Sioux Falls, 
S. D., and the other at Springfield, Mo. 
The branch at Aberdeen, S. D., has 
been closed. 

R. V. Jenson is manager of the 
Sioux Falls branch. R. L. Shuck is man- 
ager of the Springfield, Mo., branch. 


January Construction 
Above Last Year 


WASHINGTON, D.C—The total 
value of new construction put in place 
during January amounted to more 
than $2.4 billion, a 9 per cent decline 
from December, but still 3 per cent 
above January a year ago. Activity was 
at near record levels after allowance 
for seasonal factors. 

Private industrial building advanced 
considerably in January while most 
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JAMES O. JOHNSON is genera! sales 
manager, Buchanan Electrical Products 
Corp., Hillside, N. J]. He is in complete 
charge of both internal and external 
sales operations and all phases of ad- 
vertising. publicity and sales promotion 
on the company’s products. Mr. John- 
son first became associated with 
Buchanan in 1946 in capacity of as- 
sistant general manager. Arthur G 
Prangley, president, made the an- 
nouncement 





other major types of work showed the 
decline usual for that month. Private 
expenditures were at record levels for 
new commercial, religious and educa- 
tional building and for public utilities, 
as were expenditures for schools, high- 
ways, and sewer and water construc- 
tion. 

Total private spending for new con- 
struction in January amounted to $1.7 
billion, down 10 per cent from De- 
cember, but 5 per cent about the same 
month's figure in 1953. The value of 
new work on private residential build- 
ing declined a little more than season- 
ally last month to $825 million, about 
the same outlay as a year ago. Private 
industrial building, after holding 
steady for previous months, showed 
an increase in January mainly because 
of activity on large projects begun 
late in 1953. However, the January 
1954 level expenditures for private 
industrial plant was about 10 per cent 
under January 1953. 

Total public spending for new con- 
struction declined 5 per cent in Janu- 
ary to $712 million, trailing the Janu- 
ary 1953 estimated by 3 per cent. The 
figures are based on preliminary esti- 
mates of the U.S. Department of 
Labor and the U.S. Department of 
Commerce. 


New Pyle-National Office 

CHICAGO, ILL.—The Pyle-Nation- 
al Co., recently opened a downtown 
district sales office, located in room 
707, Railway Exchange Bldg., 80 East 
Jackson Blvd., this city. The new office 
is under the direction of John H. 
Devol, district manager. 
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Power Drive with 
New Speed- 


Speed chucking 
your customers 
want! 


Grip Chuck 


Pats. applied for 


Entirely new principle of gripping conduit 


Not just another hammer chuck 


* Speed-Grip Chuck guaranteed 
to hold any kind of pipe or con- 
duit securely both ways, forivard 
and reverse. 


* No slipping, even in driving 
geared tools. 


*® Easy to operate: close grip- 
tooth jaws on work with hand 
wheel, sock it lightly—motor 
action makes it hold still tighter. 


*® Releases easily by turn of 
hand wheel. 


Scores of thousands of these remarkable ‘‘400’s” are turning 
pipe or conduit everywhere for easy threading, cutting, reaming 
with hand tools, saving time and work. For \% " to 2’’ pipe or con- 
duit, 4 ’’ to 2’’ bolts, but lots of power for geared tools to 12”. 
Now, with new Speed-Grip Chuck, it’s unbeatable. No. 400 with 
lathe-type chuck also available. Immediate delivery—order today! 


THE RIDGE TOOL COMPANY «¢ ELYRIA, OHIO 











New G-E factory-packed 
assortment makes flashlight 
bulbs easier to sell 


Holds 60 bulbs, the 7 fastest selling types. 
Identifies them by number and base. 
Makes bulb selection easy with cell sizes 
plainly marked. 


Keeps stock neat. Display handles 95% 
of all flashlight bulb requests, ends big 
inventory problem. 


Bright orange and blue colors attract 
attention. Customers can’t miss it. 


Saves dealer time. Contains all informa- 
tion customer needs to make selection. 
Does everything but wrap up purchase. 


Takes much less than a square foot of 
counter space, measures 5% x 52 x7'A. 


Lists at $9.10*, 
costs dealer $5.46**, 


dealer makes *3.64 


General Electric’s new Assortment F-760 brings you and your 
dealers new opportunities to make real profits from the sale of 
flashlight bulbs. It’s designed to give good dollar return plus the 
maximum in turnover. Be sure you take full advantage of its 
sales potential. Start taking orders for Assortment F-760 today. 





THE NEW GENERAL ELECTRIC factory-packed 
flashlight bulb display along with 60 bulbs (Assortment 
F-760) comes in this easy-to-stock outer carton. A re- 
tail price card is included to help make it even easier 
to boost your sales of flashlight bulbs. *Federal Excise Tax (6.3%) not included. **At 40% discount. 


GENERAL @@ ELECTRIC 
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CALENDAR OF EVENTS 


North Central Electrical Industries 
Electrical Industry Convention 
St. Paul Hotel & St. Paul 
Auditorium 

St. Paul, Minn. 

March 21-24 

Trade Show (Electrical supplies-appli- 
ances), speakers, meetings, technical 
sessions, panel discussions 


Municipal 


Southeastern Electric Exchange 
21st Annual Meeting 
Boca Raton Hotel & Club 
Boca Raton, Fla 
March 22-24 
Conference 


National Power Show 
Hotel Sherman 
Chicago, IIl 
March 23-27 
Exhibits, meetings 


The Central Jersey Electrical League 
Electrical & Industrial Show 
Trenton Armory 
Trenton, N. J. 
March 30-April 1 
Among features will be adequate wiring 
exhibits 


Electrical Maintenance Engrs. Assn. 
Seventh Electrical Industry Show 
Shrine Exposition Hall 
Los Angeles, Calif 
April 1-3 
Trade school, 


exhibits 


university, governmental 


Industrial Electrical Show 
Shrine Convention Hall 
Los Angeles, Calif 
April 1-3 
Exhibits 


Modern Living Exposition 
Electric Association & 
Home Builders Assn 

Navy Pier 

April 3-11 

Exhibits, demonstrations 
radio, TV) 


Metropolitan 


(appliances, 


National Packaging Exposition 
American Management Assn 
Convention Hall 
Atlantic City, N. J. 

April 5-8 
Conferences, exhibits, committee meet 
ings, packaging operation features 


Edison Electric Institute 
20th Annual Sales Conference 
Edgewater Beach Hotel 
Chicago, III. 
April 5-8 
Meetings, general sessions, speakers, 
awards and luncheon 


The 1954 Electronic Components 

Symposium 

Fifth Conference 

Interior Department Auditorium 

Washington, D. C. 

May 4-6 

Government-industry conference, techni- 
cal sessions 
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OUT OF BOUNDS rules are explained by Milt Hollis (right 
treasurer, Raybro Electric Supplies, Inc., Tampa, Fla., for the 
Charlie Justice (left), president Lighting Fixture G Electric Supply C Inc 
New Orleans, La. Seems that Mr. Hollis had to yell 
Orleans visitor tried to sell the photographer 
purchases from Raybro to the Electric Supply C an affiliation 
Orleans company located in Tampa. Third man in the photo happened to be 
Art Hooper, editor, ELECTRICAL WHOLESALING, wh vi 
at the time 


scretary and 


benefit 


foul’’ when his New 
changing his flashbult 


of the New 


iting Raybr 


full-line electrical wholesaling firm, is the new 
Representing Braid are 
(1. to r.) C. R. “Bob” Greenleaf, general manager and Benjamin Gamble, 
president. Representing Motorola are T. J. Morl 
James E. Herbert, national sales manager, and Charles Lloyd, regional man- 


h ile 


Braid Electric's headquarters are at 205 th St., N 


BRAID ELECTRIC CO., 
Motorola distributor in the Nashville, Tenn., area 


uthern sales manager, 


ager 





Electrical Manufacturers Representatives The Electrical 
of New England Inc. 
1954 Trade Show First Annual National Conference 
j S raton otel 
Mechanics Building heraton Hotel 
Boston, Mass. St. Louis, Mo 
May 5-7 May 14-15 


Exhibits Educational workshop 


sessions, 


business sessions 


National Fire Protection Association 
Welding & Allied Industry Exposition 58th Annual Meeting 
American Welding Society Statler Hotel 
Memorial Auditorium Washington, D. ¢ 
Buffalo, N. Y May 1 l 
May 5-7 


Exposition, conterences 


Meetings 


(Continued on page 129) 





Women's Round Table, 


officers 


ERIGID fo'54 Now! 


PRESENTING THE 


WINDOW TYPE ROOM AIR 


Vo, 3% and 1 Ton unifl 


Dramatically new! 
Designed for year ‘round comfort. 


FRIGID offers this popular priced, 
profit making line with features 
demanded. Modern Styling; Dehu- 
midifier; 2 Speed Da-Nite Cooling; 
Exhausts Stale Air . . . Intake fresh, 
cool outside air; Double Size Filter 
for greater health protection; U.L. 
and C.S.A. Approved; and a 5 Year 
Warranty. 





A mere flick of the {iiqidial 
for desired temperature 


New! that added boost to ste pretnt Eloctvo-Coxttnl 


= 


aq 


gnReeeese, 


WINDOW FANS 


IT’S NEW! IT’S DIFFERENT! 


Exclusive Push Bottom control...no more pulling 
or tugging ... just push buttons for complete auto- 
matic control. Handsomely designed to harmonize 
with any decor...Just push a button for refresh- 
ing outdoor air to fill the room or for exhausting 
stale air. 6 quiet speeds...3 Speeds Exhaust, 
3 Speeds Intake. Fully guaranteed. 
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FRIGID means quality, styling and guaranteed perform- 
ance...and priced right to give you more profits in '54. 


It’s FRIGID for Home and Industry + Reversible Window Fans * Hassock Fans + Attic Fans 


Jobbers:— Blowers * Shutters * Exhaust Fans 


Send 
for 


54 
Ilustrated 
catalog 


FRIGID INCORPORATED - 128 Thirty-second Street + Brooklyn 32, N.Y. 
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Second Basic Materials Exposition 
International Amphitheatre 
Chicago, Il. OW PLU 
May 17-20 
S@eee 


Product development show, exhibits, con- 
ferences 


Triple Industrial Supply Convention 7 bi 
Waldorf-Astoria Hotel & Madison Square 
Garden Hy 
New York, N. Y. 


i Pipe & Bolt Threading Machine with 





Meetings, exhibits 


Pacific Coast Electrical Association 


Annual Convention ‘ 

Hotel del Coronado N 5 d-G Ch k 

Coronado, Calif. ew pee rip uc 
May 19-21 

Speakers, panel discussions, entertain- Speed chuck 

ment, banquet, golf, ladies’ program rs performance 

“ 2 you want! 


National Electrical Contractors Assn. 
New Orleans, La. 
October 24-29 (tentative) 
Conferences 


Architectural League of New York 
Home Building Progress Show 
71st Regt. Armory 
New York, N. Y. 
May 27-28, trade 
May 29-June 6, general public 
Displays include electrical fixtures, 

conditioning, appliances 


Edison Electric Institute Built like 
Annual Convention a machine 
Atlantic City, N. J. tool! 

June 1-4 
Conference oe 
NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS e ° ° 
46th Annual Convention Entirely new principle of gripping conduit 


Convention Hall fe 
Atlantic City, N. J. Not just another hammer chuck 


June 6-11 ’ 
Speakers, committee meetings, confer- %& Speed-Grip Chuck guaranteed %* Easy to operate: close grip- 
ence booths, awards, ladies’ program | to hold any kind of pipe or con- tooth jaws on work with hand 
duit securely both ways, forward wheel, sock it lightly —motor 

National Industrial Service Association | and reverse. action makes it hold still tighter. 


21st Annual Convention ‘ 2s . 
Hotel Statler * No slipping, even in driving * Releases easily by turn of 


Detroit, Mich. | geared tools. hand wheel. 

June 13-17 ‘ . 

Conferences to discuss problems of small | New “500” threads, cuts, reams with top work-saving ease— 
a electrical equipment repair ready in seconds to work any kind or size of pipe or conduit, 
ply | %" to 2”, bolts 4” to 2’. Power for geared tools to 12”. Inde- 

soe” <i Store Modernization | pendent operation of tools. Quick-opening die heads—quickest 
ow . . — - aa 

Madison Square Garden possible set-up. With new Speed-Grip Chuck, No. 500A; with 

New York, N. Y. | fathe-type wrench chuck, No. 500. Conduit and special dies on 


a, a request. Immediate delivery —order today! 
THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


Canadian Electrical Association 
Annual Convention ; er: Zee 
Murray Bay 
Quebec, Que. ee ee ihe. —— ~ 4 ——= =, 
June 24-26 é 
Meetings, speakers Ko ” 





Michigan Electrical Association ® 
Annual Convention ee 
Grand Hotel LA C2 : = 7 
Mackinac Island, Mich. yw * <- O0OVCI P; pe T d1S 
June 27-30 


: ; = —_ — - € 
Meetings, speakers, entertainment a soil fo SS ee a AS 
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Double Inventory . . 


at Half the Cost . . with 
e/tFFY -LOCK Adjustable Bar 


iffy Lock | 


ADJUSTABLE .°:---- 
BAR : 
- HANGER 


adjustable range 12’’ t 























Save space in your stockroom. 


Order your supply of JIFFY-LOCK 


adjustable bar hangers today. 


“Also available for wall installa- 


”“ 


tions with studless lock .. . 





WRITE FOR COMPLETE 
JIFFY CATALOG OF 
TIME AND MONEY SAVERS 











“ _ 


. 
x 
< ‘ 


ae 


2 SIZES 
only 
needed 
for most 
installations 


o 18’’ and 18”’ to 26”’ 
CAN BE NAILED IN PLACE IN A 
SECOND TO SAVE TIME. 


JUST A FLIP OF THE FLIPPER 
LOCKS IT FIRMLY IN PLACE TO 
SAVE TROUBLE. 


STOCK JUST TWO ADJUSTABLE 
SIZES INSTEAD OF EIGHT DIF- 
FERENT HANGERS TO FIT ANY 
INSTALLATION. 


@ STAYS FIRMLY IN PLACE. 


e NO STUDS TO NOTCH, NO 
NUTS OR BOLTS TO TIGHTEN. 


@ CAN BE USED ON OLD WORK 
TOO. 


@ DESIGNED FOR MAXIMUM 
STRENGTH. 


TheeftIFyj Line 


Saues TIME 


saris ae TROUBLE 
ClydeW Lint 


MONEY 
2323 W. 18TH STREET - CHICAGO 8, ILL. 








National Housewares & Home 
Appliance Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J 
July 12-16 
Exhibits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Com- 
mittee 
Ben Milam Hotel 
Houston, Tex. 
August 15-18 
Exhibits 


Western Electronic Show & Convention 

Pan Pacific Auditorium and Ambassador 
Hotel (Convention Hdatrs. ) 

Los Angeles, Calif. 

August 25-27 

Show, convention sponsored jointly py 
West Coast Mfrs. Assn. and Los 
Angeles, San Francisco I.R.E. sections 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo 
Sept. 12-15 
Speakers, committee meetings, demon- 
strations, banquet, golf, entertainment 


International Association of Electrical 
Leagues 
The Bellevue-Stratford 
Philadelphia, Pa. 
September 29-October 2 
Meetings, discussions 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 


Los Angeles Trade Fair, Inc. 
Sixth Western Housewares Show 
Shrine Auditorium 
Los Angeles, Calif 
August 1-4 
Trade show, exhibits 


Porcelain Enamel Institute 
Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 
September 29-October 1 
Meetings 


National Electronics Conference 
10th Annual Conference 
Hotel Sherman 
Chicago, II 
October 4-6 
Meetings 


National Hardware Show 
Navy Pier 
Chicago, Ill 
October 11-15 
Exhibits 


National Assn. of Purchasing Agents 
Chicago, Ill 
May 23-26 
Conferences 
Radio-Electronics-Television 
Manufacturers Association 
Fall Quarterly Meeting 
Palmer House 
Chicago, Ill 
November 17-19 
Meetings, ommittee meetings 
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Tillman and Booth Inc., 
Oregon Apparatus Agent 


EUGENE, ORE. — Tillman and 
Booth, Inc., were recently appointed 
as wholesaler agent of Westinghouse 
electrical apparatus in the Eugene trad- 
ing area. 

The distributor has been serving 
western Oregon contractors, industrials 
and utilities for the past 24 years. Of- 
ficers of the company are: C. Philip 
Tillman, president; Robert P. Booth, 
secretary-treasurer, and Edward K. 
Posson, general manager. 

Apparatus will be stocked in the 
new Tillman and Booth warehouse at 
215 W. Fifth Ave., Eugene. 


Magni Flood Inc. 
Prize Campaign 

MT. VERNON, N. Y.—Magni 
Flood, Inc., has announced a prize 
campaign for wholesale people, gén- 
eral salesmen, outdoor lighting equip- 
ment salesmen, purchasing agents, quo- 
tation clerks, pricing and editing men. 

The campaign will continue for six 
months. Points will be awarded for 
sales made and will be redeemable for 
prizes such as golf clubs, watches, sil- 
ver, dishes, electric shavers, radios. 
Each participant entering the contest 
will receive 200 points gratis. 


Utility Construction 
To Top $4 Billion 

NEW YORK, N. Y.—Electrical 
utilities, which last year established 
new records for production, operating 
revenues, Customers and sales, have 
budgeted $4.1 billion for new construc- 
tion in 1954, according to a nation- 
wide survey conducted by Electrical 
World, McGraw-Hill publication. Al- 
though this figure for construction is 
just a fraction over what the utilities 
spent in 1953, it is pointed out that 
even this small advance is a good sign. 

Almost half the budget will be spent 
on new capacity, with $1.6 billion in 
fuel generation and $397 million in 
hydro, both slightly under their 1953 
counterparts. Transmission and distri- 
bution expenditures will increase 
slightly over last year, and will total 
$1.9 billion. These figures are based 
on reports from utilities representing 
92 per cent of the total capacity and 
84 per cent of the total customers 
served in the country. 

Power companies alone will account 
for over 70 per cent of the total con- 
struction this year. The federal gov- 
ernment still shares the great portion 
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ADV. 


All Air-Cooled Dry-Type 


Transformers 


re NOT Alike 


This was proved by tests, 
comparisons and 
experiences 


HAT there is a difference in dry- 
T type transformers was revealed 

in the findings of a survey made 
by Plant Engineering, a trade publica- 
tion, which mailed 500 questionnaires 
to users of dry-type transformers. (A 
copy of this report will be sent on re- 
quest. ) 


Most of the users who returned ques- 
tionnaires reported having very favor- 
able experiences with air-cooled dry- 
type transformers. A number of 
unfavorable reports listed the following 
reasons: “Some makes 
handle their rating.” “Some are very 
noisy.” “Primary shorts.” “The insula- 
tion breaks down without overload in 
relatively short time.” Some recom- 
mended “mounted lugs for connections.” 


won’t even 


The unfavorable comments above do 
not apply to Sorgel air-cooled dry-type 
transformers. 


SORGEL air-cooled dry-type trans- 
formers are guaranteed to carry the full 
rated load continuously, and are so 
liberally designed that they can safely 
carry an overload during an emergency. 
They are well known for their quiet 
operation. All are equipped with solder- 
less terminal lugs. 

Because these superior features cost 
more to incorporate in Sorgel air- 


cooled transformers, our price may not 
always be the lowest; however, the 
little additional price you might some- 
times pay will be saved several times 
over in extra service and lower instal- 
lation costs 

We spare nothing to maintain the 


highest quality in our air-cooled dry- 
type transformers 


SORGEL air-cooled 
formers are top quality, time-tested, 


dry-type trans- 


and are therefore recognized and ac- 
cepted by discriminating engineers and 


users 


These transformers are available in a 
large variety of sizes and types for 
every purpose. % Kva to 1,000 Kva 
single phase. 1 Kva to 3,000 Kva 3- 
phase. All standard voltages, such as 
120, 208, 240, 480, 600, 2400, 4160, 4800, 
7200, 13,200 and up to 15,000 volts, and 
any intermediate or special lower volt- 


ages 


SORGEL 


also incorporated in substations, com- 


dry-type transformers are 


plete with primary and _ secondary 


switch gear. 

The Sorgel Electric Co. has nearly 40 
years of uninterrupted experience in 
the development, manufacturing and 
application of dry-type transformers. 


Stock carried by jobbers in the following cities: 


Chicago, Illinois 
Cleveland, Ohio 
Los Angeles, Calif. 
Milwaukee, Wis. 


Rock Island, Illinois 
Rockford, Illinois 
Richmond, Indiana 


Davenport, lowa 
Cedar Rapids, lowa 
Omaha, Nebraska 
Roxbury, Mass. 


Consult the classified section of your telephone directory 
or communicate with 


SORGEL ELECTRIC CO. 


832 West National Ave., Milwaukee 4, Wis. 





For Increased Fan Sales 
Offer the Big “‘Buffalo’’ Line 


NV-BREEZOS .. . Quiet, Efficient, Sturdy! 


Contractors, dealers, wholesalers are enjoying bumper sales, and pleas- 
ing many more customers with these versatile propeller fans! Low in 
first cost, quiet, and very durable, NV-BREEZOS are easily installed 
in walls for free air delivery—or can be used efficiently against system 
pressures up to 4”. 8”, 12”, 16”, 18”, 20” and 24” sizes. Write for 
Bulletin 3865. 


BREEZ-AIR... The 
Attic Fan In Top Demand 


Now’s the time to get set for the 
thousands of home owners in your 
area who are top prospects for cool 
comfort on those hot nights to 
come! Better write today for our 
price and installation sheet FM-20 
on the completely NEW Breez-Air. 
In 24, 30, 36, 42, 48 and 54” sizes 
to suit every installation, they are 
the finest and most efficien: fans in 
the long Breez-Air history! 


BELT-AIR ... The Big-Job Fan 
At Propeller Fan Prices 


Not only is the new Belt-Air im- 
proved in quietness and perfor- 
mance, its size range is increased to 
include 24” to 84” fans—for jobs 
up to 90,000 cfm! And, like the 
NV-Breezo line, it is available in a 
variety of protective coatings for 
special fume exhausting applica- 
tions. Write for all the details on 
these husky, quiet, EASILY in- 
stalled fans which can greatly in- 
crease your range of satisfied cus- 
tomers—and your sales. Don’t 
delay. Write today! 


BUFFALO FORGE COMPANY 


214 Mortimer St. ® Buffalo, New York 
PUBLISHERS OF "FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


Panel Breezo Fans Belted Vent Sets Belt-Air Fans 
Breez-Air Attic Fans “L” Breezo Fans “NV” Breezo Fans 
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of hydro construction, but the over-all 
federal total shows a decrease of $34 
million, roughly five per cent under 
last year. Also spending less this year 
will be the cooperatives. 

Municipal, state and power district 
systems, on the other hand, show in- 
creases in every item of the budget. 

New England, Middle Atlantic and 
East North Central areas show 
stepped-up spending plans big enough 
to increase their share in the total 
budget. The East South Central re- 
gion shows a slight increase. The four 
regions represent about 55 per cent of 
the 1954 budget, and are enough to 
outweigh decreases in other regions. 

About $35 million more for main- 
tenance will be spent by the utilities, 
bringing the total to $545.9 million. 
Most of this amount will be paid by 
the power companies. Transmission 
and primary distribution line con- 
struction is reported to be tapering off. 


Recently Organized Firm 


To Make Devices, Tools 

ROSELLE, N.J.—The Buck Elec- 
trical Manufacturing Co. will begin 
manufacturing and marketing of a 
line of products in the electrical fit- 
tings field at an early date. Nylon in- 
sulated splicing connectors with elec- 
trical and mechanical features are in- 
cluded in the new line. 

Officers of the company are: Ste- 
phan N. Buchanan, president; Daniel 
B. Kusiv, vice president and general 
manager; and John K. Leeds, secretary- 
treasurer. 

Mr. Buchanan was until recently as- 
sociated with the Buchanan Electrical 
Products Co., Hillside, N. J., which he 
organized early in 1942. He was pre- 
viously connected with The Thomas & 
Betts Co., Elizabeth, N.J., and the Air- 
craft Marine Products Co., Harrisburg, 
Pa. 


Eureka Williams Sold; 


Name Milner Head 

DETROIT, MICH.—The manufac- 
turing assets of the Eureka Williams 
Corp., Bloomington, Ind., have been 
sold to the Henney Motor Co., Inc., 
Freeport, Ill. 

C. Russell Feldman, president of 
Henney, announced that the Bloom- 
ington company would be operated 
as a division. B. C. Milner, Jr., is exec- 
utive to the president of Henney in 
charge of the Eureka Williams divi- 
sion, H. W. Burritt, president of the 
old Eureka corporation, continues with 
the new management on a consulting 


basis. 
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Who Owns Most Homes? 
Self-Employed, Retired! 


NEW YORK, N.Y.—Early last 
year, about 54 per cent of all non- 
farm families in he U.S. owned their 
own homes. This compares with 41 
per cent in 1940 and 37 per cent about 
the turn of the century. 

Sample figures compiled by the Fed- 
eral Reserve Board indicate that home 
ownership is widely distributed among 
income classes and occupational 
groups. Just about half of the nation’s 
families, according to this survey, with 
incomes of $2,000 or under, own their 
homes. For income levels between 
$2,000 and $7,499, the proportion of 
home ownership ranges from 38 to 64 
per cent. People with incomes over 
$7,500, account for 70 per cent of the 
ownership. The largest percentage of 
home ownership is among the self 
employed and retired persons. The 
lowest percentage is said to be among 
unskilled and service workers. 

The proportion of home ownership 
increases with the age of the family 
head, ranging from 14 per cent in the 
18-24 year age group, to 69 per cent 
where the head of the house is 65 
years of age or over. 

These figures appear in the new 
“Economic Almanac for 1953-54”, 
prepared by the National Industrial 
Conference Board, an independent, 
non-profit institution for business and 
industrial fact-finding through scienti- 
fic research. 





UMAN Latrobe 


mictaiaieelim ageteltlars 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
« 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
- 
ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 
* 
FLOOR JUNCTION 
BOXES 








UTILITY OUTLETS 
= 
NOZZLES AND 
FLOOR BOX 
ACCESSORIES 
. 
INSULATOR 
SUPPORTS 
7 
PIPE AND CONDUIT 
HANGERS . 

- 
ARMORED 
CABLE SUPPORTS 
e 

B. K. WICKSTRUM (left) , vice presi- CABLE CLIPS 
dent and director of sales, Sylvania ° 
Electric Products Inc., accepts plaque STAPLES 
for “best designed industrial lighting cae 
fixture.” Morris Lapidus, head of FISH WIRE 
judges committee composed of New 
York Chapter members, American I|n- 
stitute of Architects, made the pres- 
entation. Fixture is 5 ft. long, 42 deg. 
side shielding without louvers. Plastic wick ee wy eee eek, eee 2 a 
side panel model won award but unit 

LATROBE. PA. 


also comes with metal side panels. 


Bullman Manufacturing Oo. 
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| 
| 
PERFECTION IS NOT AN ACCIDENT 


om? INTERCHANGE LINE 


INTERCHANGEABLE WITH ALL STANDARD LINES | 
' OF WIRING DEVICES 


No. 901 


T-RATED SINGLE 
POLE SWITCH 


With these interchangeable devices hundreds 
of different combinations are possible in a very 
compact space. Yet ingenuity in design makes 
these devices as sturdy as their larger brothers 
in the Eagle Line. They are the most advanced 
in design and with the modern Eagaline wall 


No. 902 


POWER 
RECEPTACLE 


plates offer the most attractive line today. 


No. 952 
1 GANG 

2 DEVICE 

WALL PLATE 


2 GANG 
6 DEVICE 
WALL PLATE 








J Check 


These Features 


e All devices interchangeable with all standard wir- 
ing devices. 

e All devices are of bakelite totally enclosed mech- f 
anisms. 4 
All switches and receptacles have double wipe 
phosphor bronze contacts. 

Large head binding screws, ample for #10 wire. 

Large radius on receptacle contacts permits easy 

entry of Plug Cap prongs. 

Wall plates carry the distinctive Eagle design. 

Correct mounting strap is packed with each wall 

plate in individual envelopes. 

All wiring devices are individually boxed and 

Listed by Underwriters’ Laboratories. 

WRITE FOR FREE DESCRIPTIVE BROCHURE 
ILLUSTRATING COMPLETE LINE 


"Perfection Is Not An Accident” 


EAGLE ELECTRIC 
Mfg. Co., Inc. 
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Delta Distributors 
Named by Bendix TV 


BALTIMORE, MD. — Delta Dis- 
tributors of New Orleans is wholesale 
outlet for Bendix TV products in the 
southern Louisiana marketing area. 
They are responsible for covering the 
company’s complete TV line. 

The new distributor is a division 


of Delta Ship Service Co., Inc., with 


headquarters at 923 Tchoupitoulas St., 
New Orleans. Andrew I. Meyer is the 
president. Delta covers New Orleans, 
Baton Rouge and 33 surrounding 
parishes in southern Louisiana. 


Graybar Names Cothron 
To Executive Staff 


NEW YORK, N. Y.—William C. 
Cothron has joined the executive staff 
of the Graybar Electric Co., Inc., as 
national television equipment sales 
representative. His headquarters are in 
Washington, D. C 

Mr. Cothron is a liaison with con- 
sulting radio and television engineers 
and attorneys and travels to all Gray- 
bar districts to assist electronics sales 
personnel in the technical phases of 
television equipment sales. He was re- 
cently supervisory engineer for station 


JOAX-TV in Tokyo, Japan. 


Gross National Product 
As Business Indicator 


NEW YORK, N. Y.—One of the 
hardest figures to interpret is gross na- 
tional product. It is the most all-inclu- 
sive, perhaps the most valid measure 
of economic activity. Gross national 
product is the market value of the out- 
put of goods and services produced by 
the nation’s economy. 

It declined $1.4 billion in the third 
quarter of 1953. According to the Mc- 
Graw-Hill Department of Economics, 
when the decline was announced, many 
Statisticians and economists forsaw it 
as a downturn in business. This down- 
turn seemed especially important be- 
cause it was the first time GNP had 
declined in any quarter since 1949's 
last quarter. 

However it is not clear whether eco- 
nomic activity—as measured by the 
complex system of statistical account 
ing which results in a figure for gross 
national product—treally declined, or 
whether there are errors in the figure 
that are greater than the decline indi- 
cated. Many experts have said they do 
not know how much error there is in a 
quarterly estimate of GNP. 

Seasonal adjustment is the statisti- 
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RICHARD WESSLING, formerly vice 
president and director of Electric Sup- 
ply Corp., of Chicago, Aurora, Ham- 
mond and Milwaukee, was recently 
appointed district manager of the 
Allen-Bradley Co., Chicago office. He 
succeeds John McC. Price who has 
retired 





cian’s way of smoothing out changes 
due to seasonal variations. Retail sales 
are usually higher at Christmas than at 
any other time of the year. The only 
way the retailer can compare his Christ- 
mas business with sales of all other 
months is to make an adjustment in 
his sales figures to take account of the 
seasonal pattern of his business. 

The year is divided into four sepa- 
rate quarters for statistical purposes. 
Each quarterly GNP figure is seasonally 
adjusted. The “annual rate” of GNP is 
arrived at by multiplying the seasonally 
adjusted quarterly figure by four. Most 
people are more familiar with annual 
levels of activity. They do not think in 
terms of quarterly rates. Therefore, 
figures for each quarter are expressed 
as annual rates of activity in that 
quarter. 

The lesson seems to be this: When 
gross national product is less than $5 
billion, it’s not clear that a new trend 
is being set. Such small changes may be 
due to estimating errors which could 
be eliminated when the data are re- 
vised. 


Black & Decker Plant 
Addition Erected 


HAMPSTEAD, MD.—The $2,000,- 
000 addition to the branch plant of 
The Black & Decker Mfg. Co., has 
begun operation. Ground was broken 
last Spring for the new structure 
which covers 126,000 sq. ft. This is 
more than double the size of the 
original Hampstead branch plant. 

The headquarters for Black & 
Decker are in Towson, Md. This plant 
employs 2,000 workers. The branch at 
Hampstead employs 800 persons. 
Alonzo G. Decker is president of the 
company. 
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Gennational, New 
Axial, How. Ventilator 


Tay TRADE-WIND 


TREMENDOUS SUCTION + UNUSUALLY QUIET 
PRIZE DESIGN 


Terrific performance at half the power—unmatched beauty — 
and tagged with a low L-0-W price is this new AXIAL FLOW 
ventilator which Trade-Wind has developed under wraps over 
the past three years. 


This revolutionary ALL NEW design now for the first time brings 
all the great advantages of straight-through axial air flow to 
the home ventilator field—and at a price that makes kitchen 
ventilation a BIG feature even for the lowest priced house. 


In styling the AXIAL FLOW is as outstanding as its performance 
Completely original with its deep intake scroll, it's a prize beauty 
created by one of America’s top industrial designers. 


There's nothing that comes close to matching this all-new axial 
flow development by Trade-Wind. See it, test it, compare it and 
you'll understand why the Trade-Wind AXIAL FLOW will sweep 
the light construction market. 


REVOLUTIONARY THE NEW Trade-Wind 
PERFORMANCE of the has been designed 
AXIAL FLOW is ind . for the easiest instal 
cated in this chart lation. The mounting 
Note the ability to pars ore quickly nail 
overcome duct resist ed between joists, the 
once — characteristic conduit box is fully 
of all Trade-Wind exposed and the duct 
ventilators work takes any 7” 


round pipe 


STYLED BY HUNT LEWIS. 
The outstanding originalit 
of the Trade-Wind AXIAL 
FLOW styling was created | 
by Hunt Lewis, nationally 
famous industrial designer 


Write or Wire for Complete Information 


ORIGINATED BY TRADE-WIND MOTORFANS, INC. 
5721 S. MAIN ST.. LOS ANGELES 37, CALIF 
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Pittsburgh Reflector Names 
D. B. Young, L. A. Steinberg 


PITTSBURGH, PA.— David B. 
Young and Lewis A. Steinberg were 
recently appointed sales engineers for 
the Pittsburgh Reflector Co. Both men 
handle the complete line of fluorescent 
and incandescent lighting equipment. 

Mr. Young, from headquarters in 
New Orleans, Louisiana and 
southern Mississippi. He was formerly 
connected with Westinghouse Electric 
Supply Co., and the General Electric 
Supply Co. 

Mr. Steinberg, from home offices in 
Pittsburgh, covers western Pennsylva- 
nia, eastern Ohio and northern West 
Virginia. Prior to his new position, he 
operated his own electrical and lighting 
contracting business in Ohio 


6.6 Million TV Sets 
Shipped In ‘53 
WASHINGTON, D. C.—Over 6.6 


million television receivers were 
shipped to dealers during 1953, the 
Radio-Electronics-Television Manufac- 
turers Assn. reports. This was the high- 
est yearly shipment rate since 1950 
and was more than seven per cent 
above the level of 1952 

December shipments totaled 656,- 
175 units compared with 695,308 
shipped in November and 965,891 TV 
sets in December. 


covers 


Progress Elects 
Lane And Raker 

PHILADELPHIA, PA. — Progress 
Mfg. Co., has announced the election 
of David Lane as executive vice presi- 
dent and Edward K. Raker as vice 
president in charge of sales. 

Mr. Lane joined the firm in 1946 
after 11 years with the Edward G. 
Budd Mfg. Co., and over 20 years with 
Heintz Mfg. Co. During World War 
II he was in charge of the latter's air- 
craft division. Mr. Lane has served as 
works manager and been vice 
president in charge of production 
since January 1948. 

Mr. Raker trained for advertising 
and merchandising at Temple Uni- 
versity. He with the Al Paul 
Lefton advertising agency, Philadel- 
phia, for six years. This was followed 
by ten years as advertising and sales 
manager for Fogel Refrigerator Co. 
Mr. Raker left that company in 1946 
to become advertising and sales man- 
ager for the Progress Mfg. Co. He held 
that position until his recent promo- 
tion. 


had 


was 
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Housing Starts— 
What Are They? 
NEW YORK, N. Y.—Few people 


seem to know what a housing start 
really is and where the figures come 
from. About 1.1 million homes were 
started last year—and among other 
things, those homes meant new wir- 
ing, new refrigerators, new cooking 
ranges. Housing starts can involve 
selling a lot of electrical equipment! 

Monthly housing start figures are 
estimates of the number of non-farm 
dwelling units began in a_ specific 
month. A “dwelling unit”, the basic 
unit of measurement of the housing 
activity volume, is a permanent dwell- 
ing place containing permanent cook- 
ing facilities. This count represents 
the number of families planned for in 
the construction, a figure listed on 
building permits. A one-family house 
counts as one unit; a two-family house 
as two units. An apartment building 
of 500 apartments counts for 500 
units. 


e Urban Areas—Housing start fig- 
ures refer to housing units in urban 
areas and rural non-farm areas; farm 
dwellings are not included. An urban 
area, defined in the 1940 census, in- 
cludes all incorporated places of 2,500 
inhabitants or more. Rural non-farm 
units are those in incorporated places 
with less than 2,500 population in 
1940, and all units in un-incorporated 
areas that are not farm houses. 

The housing start figure takes in 
permanent prefabricated housing. It 
does not take in conversions, dormi- 
tories, barracks, trailers and other tem- 
porary units. 


e Gathering Figures—Federal hous- 
ing starts are estimated from federal 
housing contracts awarded. Non-fed- 
eral housing construction estimates for 
all urban localities are developed from 
the building permit reports sent to 
the Bureau of Labor Statistics. These 
reports are gathered in 2,500 cities 
containing about 85 per cent of the 
country’s urban population. 

It is difficult to record all the 
housing starts in rural non-farm areas 
because permits are not issued in such 
cases. Field agents count units started 
in a sample of places where permits 
are not used. This sample consists of 
96 counties. About 30 different agents 
survey one-third of the counties each 
month. At that time they find out 
the number of starts in the preceding 
three months. They do not travel 
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* ... assured by Pierce Screen Vented 


construction. Gases and heat are 


provide better allowed free escape. 
protection 


No unnecessary blows during 
safe overloads 


. thanks both to famous Pierce 
balances lag link construction and 


unique Pierce screened venting. 


No danger of afterblow 


. because dangerous gases and heat 
cannot build up in the case. Pierce 
cases last 6 to 8 times longer 


Pierce Fuses Sell Themselves! 





Users recognize Pierce quality 

. the continually correct knife 
blade alignment with no locking 
device ...the constantly perfect 
clip contact... the greater overall 
strength and longer life. Pierce 


Quality Fuses are above competi- 


» tion. 


) WRITE TODAY for 
this helpful bulletin on 
lower fuse costs. Start 
NOW to cash in on 
Pierce popularity! 


ilso a complete 
line of quality 
non-renewable 
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Moto-Vu operating 
window, permits instant 
check of motor operation. 


Quick-change dial trip- 
pers. Add or removedial 
trippers any time, easily 
and quickly. 


“Torsion-Clutch” dial 
drive. Dial turns freely 
to permit manual check 
of *‘on-off'’ switch oper- 
ations .. . yet has posi- 
tive, no-slip drive, 


“Quick-out” 
movement 
positively locks 
in case. . . no 
rattle. Movement 
swings right out 
when unlocked 
. with no 
loose ports. 


New terminal 
block simplifies 
wiring — cuts 
installation time 


Unequalled 
Dependability 


YW 


PARAGON 
Memory Master 


TIME SWITCH 


CHECK ITS 
“LOOK-AHEAD” 
FEATURES 


Terminal block 
insulator. Full depth 
terminal block insu 


lator. 


Cy 


Here’s unequalled quality in 
24-hour time switches for controlled 
billboard lights, store illumination, : 
poultry house lighting, stoker oper- THE BEAUTIFUL 
ation and hundreds of other appli- 
cations. Wherever you need auto- —-o 
matic “on-off” control, the advance- 3000 SERIES 
designed 3000 Series gives you a gy 
maximum range of adjustability — 
up to 16 operations per day. Ask 
your distributor to show you this 
great new switch. Compare. Then, 
you'll see why the beautiful Mem- 
ory Master is the talk of the trade. 


THE SWITCH THAT REMEMBERS ... AND LETS YOU FORGET 





PARAGON ELECTRIC COMPANY 


1630 TWELFTH ST., TWO RIVERS, WISCONSIN 





around the country counting new holes 
in the ground as has been suggested. 


e Not A Start—For the most part, 
housing start figures are estimated from 


| building permits — authorization to 


build only. Not all permits result in 
actual housing starts. Some are al- 
lowed to lapse. The BLS adjusts these 
basic permit figures for lapses. It esti- 
mated only one per cent of housing 


| permits do not become starts because 


a fee is generally paid when a permit 
is obtained. The actual lapse percent- 
age fluctuates from month to month, 
or year to year, depending on eco- 
nomic conditions. In 1946 this per- 


| centage ran around 7.5 per cent. 


How long does it take to estimate 
each permit becoming an actual start? 


| The lag between issuance of the per- 


mit and the start of construction is 
taken into account. Of permits issued 
in January, almost two-thirds are esti- 
mated as starts for that month. The 
remainder are spread over another six 
months or so. A shorter time lag is 


| used for smaller units. Longer tirne 


intervals for larger units. 


e Not A Good Indicator—At pres- 
ent, the housing start series is not 


| too good an indicator of actual num- 
| bers of houses constructed. Adding the 


number of new starts between 1949 
and 1950 to 1940 census housing 
total yielded a housing figure far be- 


| low the actual 1950 census total. The 


series may be better for indicating 


| month-to-month per cent changes or 


year-to-year trends. 
The McGraw-Hill economics de- 


| partment reports that the BLS has 


several projects underway to make the 
housing start series a better one. In 
June the series will be shifted to a 
new level based on the 1950 census. 
The bureau is also reconstructing the 
sample of counties used for surveying 
non-permit building. This is the area 
where error in housing estimates is 
believed centered. Plans are also afoot 
to conduct more surveys, and to study 
the time lag between permit and start. 


W. B. Davis Supply Adds 
East Memphis Branch 
MEMPHIS, TENN.—Now serving 
contractors and other wholesale ac- 
counts in East Memphis is the new 
branch of W. B. Davis Electric Supply 
Co. Manager of the house is Walter 


| R. Davis, son of the founder of the 
| parent firm, W. B. Davis, Sr. 


The East Memphis branch carries 
the same lines handled by the main 
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house. It is situated at 527 North 
Hollywood, between Summer and 
Broad. J. C. Gammon assists Mr. 
Davis. 

W. B. Davis, Sr., with a capital 
stock of $27.54, opened his electrical 
supply business in 1922 at 229 Vance. 
The firm grew slowly but surely and 
moved in 1925, to a larger building 
at 373 South Main. He moved to his 
present building, at 661 Jefferson, in 
1928. 


Meck Television Makes 
Distributor Appointments 

CHICAGO, ILL.—New distributor 
appointments were recently announced 
for the Meck Television division, of 
the Scott Radio Laboratories, by John 
Meck, president. 

The new appointments are as fol- 
lows: 

A-T Wholesale Supply Co., Moor- 
head, Minn. 

Robinson Motor, Winona, Minn. 

Central Electric Supply Co., Fulton, 
Mo. 

Wyeth & Co., St. Joseph, Mo. 

The Hausam Co., Sedalia, Mo. 

John E. Larrabee Co., Amsterdam, 
N. Y. 

Hedahl Motor Supply, Bismarck, 
N. D. 

Service Electric Supply Co., Pitts- 
burgh, Pa. 

A. B. C. Dist. Co., Providence, R. I. 


Garfield Electrical 
To Open In Westchester 

WHITE PLAINS, N. Y.—Garfield 
Electrical Supply Co., Inc., will soon 
open a new branch located at this 
suburban New York City community 
in Westchester county. The building 
is now nearing completion. 

Garfield will stock electrical sup- 
plies, appliances, lighting fixtures and 
specialties. The new location is at 245 
Tarrytown Rd., White Plains. 

The firm was founded in 1917. 
They are also located at 68 East 116 
St., and 111 West 23 St. both New 
York City. George Lichtenstein is 
president. 


Nebraska Firm Named 
SCOTTS-BLUFF, NEB.—The Ra- 
ber Supply Company was recently 
named as an agent for the Westing- 
house lamp division. The firm handles 
photographic, as well as the large 
lamps. Raber Supply is located at 
104 East Overland and was estab- 
lished in 1937. Guy Raber is the 
owner. Territory includes western Ne- 
braska and eastern Wyoming. 
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One Source for all of your require- 
PLUS ments in hanging and fastening 
VALUE devices. Saves you paper work — 
can save you on freight. 


PLUS Top-Flight Quality. The newest and best in manu- 
VALUE facturing methods and quality control give you flaw- 
less products your customers like to use. 

PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification. 
Customer Demand stimulated 
PLUS with abundant promotion that 
VALUE includes advertisements like 


* 


Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 
for catalog. 


Send me complete literature and details on the Paine 


story for distributors and dealers. 
Name_ 
Company 


Address 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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PEOPLE IN THE NEWS 











William Dixon, National Electric 
Supply Co., has been elected vice presi- 
dent of The Electrical League of Bur- 
lington County, N. J. 


Henry Baitinger, president of the 
Baitinger Electric Co., is a member 
of the school board of New York 
City. 

Ray W. Horak is sales manager of 
Roth Appliance Distributors, Milwau- 
kee. A. F. Schmalzer has joined the 
firm as assistant sales manager. 


Alric B. French is manager of the 
contract sales department, Westing- 
house Electric Supply Co., Boston. 


J. C. Sullivan is executive vice 
president of the Pittsburgh Reflector 
Co. He is in charge of general oper- 
ations and administration of the sales 
department. Mr. Sullivan has been 
with the firm for 28 years and prior 
to his present position, had served as 
treasurer. 


G. F. Gibson and William Darrin 
have been elected to the board of di- 
rectors of the Electrical Council, Bing- 
hampton, N.Y., chamber of commerce, 
representing distributors. 


Sheldon Weinstein is sales man- 
ager of conduit fittings division, 
Pressed Steel Car Co., Inc., Chicago. 


Albert H. Leader is district man- 
ager for the Seattle office of Anaconda 
Wire & Cable Co., succeeding Lloyd 
Wolfe who retired on March 1. 


Wilbur S. Holton, formerly assist- 
ant genera: sales manager, Orangeburg 
Manufacturing Co., as been elected 
vice president. 


A. J. McGivern is president of the 
Chicago Electrical Wholesalers Associ- 
ation for 1954. 


Perry Harris is appliance division 
manager for McKenzie, White & 
Dunsmuir, Ltd., Vancouver, B.C., ac 
cording to the announcement made by 


Harry Arnstead, Manager. 


Leslie W. Shaw is director of sales 
and vice president of Preway, Inc., 
Wisconsin Rapids, Wis. He had been 
vice president in charge of sales at 
the Markstone Manufacturing Co., 
Chicago. Previous to this, Mr. Shaw 
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W. RAYMOND PARSHALL is treas- 
urer and a director of Federal Electric 
Products Co., Newark, N. J. He is also 
controller of the company, a position 
he has held since last September. Prior 
to joining Federal, Mr. Parshall served 
as general controller, from 1946 to 
1953, for Baldwin-Lima-Hamilton 
Corp., Philadelphia, Pa. Thomas M 
Cole, president, made the announce- 
ment. 





was Chicago district appliance sales 
manager of the Graybar Electric Co., 
Inc. He was also with the Hyland 
Electrical Supply Co., Chicago, for 11 
years, where he progressed from sales- 
man to general sales manager. 


J. T. Riday is manager of the Cut- 
ler-Hammer, Inc., South Bend, Ind., 
branch sales office. Mr. Riday succeeds 
the late Terry Fisher. He was for- 
merly with the firm’s Davenport, Ia., 
branch office. 


Myles G. McCarthy is sales pro- 
motion manager of the electrical divi- 
sion, Olin Industries, Inc. James E. 
Miller is assistant sales manager of 
the electrical division, stationed at the 
division’s New Haven, Conn., head- 
quarters. 


Robert L. Parrish is manager of 
the new plant now under construction 
of The Sprague Electric Co., in West 
Jefferson, N. C. Sprague’s home plant 
is located in North Adams, Mass. 


John A. Curtis is general sales 
manager of the Westinghouse elec- 
tronic tube division. He succeeds 
Harold G. Cheney, who has been 
named assistant to E. W. Ritter, vice 
president in charge of the division. 


Eugene A. Lindemann, president 
of A. J. Lindemann and Hoverson Co., 
Milwaukee, has been named to the 
board of directors of Thermador Elec- 
trical Manufacturing Co., Los Angeles. 


T. C. Clarke, manager of the Brit- 
ish Columbia and Alberta division of 
Northern Electric Co., Ltd., for many 
years has returned to the coast as dis- 
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for correct lighting of shelving, bins, or 


similar requirements 


This specialized type of lighting unit has gained wide favor 
because of its effectiveness. It can be a source of profitable 
sales for you. 


There's a wide spread of light downward and outward to each 
side of the aisle due to the scientific arrangement of the reflect 
ing surfaces. This QUAD design also assures lighting for the 
upper tiers of shelving. An eye shielding feature results be- 
cause of a lower light cut-off angle at each end of the reflector. 
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trict manager of the Pacific division. 
He had been in charge of sales at the 
Montreal office. C. E. Woolgar has 
been transferred from B. C. district 
manager to a post at Montreal. 


I. F. Matthysse, formerly chief de- 
sign engineer, has been appointed 
assistant chief engineer of the Burndy 
Engineering Co., Inc., Norwalk, Conn. 
W. F. Bonwitt, previously chief 
planning engineer, is now chief ad- 
ministrative engineer 


D. S. Leavitt, general manager, an 
nounces the sales of electrical metallic 
tubing and teletube products of the 
Nikoh Tube Co., are under the direc- 
tion of S. M. Pearl, assisted by Messrs. 
Harold Christensen, Jack Poncher 
and Frank Broda. 


Joseph A. Brainard is sales repre- 
sentative for The Peerless Electric Co., 
fan and blower div., Warren, Ohio. 
His territory is northeastern Ohio and 
western Pennsylvania, south of War- 
ren, Pa. Mr. Brainard is located at 
15904 Corsica Ave., Cleveland 10, 
Ohio. 


William S. Brennen is assistant to 
President John W. Anderson of the 
American Fair Trade Council. Mr 
Brennen, an attorney, has resigned as 
executive assistant to the superin- 
tendent of banks of New York State. 
He replaces Frank Masterson, who 
has been elected president of the In- 
dustrial Fasteners Institute 


Robert W. Obenour is vice presi- 
dent in charge of sales for Rollins 
Corp., Lewes, Dela. Obenour was the 
Harrisburg, Pa., branch manager for 
Raymond Rosen Engineering for two 
years. 


L. L. Garber, vice president, H. K. 
Porter Co., Inc., Pittsburgh, has been 
elected a director, vice president and 
general manager of The Alloy Metal 
Wire Co., Prospect Park, Pa.. a divi- 
sion of H. K. Porter 


John F. Mehr is regional manager 
for Zenith Radio Corp., in the sales 
territory which includes Washington, 
D.C., Baltimore, and Philadelphia. 
Prior to joining Zenith, he was gene- 
ral sales manager for the Simon Dis- 
tributing Corp., Washington, D.C. 


Dan D. Halpin, general sales man- 
ager of the television receiver division, 


Allen B. Du Mont Laboratories, Inc., 
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R. W. MINETT, JR., is sales manager 
of the Moe Light division of Thomas 
Industries. Previously he had been 
sales promotion and advertising man- 
ager with the Moe Light organization. 
Mr. Minett was associated for six years 
with Moe Brothers Northern Co., Ap- 
pleton, Wis., as vice president and 
sales manager. 





has been named chairman of the sales 
managers, committee of the Radio- 
Electronics-Television Manufacturers 
Assn. Mr. Halpin served as president 
of the Notre Dame Club of New York 
and as president of the alumni asso- 
ciation. He was student manager of 
Knute Rockne’s last championship 
football squad in 1930. ; 


J. D. Kennedy, manager of product 
projects at Carboloy dept., General 
Electric Co., Detroit, has been named 
manager of the department's newly 
created south central sales district with 
headquarters in St. Louis 


Erwin W. Brown has been pro- 
moted to division engineer for the 
electrical products group of the Min- 
nesota Mining & Manufacturing Co 


Milton Nathanson is vice president 
of the Broil-Quik Co., New York City. 
The post is new. He was formerly 
general sales manager. 


John D. Carter and Paul C. Hum- 
bert have been appointed to public 
relations work for The Youngstown 
Sheet and Tube Co. 


Daniel J. Webster is marketing 
manager of Raytheon Manufacturing 
Company's equipment division 


Charles H. Fritz is assistant sales 
manager of the Shallcross Manufactur- 
ing Co., Collingdale, Pa. 


W. Benjamin Eckenhoff has been 
appointed to the sales staff of the Vik- 
ing Air Conditioning division of The 
National Radiator Co. His territory in- 
cludes eastern Pennsylvania, southern 
New Jersey, Delaware, Maryland and 
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WIDELY ADAPTABLE 


Fluorescent and Slimline Units 


For cove, cornice or valance lighting . . . 
or supplementary lighting on shelves, 
counters and display cases, you'll find 
these Wiremold Units the most useful you’ve 
ever worked with. Easily and quickly in- 

. . small cross section. Write for 


a 


“ 


WIREMOLD builds 
better business for you 


+. ata profit! 


TRIP.PROOF 


overfloor power lines with 


PANCAKE —= 


Carries power or communication lines 

‘ over floor to the point of use . . . safely! 

SJigelile Mel MeoMlolale(+(-WE oloMeem ole} (:Mael]-amelile 

base are heavy galvanized steel. Two in- 

terconnecting sizes meet all requirements. 
Write today for the PANCAKE booklet. 


WIREMOLD products are backed by a firm guarantee. See page 7 of Wiremold 
Catalog No. 19. 


The WiREMOLD Company 


A] 
HARTFORD 10, CONNECTICUT 








: Sensational NEW features 
FOSTORIA 


Bole Naha: 


The Perfect Lighting Tool 
‘812 
Each 


for Machine Assembly 
in std 


Inspection 


Directs 

Light MODEL 2-WX-700 

Exactly Overall Length 31°’ $10.50 ea. 

as Needed e 
Refiector—New bell ventilated shape with 5'2” 
orifice. Rotates 360°. Accommodates 100 watt A-21 
or R-30 lamps. Also PAR-38, R-40, RS-40. Available 
with lens, if desired. 
Arm Joints — New patented tension disc design. 
Easy, smooth action with only one hand. Available 
with 1, 2 or 3 arms. 
Base—Universal for vertical or horizonal mount- 
ing. Also adaptable to outlet boxes. Collet revolves 
360°. 
Wiring—Medium screw porcelain socket. ‘‘T”’ rated 
toggle switch. 8 ft. POT-32 18-2 heavily insulated 
oil resistant wiring with molded plug. 
Finish—Gray baked enamel. Reflector interior, high 
temperature White. 


WRITE for complete catalog of 
Localite models for every indus- 
trial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 
Fostoria, Ohio 


Localites available through 
wholesalers everywhere 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Channellock line. Get your 

display boerds out front where your customers can buy from the 

wide Ch Hock selecti Millions of readers every month 

ere being told about the Channeliock line! There are real profit possi- 

bilities for you in the plete Ch Hock line of highest quality tools. 
Check your stock foday . .. be sure it’s complete! 








LETES ALL OTHERS 








CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 








Washington, D. C. Sales Manager 
Frank Gibbons made the announce- 
ment. 


Henry H. Gefvert, formerly pres- 
ident of Crescent Industries, Inc., Chi- 
cago, was elected chairman of the 
board of directors at a meeting held 
in December. J. Russell Duncan, 
formerly president of The Electric 
Sprayit Co., and of Moe Bridges Corp., 
Sheboygan, Wis., was elected president 
and general manager. Nelson Len- 
berg continues as vice president and 
Donald E. Heinisch as secretary and 
treasurer. 


Murray Lefton is eastern district 
manager of Revco. Inc. Deerfield, 
Mich. His territory includes New Jer- 
sey, Delaware and the marketing areas 
of Philadelphia, Baltimore. Washing- 
ton and New York City. For the past 
five years Letton has been a sales rep- 
resentative of Gross Distributors and 
Philco Distributors, Inc.. of greater 
New York. 


Lawrence G. Maechtlen, vice pres- 
ident of the Square D Co., is new 
manager of its western district. J. H. 
Pengilly, also a vice president, has 
been named chairman of the western 
division’s executive committee. 


Leslie Goodwin is district super- 
visor of The Arrow-Hart & Hegeman 
Electric Company's Atlanta, Ga., office. 
Mr. Goodwin has been transferred 
from the Houston, Tex., territory. 





OBITUARIES 











George F. Hessler 


George F. Hessler, vice president in 
charge of all sales activities and a 
member of the board of directors and 
the executive committee of the Gray- 
bar Electric Company, died suddenly 
in Venice, Fla., on February 1. He 
was 64 years of age. 

Mr. Hessler was president of the 
National Association of Electrical Dis- 
tributors in 1952-53. Active in the 
association’s organization since 1916, 
he had been a member of the execu- 
tive committee of the board of gov- 
ernors. During World War II, Mr. 
Hessler represented all electrical dis- 
tributors on a committee of electrical 
manufacturers formed to determine 
the basic war needs of the electrical 
industry. He was also a member of 
N.A.E.D.’s Washington Committee, 
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which was formulated to interpret the 
War Act to the industry. 

Mr. Hessler received the James H. 
McGraw Award for Electrical Men in 
1952 for his World War II efforts re- 
sulting in Office of Price Stabilization 
regulation which “provided the relief 
necessary to permit the distributor to 
function effectively and provide the 
service necessary to the emergency.” 

Mr. Hessler had been with Graybar 
tor 48 years. He joined the Western 
Electric Company, at the age of 17, as 





KEYSTONE OUTLET BOXES AND SWITCH BOXES ARE 
DESIGNED FOR “DOUBLE QUICK” INSTALLATION! 


When it comes to downright ease of installation, you'll find 
the entire line of Keystone Outlet and Switch Boxes are 
loaded with time-saving, cost-reducing features. Knock-outs 
and “pri-outs” that can be removed “double quick.” BX or 
Romex clamps already assembled with nested fit for quick, 
easy pulling of wires. In 4” octagon boxes, extruded holes 
provide extra thickness to eliminate costly stripping of threads. 
And switch boxes, 4” square boxes, and handy boxes are avail- 
able with mounting brackets to facilitate installation. Yes, 
these and other quality features make it well worthwhile to 
specify “Keystone” for all your box requirements. 


FREE CATALOG describes and 
illustrates the entire line of Keystone 
Wireways and Fittings, Cutout Boxes, 


a clerk in the purchase records depart- Pull Boxes, Outlet Boxes, with KEYSTONE MANUFACTURING COMPANY 


ment. He rose through the ranks of oa ae Oe Se Soe asin Gutteinie, seen 
Western Electric until that firm's sup- prices. Send for your free copy today! CENTER LINE (Detroit), MICHIGAN 
ply department became incorporated 
under the name of the Graybar Elec- 
tric Company in January, 1926. Mr. 
Hessler was then manager of the line 
material department. 

In 1933 he became assistant general 
sales manager and in 1940 was ap- 
pointed general sales manager. He be- 
came a director in 1941. In January 
1942, Mr. Hessler was elected vice 
president and in March, a member of 
the executive committee. Since March 
1949, he headed all of the company’s 
sales activities. 

George F. Hessler was a firm believ- 
er in the American economy and of 
the electrical distributor's role in that 
economy. He saw many things come to 
pass through the medium of his own 
organization. Mr. Hessler once re- 
marked, “We have ridden the crests of 
the prosperity wave and the depths of 
the depression.” He went on to ex- 
claim he was confident the nation 
would not have to face a depression, 
but perhaps periods of adjustment. He 
urged distributors to train their young MODEL 
men and broaden their knowledge so : <o 
as to successfully operate in all phases ; *14-1000 MCM 
of the economy. , 

At the 1952 meeting of the Lake 
Michigan Club, Mr. Hessler delivered 
an address, “The Road Ahead,” in 
which he told his listeners they | es COPPER TUBE AND PRODUCTS. INC 
shouldn't worry about where it will 5748 MARIEMONT AVE. + CINCINNATI 27, O10 
lead. When worry creeps in, he said, 


George F. Hessler 
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helping you sell 
FEEDRAIL Trolley Busways 


They've just been completely revised and brought up 
to date to include the latest developments and im- 
provements in the FEEDRAIL trolley busway design. 


bean) 


vc 
¥ 


ee 


They're being sent out by us and by our representa- 
tives to prime industrial prospects all over the country— 
the men and plants that want and need the safe, mod- 
ern and efficient electrification offered by FEEDRAIL. 


If you're a FEEDRAIL distributor, you'll want to be sure 

that your sales force is equipped with this literature to 

answer your customers’ inquiries. Contact your local ‘ 
FEEDRAIL representative or write us direct. Dept. W-3. At stores, 


ET: 
BAIL | FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 
125 BARCLAY STREET © NEW YORK 7,N.Y 





sPpecratity QUALIFtEecso REPRESENTATIVES '” PRIMCHTPAL civries 


Insure The Quality 
Of Your Wiring Jobs With 


UNIVERSAL PORCELAIN INSULATORS 


-—— 





@ You can fit all your 
customers requirements and make 
every wiring job a better job 
with Universal Porcelain Insulators. 
They have uniform body density, 
high dielectric and physical strength 
to resist temperature extremes, 
moisture, fumes, smoke and 

most acids. Put quality first 
— specify Universai Porcelain 
Insulators. 


1549 EAST FIRST STREET @® SANDUSKY, OHIO 


reason goes out. By applying reason to 
fact, all will have a greater opportunity 
to face the future without fear. 

Mr. Hessler called today a period of 
expansion. “. . . I believe I can con- 
fidently state that we are in for an age 
of development and expansion beyond 
our fondest expectation. We are gravi- 
tating towards a continued higher liv- 
ing standard for our people in an econ- 
cmy which will support adequately 
both defense and civilian production.” 

Surviving Mr. Hessler, are his 
widow, two daughters, a son, a sister, 
two brothers, and three grandchildren. 
From 1915 to 1945 he lived in West- 
field and Breton Woods, N. (= and 
was a director of the Westfield Sym- 
phony Orchestra. Since 1947 he had 
been a resident of Stamford, Conn 


M. W. Kunkel 


Martin W. Kunkel, 56, sales man- 
ager of the appliance and television 
division, State Electric Supply Co., 
Pittsburgh, Pa., died the first week of 
February. 

Mr. Kunkel was a member of the 
Electric League of Western Pennsyl- 
vania and the Pittsburgh Housewares 


Club. 


C. G. Ward 


Clarence G. Ward, manager of the 
Westinghouse Electric Supply Co 
branch in Peoria, Ill., died suddenly 
during the last week in February. Mr. 
Ward, who was 47, had been with the 
firm for 25 years 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Ilsco Copper Tube and Products, 
Inc., Cincinnati, Ohio, are represented 
in the Chicago and Milwaukee trade 
areas by the Kerrigan Sales Co., rm. 
310, 1313 West Randoiph St, Chi- 


cago, Ill 


Burndy Engineering Co., Inc., Nor- 
walk, Conn., are represented in the 
Boise, Ida., area, by J. O. Malvin, North 
36th St., Boise. Mr. Malvin had been 
with the Idaho Power Co., for 34 
years, and was the firm’s purchasing 
agent since 1938 


Feedrail Corp., New York, N.Y., has 
appointed the M. B. Squires Co., as 
Pittsburgh representative, covering 
West Virginia, and that portion of 
Pennsylvania west of, but not includ- 
ing the counties of Potter, Clinton, 
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Centre, Huntingdon and _ Fulton. 
Offices are located at 1202 Grant 
Bldg., Pittsburgh 19, Pa. 


Stiglitz Corp., has named the Web- 
ster Corp., Norfolk, Va., as sales rep- 
resentatives in Virginia, North Caro- 
lina and South Carolina. 


John Oster Manufacturing Co., 
Racine, Wis., has announced the ap- 
pointment of the T. Harry Skinner 
Co., as sales representative for New 
York state and northern New Jersey. 
The Skinner Company is located at 
200 Fifth Ave., New York City 


Trade-Wind Motorfans, Inc., Los 
Angeles, Calif., has added two sales 
representatives and increased the terri- 
tory of one of their present represen- 
tatives. Frank B. Davis, P.O. Box 4745, 
Atlanta, Ga., handles North Carolina, 
South Carolina, Georgia, Alabama, 
Florida and eastern Tennessee. Edward 
A. Damrau Co., 557 S. Braddock Ave., 
Pittsburgh, Pa., represents Trade-W ind 
in eastern Ohio, western Pennsylvania 
and West Virginia. Cressy Sales Co., 
819 Royal St., New Orleans, has added 
Mississippi to its Louisiana territory. 


SLIP-ON GUARD_s 


GETS-A-LITE GUARD and 
GUIDE 


Quickly and Easily Installed by 
Anyone — No Tools Needed! 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fix ure, as illus- 
trated. 

Made of indestructible spring steel 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenence man to change 
lamp in 10 seconds! 

Available for 40 watt and 100 watt 
fluorescent lamps. 


Contact Your Electrical Wholesaler, OR 


GETS-A-LITE Company, Dept. EW34 
3865 N. Milwaukee Ave., Chicago 41, Ill. 
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SOLDERLESS 
CLAMP 











are built to give 
extra long-life 
service 


A special bronze alloy of the highest conductivity and 
strength is used in Sherman's extra heavy Rigid-Type 
Ground Fittings. Rugged bodies provide maximum 
strength and additional stock for extra threads. This 
extra thread length, plus long, heavy-duty bolts and 
lock washers provide more clamping pressure 
GF13B for ground wires up to No. 4 stranded AWG 
Fits 4” to 1” pipe and %” to 1” ground rods 
GF23 for 2° conduit. Swivel conduit hub is adjust- 
able to any position. Capacities same as GF13B 


BATTLE CREEK, MICHIGAN 


Electrical Fittings for Wire and Cable 























fine wall plates 
and wiring devices 


® America’s most complete line of wall plates... 

all types... all combinations ... any number 

of gangs. Beautifully styled. 

® Sierra Mercury Switches and Triplex 

Receptacles feature advanced design and 

ry heavy-duty construction for 
long trouble free service life 


—— as 


sees. *- dakeemmaan GS siernn ELECTRIC & MFG. CO. 


544 East Thirty-First St. 
Los Angeles 11, California 





BULLETIN “S” 


YOURS FOR 
THE ASKING 


A@AHTHZ* 


ARE NOT THE ONLY 
STAR PERFORMERS 
IN THE GYMNASIUM 
AND SWIMMING 
POOL 


MULTI 
LIGHTING FIXTURES 
ARE STAR PERFORMERS ALSO 


They are mode to exacting 
specifications, easy fo install and 
maintain, give lasting lighting 
efficiency and satistaction 


EACH OF THESE UNITS IS BACKED BY MULT! ELECTRICAL MFG. COMPANY'S 
MANY YEARS OF EXPERIENCE IN THE MANUFACTURE OF LIGHTING EQUIPMENT 


PARTICIPATING MEMBER IN RLM INSTITUTE 


MULT 


Lighting Cyuipment and Wiring Devices. 





ELECTRICAL MFG.CO. 


4223.49 WEST LAKE STREET © CHICAGO 24 











PORTABLE 
A. C. 
POWER 


ELECT OUR 
QUALITY FITTINGS 


#901 
Non Metallic 
Connector 


#523 
Entrance 
Cap 


for use anywhere! 


Meets the growing demand for 
portable power to operate time- 
Saving A. C. electrical equipment 
such as saws, tools, heaters and 
lights. Nationally advertised, pre- 
cision made, priced low. 

Also KATOLIGHT Power Plants 
from 350 watts to 50 K.W. D. C. 
Models 500 W. to 15 K. W., for 
continuous or standby 

service. Generating 








ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, 4 . 2 ( 
ones Le § CORPORATION 
— 491-92. Mankato, Minnesota 


WRITE FOR 
DETAILS 





ASSOCIATION NEWS 











LOS ANGELES—Robert D. Wil- 
liams, vice president, Brand Appli- 
ances, Inc., Glendale, is president of 
the Electric League of Los Angeles, 
Inc. He succeeds Ray Cox, of Horn 
and Cox. 


OMAHA—William H. Guthrie, pres- 
ident of the Nebraska-lowa Electrical 
Council in 1949, was memorialized in 
an official resolution passed by the 
board of directors at the February 
meeting. Mr. Guthrie, president of 
the Omaha Electrical Works, passed 
away in January 


SALT LAKE CITY—Mark Brown, 
Mark Brown Furnishings Co., is presi- 
dent of the Intermountain Electrical 
Association. Other officers are H. B. 
Hodgkins, vice president, and Paul 
Flandro, secretary-treasurer. 


WASHINGTON, D. C.—An Effec- 
tive Speech series of 10 sessions is 
being offered by The Electric Institute 
of Washington. The series, scheduled 
to run from March 10 through May 
12, is being conducted by Professor 
E L. Stevens of Georgetown Uni- 
versity. 











Jocks . . props .. shores. . 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


Simple, strong, eas- 
ily handled stand 
for your reels to 
save time and labor. 
Adjustable slots for 
wide variety of reel 

: sizes. 
Style A: 2,000 Ibs. cap. 37.50 
Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


Write for details of jobbing propo- 
sition. Generous discounts. 


ROLL-A-REEI. 


7180 SYCAMORE AT CENTRAL PARKWAY 
CINCINNATI 2, OHIO 








ELECTRICAL WHOLESALING—March, 1954 





UNG Ot) 
BROODER PRODUCTS 


JACKSON 


900-910 W. Van 


CHICAGO 7 


4-light 
2#7414TG 
Infra-Red 


BROODER 


Brooding capacity 20| 
sq. ft.—accommodates 
300 te 350 chicks 
Wafer thermostat au 
tomatically controls 
two of four lamps 
and can be adjusted 
to regulate burning | 
of lamps as needed 


BROODER 
This Universal 
Brooder versatile 
2. speilation~idel 
of all Binds ~~ ples 


“Tnstant by 
a into ‘sleetri- 


e The Jackson Line 

of Brooders, like the 

Jackson Line of - 

dustrial R 

and Yardlights, Y a 
siness bulld- 


out the scountry. 


drawings of Cords Ltd 





© Sold only 
Wholesalers. 
3-light 
#731358 
Infra-Red 


BROODER| 


Simple, sure method | 
of bringing a brood | 
of 250 chicks to ma- | 
turity. The three) 
lamps provide effec- 
tive heat pattern of 
about (6 sq. ft. As 
chicks mature some) 
space can be made | 
available by raising | 
the brooder approxi. | 
mately 3” a week 
which Increases me 
heat pattern. 

18” dia. steel refiec- 
tor—infra-Red Baked | 
Enamel! finish—6-foot | 
approved cord and | 
plug — completely | 
wired — ready te in- 
stall. 


ELECTRICAL 
COMPANY 


Buren St 


ILLINOIS 
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NEW LITERATURE 











Garden Lighting—Reference booklet 
contains photographs and sketches of 
practical garden fixtures. A do-it-your- 
self section has suggestions for con- 
structing homemade housings, as well 
as a guide to ready-made lighting 
equipment. The 48-page booklet may 
be had, for a fee, from the residential 
lighting department, Westinghouse 
lamp div., Bloomfield, N. J. 
Receiver—Designs, specifications and 
operating procedure of a communica- 
tions receiver are contained in a four- 
page bulletin. Also pictured in detail 
are the layout, construction, and phys- 
ical design of the receiver, which is 
built for both and profes- 
sional use. Bulletin may be obtained 
from the Hammarlund Manufacturing 
Co., 460 W. 34th St., New York 1, 
N. Y. 


Cord Sets—Wire cordage types and 
cord set components are combined 
within the covers of a 30-page catalog 
containing 64 photographs of facilities 
and some typical production cord sets. 
Special engineering section contains 
118 separate dimensional engineering 


amateur 


plastic and 


presents 


200 oistinctive, 


INDIVIDUALIZED LIGHTING 
FIXTURES 


The world’s largest line of orna- 
mental fixtures . . . many sizes 
. « « for exterior or interior in- 
stallation. 
Lonterns Lamp Posts Brackets 
omen A Colonial Gothic 
ays in demand for 
Peete ee ies — 
Fine Homes—Restaurants— 
Clubs—industrial Plonts 


Established 
1907 XX 


Send for 
CATALOG a 


No. 50 
be 





You Cdl Cou 
On-FOR SAFETY,. 


FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


—) 
u ‘vite for your 
free Copy of 
the Klein 
Pocket Tool 
Guide today f 


“Since 1857” 


Mathias com KLE I Naits & Sons 


LMONT AVE, CHICAE 





\° ROBOT 
=! “OPERATORS 


MEET OVER 1,000 SPECIFICATIONS 
APPROVED BY UNDERWRITERS LAB., INC. 


... €fctron tcally 
@) dt) ie @ 0 Oh) ee BOLE .& 
DOORS, GATES 


*® INDUSTRIAL 
* COMMERCIAL 
* RESIDENTIAL 
of ae 2S 


MODELS AVAILABLE TO OPERATE 
THE FOLLOWING DOORS, GATES, ETC. 


FRICTION 
DRIVE 
or 
CHAIN DRIVE 


Sectional Over 

In addition to applications 
illustrated, ROBOT Opero- 
tors. will also operate the 
following 

Vertical Lift Doors 

Vault Doors 

Fire Doors 

Elevator Doors 


Opposite Sliding 
Gates 
Elevator Gates 
Rolling & Sliding 
Grilles 
Factory Conveyors 
Factory Skylights 

Commercial 
Awnings 
Folding Partitions 

Greenhouse 
Windows 
Theater Stage 
Curtains 
Television Antennas 
Tole lol mm aliclalale ts 
And any other applica 
tions where a safe and 
dependable automatic 
electric power unit is de 
sired for operators requir 
ing a reversing travel 


cycle or an intermittent 


cycle in one direction 
MANY THOUSANDS IN USE 


SOME OVER 20 YEARS 
Write for FREE Catalog to 


Manvtactured by 


ROBOT APPLIANCES, INC, 


13165 PROSPECT AVE ° DEARBORN, MICH 


molded rubber cord connectors, strain 
reliefs, crotholes and cockets. There 
are also simplified tables showing max- 
imum ampere and voltage ratings 
for various portable cordage and wire 
gauges, with typical appliance and in 
dustrial cordage and cord sets listed 
Copies may be had from the Cords 
Limited div., Essex Wire Corp., 


DeKalb, Il 


Business Telephones Illustrated 
brochure on business telephone sys- 
tems describes how executives and key 
employees can be reached, quickly in 
plant or office, by means of a special 
signaling device that is part of an in- 
ternal system. Copies sent on request 
from Automatic Electric Co., 1033 W 
Van Buren St., Chicago 7, Ill 


Electric Motors—Information about 
new NEMA standards for electric m 
tors is contained in a six-page folder 
Included are comparative dimensions 
between old and new proposed Cen- 
tury NEMA frames | to 30 hp. Copies 
may be had from Century Electric Co., 
St. Louis 43, Mo 


Soldering Iron—Industrial electric 
soldering irons with important addi- 
tions and improvements are listed in 


a 4-page folder. Included are the fol 


(ERICSON) 





t 


. 


r ELECTRIC 
| CORD 
REEL 


J A really heavy duty 


product—and we mean that! Level 
winding, non-kinking, non-fraying, 
non-shorting, non-binding; constant 
retracting speed; universal bracket; 
heavy duty cord resists water and oil. 
Very easy to clean or service. Com- 
pare with any other reel. Just one 
product in the— 

Complete C & E Line 
* Reels * Multiple outlet cords 
* Plugs ¢ Inspection lights 
* Test leads * Safety transformers 

* Broken lamp base removers 

—and many other products. 








ERICSON MFG. COMPANY 


5209 Euclid Avenue Cleveland 3 








extension cord sets 


at LENGTH CORD TYPE 
3543 15 ft 18/2 
3544 25 18/2 
3545 50 ft 18/2 
3546 25 ft 16/2 
3547 50 ft 16/2 
3548 100 ft 1672 
individually cartoned—Packed 20 
to Standard Shipping Package 


Push these rugged service units! 
For Washing Machines, Refriger- 
ators, Fans, Portable Tools, Lawn 
Mowers, Hedge Trimmers, Busi 
ness Machines and Small Motors. Husky block rub- 
ber cords in standard lengths; integral molded-on 
components. Female connector has double contact 
blades, insuring perfect connection. Moisture-proof 
—strain-proof—Real GLUTTONS for PUNISHMENT! 


industrial extension cord sets 


ALL-RUBBER components built to withstand crush 
ing loads and impacts. Integral molded-on male 
ond female components, waterproof and strain 
resistant. Unequalled as power extension units in 
factories, ship- 
cat LENGTH CORD TYPE yards and plants 
3549 25 tt 14/25 requiring 2-wire 
3550 50 ft 14728 service 
355! 100 ft 14/25 
3561 25 ft 16/28 
3562 50 tt 6/25 
3563 100 ft 1672S 
Individually cartoned—Packed 20 
to Standard Shipping Package 


Data sheets 


on request 





CORNISH WIRE COMPANY, inc 
50 Church Street, New York 7, N. Y. 








115 S. Clinton St. 


SWITCH 


AND 


WALL 
PLATES 


Packed in in- 
dividual en- 
velopes with 
screws. 
Chrome plates 
protected 
with paper un- 
til installed. 
. 


Industry’s No. 
1 plates at 
competitive 
prices — head- 
quarters for 
satisfaction 
and economy. 
Buy from this 
reliable 
source. Get 
info on com- 
evcravi~am plete HONER 


HORIZONTAL 
OPENINGS line. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Electric Division of Honer-Norton 
Chicago 7, Ill. 
RA6-7662 
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° WIRES 
° FLEXIBLES 
* CABLES 


For the Electrical, 
Wireless and Motor Trades 


INSULATED WITH 
THERMOPLASTIC (P.V.C.) 
and RUBBER 


A Cable for every purpose 
A Purpose for every cable 


Send us your enquiries. 
Illustrations and prices 
sent on application 


COMMODITIES TRUST LTD. 

12-13 HENRIETTA STREET 

STRAND, LONDON, W.C.2 
ENGLAND 





| 


| page 


| ufacturers, 


} man Electric Co., 

Hartford 6, 
Busway 

| letin are 








INERALLAG 


Steel HANGERS, CLIPS, STRAPS | 


Minerallac Cable, Conduit and Mes- 
senger Hangers are E Easier, 
quicker to install; permit speedy, com- 
pact wiring: economical. Also in Ever- 
dur .. . Porcelain epee Bushings 
available. ee 

Jiffy STEEL Clips Pipe clamp) require 
only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX 
cable, mounting coils, etc. Millions in 
use. * ee 

Steel Straps for Messenger-cable serv- 
ices on outlet boxes; may be used in 
conjunction with hangers. 

. . 7 

Order from your Electrical Wholesaler. 

Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicago 7, tilinols 
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lowing new lines: super-pencil, pin- 
point, featherweight hatchet, super- 
powered and battery type. Forty mod- 
els are illustrated. Copies may be ob- 
tained from Hexacon Electric Co., 
Roselle Park, N. J 


Emergency Lighting — Folder de 
scribes in detail economical emergency 
lighting equipment which is designed 
to afford automatic protection in plants 
and government agencies. Information 
on the self contained unit may be had 
from Electric Cord Co., 197 William 
St., New York 38, N. Y 


Motor controls—An illustrated 12 


folder includes size, rating and 
ordering data on control centers. In 
formation provided is of value to man 
plant engineers and elec- 
tricians, plus others who buy, specify 
or work with motor controls. Copies 
may be had from the industrial con- 
The Arrow-Hart and Hege 


103 Hawthorn Sct., 


trol div., 


Conn. 


Cataloged in a 44-page bul- 
“100” ampere steel-enclosed 
trolley busway system of electrification 


| Illustrated and described are the track, 
trolley and accessories used in the elec 








SPECIALISTS sine, 


SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AYE. 
CHICAGO 31, ILL. 














STRINGER TOOL POUCHES 


and Linemen’s 
Equipment 


FREE 
DISPLAY 
BOARD 


WRITE FOR 
INFORMATION 


Manufactured 
and sold by 


UTILITIES SAFETY 
SUPPLY COMPANY 
3112 Indiana Ave. 
Kansas City 28, Mo. 





Controlled quality 





in every 
operation makes 


All EFCOR Electrical Fittings 
undergo a series of rigor- 
ous gauging tests to insure 
trouble-free performance 
under all conditions. 


EFCOR manufactures a com- 
plete line of quality fittings, 
made of malleable iron or 
steel, for every type of 
installation. 


i 


COUPLING NIPPLE 


Y 
efoto} i 3, ise. 


A 
THe BEST CONNECTIONS” 


; “SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 


7 ELECTRICAL 


FITTINGS 
CORP. 
Dept, L-20 
Woodside 77, 
New York 

















This NEW 
MARK-TIME 


automatic 


Time Switch 
has plenty of 


‘ easily 
Mstalled 
In ifelslelelda| 











turns lights, fans, 


heaters om or Off 
automatically 


There's a big market for this new 
Mark-Time Time Switch. Every 
home, every store needs at least 
one — probably several. 


The many applications include hall, 
porch, garage and cellar lights, 
heating units, attic fans, store win- 
dow lights, neon signs! 


This unit is easily installed in any 
standard rectangular wall box 
without special alterations — re- 
places the regular toggle switch. 


SPECIFICATIONS 


Series 9000 — Time ranges from 3 
minutes to 12 hours. 20-amp., 125 
volts, A. C. only. Available for ON or 
OFF type cperation. HOLD feature also 
available — ot HOLD position, current 
is on, but timing mechanism does not 
operate until knob is turned to time 
period. Wall plate is satin-chrome fin- 
ished. Attractively packaged. 


Write today for catalog sheet. 


M., H. RHODES, INC. 
HARTFORD 6, , 
4,2 CONN 


SF / Manufactured and sold in Canada by 
SPERRY GYROSCOPE OTTAWA, Limited 
3 Hamilton St., Ottawa, Ontario, Canada 


trification of cranes and hoists, moving 
test lines, portable and machine tools, 
assembly and production lines. Selec- 
tion of equipment is aided by section- 
alizing the bulletin for those who plan 
and specify electrical distribution sys- 
tems. There are also special sections on 
installation planning, procedure and 
methods of mounting and typical in- 
stallations. Bulletin is published by the 
Feedrail Corp., 125 Barclay St., New 
York 7, N. Y. 





SALES AIDS 











Broan Manufacturing Co., Milwau- 
kee, Wis—A new program of tested 
sales aids is for electrical wholesalers, 
contractors and dealers. Promotional 
material includes catalogs, price lists, 
envelope inserts, counter displays and 
newspaper maps. A display board is 
completely wired for the demonstration 
of various types of Broan ventilating 
fan installations in kitchens and elec- 
tric-fan heater installations in bath- 
rooms. 


Penens Corp., Schiller Park Ill. — 
Save-a-clerk counter merchandiser con- 
tains six basic chrome plated me- 
chanic’s hand Display stand 
measures 1514 in. wide; 18 in. high 
and 8 in. deep; and holds 34 carded 
tools. Cards give information on uses, 
guarantee, features, and price. 


tools. 


Berns Mfg. Corp., Chicago 18, Ill— 
Plywood, color, two-tone displays hold 
either two or three ready-to-operate 
window fans in 30 in. by 29 in. of 
floor space. Both displays come with 
fans wired and ready for operation. 
One display hoids two 20-inch window 
fans. The second display holds a 20- 
inch, 16-inch and 12-inch window ven- 
tilator. Additional information on 
availability without cost can be ob- 
tained from the manufacturer. 








SPEROM NY 
FLOODLIGHTS 


OPEN AND ENCLOSED WEATHERPROOF 
TYPES WITH RANGE OF QUALITY AND 
BEAM SPREADS TO COVER ANY FLOOD- 
LIGHTING NEED. 


SERIES A 
750-1500W 


Latest in design to 
meet the most exacting 
lighting requirements. 
A variety of beam 
spreods for all 
applications. 


SERIES Y % 
750-1500W 


A low cost unit to meet 
| minimum standards. 
Highly efficient and 
with a wide angle dis- 
tribution to fit any need. 





Both units available in 
Slip Fitter, Wall, Pipe and 
Cross Arm mountings 











SPERO also makes “GUARANTEED” PORCELAIN 
ENAMEL REFLECTORS... FLOODLIGHTS...VAPOR- 
| TIGHT UNITS... INSULATORS .. . SWITCHPLATES 


THE SPERO ELECTRIC CORPORATION 


20500 St. Clair ©* Cleveland 17, Ohio 














1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





(Pat. #2632356) 
also 
THIEL Easy-Drive 
“Nail It’ 
and 
THIEL “Easy-On” 
Straps 


BANG THEM DOWN 


... they won't Bend 


Contractors save time—labor—material 
with these strong, rugged THIEL Staples. 
They go in straight and true—greatest 
improvement in staples for cable work 
(metallic and non-metallic) in 25 years. 
Send for FREE samples. Sold by Leading 
Electrical Wholesalers—write for infor- 
mation on open territories. 


TOOL AND 
td i EL ENGINEERING 
COMPANY 


1417 N. Market St. e@ St. Louis 6, Mo. 
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Letters to the Editor 
(Continued from page 3) 





home, we find that it is always a very 
fine architect—but when it came to 
lighting, it was never discussed, merely 
accepted. Another factor entered into 
by the buyer and the architect is price, 
and the first cut in the cost of the 
house is the cutting of lighting and 
cutlets. 

I feel that a direct advertising cam- 
paign, as a joint venture, advocating 
good lighting to the consumer, would 
be a big factor in our industry. 

Trade names and jobbers’ names, 
should, in my opinion, be taboo. What 
really counts is the awakening of the 
public to the values of lighting for 
both better sight and better light. And, 
of course, the true importance of fix- 
tures in the decorating aspects of the 
home. 

I can appreciate nation-wide adver- 
tising if one wishes to promote a name 
brand, but our problem is the com- 
plete industry. One can speak of deal- 
ers, contractors, etc. However, it all, 
I believe, falls on “the man in front 
of the inventory’—and that is the 
jobber. 

If builders and architects can be 
taught to consider lighting as im- 
portant as any other part of construc- 
tion, rather than a necessary evil, I am 
sure that with correct appeal to the 
homeowner, the value of lighting 
would increase. 

STANLEY HOFFMAN 
PRESIDENT 
THE HOFFMAN ELECTRIC 
SUPPLY CO. 
BALTIMORE, MD. 


Legislation, Not Education 
Dear Sir: 

The October issue of your publica- 
tion has come to my attention and | 
wholeheartedly agree with the views 
expressed (“Adequate Wiring’s Chal- 
lenge,” EW—Oct. '53, p. 69), namely 
that the electrical industry has been 
looking backward insofar as installa- 
tions are concerned and at present is 
about 40 years behind the present 
requirements. 

The above situation is especially 
true with regard to residence wiring. 
It seems very evident to me that most 
of the hard work that has been done 
to promote adequate wiring is wasted 
since it falls on deaf ears. 

In my opinion we can talk this 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTEL 


= BUSINESS 


UNDISPLAYED 


$1.20 per line, minimum 3 lines. To figure ad- 
vance payment count 5 average words as a line 


Box Numbers—counts as 1 line 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 


LINES WANTED 


——RATES--— 


POSITIONS WANTED 


OPPORTUNITIES 


DISPLAYED 


The advertising rate is $11.50 per inch for all 
advertising appearing on other than a contract 
basis. Contract rates quot on request 

An advertising inch is measured %” vertically on 


a columr columr nehes to a page 


Send NEW ADS to ELECTRICAL WHOLESALING, 330 W. 42nd St.. N. Y. 36, N. Y., for April issue 
closing March 24th 











Sales Representatives Wanted 


e Manufacturer of low priced 
quality line of wire connec- 
tors, cable and conduit fit- 
tings has openings in many 
territories. 

e State lines carried, territory 
covered, experience and type 
of accounts called on. 


RW 1955 Electrical Wholesaling 
330 W. 42 St., New York 36, N.Y. 


MANUFACTURERS REPRESENTATIVE 
WANTED 


For quality line of Cable and Conduit 
Fittings. Excellent opportunity for 
travelling men with following among 
Electrical and Hardware Wholesalers 
and jobbers. Please state length of ser- 
vice in territory, exact territory covered, 
and lines handled. 


RW 1781 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 

















CANADIAN 


Manufacturer's Agent has opening 
for additional lines of Fans, Humidi- 
fiers, Air Conditioners, etc. Covering 
Quebec & Maritime Provinces. 
Calling on Electrical Jobbers Only. 
What have you to offer. 


RA 1789 Electrical Wholesaling 
330 W. 42nd St., New York 36, N. Y. 

















ees WANTS? 


Other readers can pro- 


vide what you want if 
they know what you 
want. TELL THEM HERE! 
Through ELECTRICAL 
WHOLESALING‘s NEW 
SELLING OPPORTUNITIES 


Section. 


for information write: 


Classified Advertising Division 


330 W. 42nd St., N. Y. 36, N. Y. 








Michigan Ave 
68 Fost St 4 


SELLING OPPORTUNITIES OFFERED 
MANUFACTURERS REPRESENTATIVES o: 
Salesmen wanted from catalog and price 
lit specially made r electrical wholesalers, com 
1 fittings, electrical 
used for Incand, 
Lamps. Must 
als 


en 
SW-1921, Electrical 


( ommiss 
Wholesaling 
AGGRESSIVE REPRESENTATIVE wanted to 
sell lamps & wrought ) n following areas 
New England; Virginia; 5 io; W. Penn.; W 
Virginia. RW-1989, Electrical Wholesaling 
REPRESENTATIVE WANTED Manufacturer 
, Commercial, and 
dential, fans, bl , and power roof vent 
lators needs representation in many choice terr 
RW-1863, lectrical Wholesaling 
. ESTABLISHED lighting agents for Luve 
] i ceilings. Several territories open, 


Ce 95 Main St., Buffalo 


established li 


POSITION WANTED 


witl years diversified experience i 
the Electrical Supply Field. Would like a posi 
with Electr 1 Manufacture or Wholesaler 
offices in N. Y. or nity. PW-1985, Ele 


W holesaling 


SELLING OPPORTUNITIES WANTED 


MFGR’S AGENT, warehouse facilities covering 
t f Alabama, Georgia, South Carolina, and 


Ea n Tennessee contacting Electrical, Hard 
‘ and Mill Supply Wholesalers, desires one 
:dditional line. RA-19 Electrical Wholesaling 
CONSTRUCTION MATERIALS wanted to sel 
agency covering the Metropol 
y are will build substantial sales 
SA-1967, Electrical Whole 
sailing 
roo! MANUFACTURERS. If your sales ir 
California Arizona, New Mexic« Colorado and 
{ boost, please get in touch with us 
d. Calling on Electrical, Indus 
rial and Plumbing Supply houses. Warchouse fa 
lities in Los Angeles and San Francisco. R/ 
000, Electrical Wholesaling 
ELECTRICAL MANUFACTURERS Agent cov 
ering the entire New England Territory desires 
sal juit fittirgs. Have large ware 
’ Electrical Wholesaling 


tah need a 


’roven sales recor 


1a ty line of « 


sing facilities RA.2( 


BUSINESS OPPORTUNITIES 
EXECUTIVE WILL invest $25,000 to $75,000 


services in profitable business, preferabl 
ods, distribution or wholesale; have office 
N.Y.C. BO-1928, Electrical Wholesaling 
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subject up to doom’s day with very 
little constructive improvement. Also, 
it is my opinion that the only means 
of accomplishing the necessary stand- 
ards for present-day electrical needs is 
by having our city and county officials 
make the much needed changes in 
their present electrical codes, which 
are “the law” governing all electrical 
installations. 

So long as our electrical codes per- 
mit such low minimums, especially for 
residence wiring, just so long will the 
minimums be the maximum supplied. 
It is apparently a waste of time to 
talk of accomplishing the much 
needed improvements by educacional 
campaigns. 

Laws are made to govern our ac- 
tions, and if we were left to “senti- 
mental educational campaigns” instead 
of our laws, I fear there would be 
little compliance with the necessary 
standards for our mutual protection. 
This is a parallel situation and we 
might much better lay this public need 
on the doorstep of our city and county 
officials, who are the only ones who 
can make the needed changes in the 
electrical their re- 
spective communities. 

SQUIRE J. 


codes governing 


JOHNSON 


MANAGER 

PACIFIC COAST DIVISION 
ACME STEEL CO. 

LOS ANGELES, CALIF. 


Basis for a Program 


Dear Sir 

... I'm impressed with your prod- 
ucts education series (“The Salesman’s 
Technical Notes,” EW—Jan. ‘54, p. 
51; Feb. 54, p. 54). Barrett Electrical 
Supply Co. plants to develop a train- 
ing program around them. I intend to 
call this series of articles to the atten- 
tion of the St. Louis distributors group. 

LESTER E. BARRETT 

PRESIDENT 
BARRETT ELECTRICAL SUPPLY CO. 
ST. LOUIS, MO. 


Dear Sir: 

Your good publication should be 
congratulated on the first installment 
of “The Salesman’s Technical Notes.” 
... This type of information should 
be widely disseminated 

Wo. G. HILLs 
THE ELECTRIC INSTITUTE 
OF WASHINGTON 
WASHINGTON, D.C. 
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DEPENDAILI 


Tougher! | For Top 
Cor | @ Performance 


Neater! . tha 
\ Economy 


World's 
Largest Selling 
FRICTION TAPE 


PLYMOUTH RUBBER COMPANY, INC. 


ESTABLISHED IN 1896 


CANTON, MASSACHUSETTS 





COMMANDER MILLS, Inc., Sand Springs, Okla 
Chief Electrician, Wm. Bert Peacock, Speaking 


‘‘Protecting motors with 
Fusetron Fuses is saving us 
about $6000.00 per year”’ ] 





“We have 1000 looms, 90 of which 

are powered by 1 hp motors, 180 by 

14 hp, 100 by '2 hp, 630 by % hp. Prior to 1949 
several hundred of these were rewound each year. 

“We started using Fusetron Fuses in the winter 
of 1949 and began to keep individual records 
on motors. The reduction on motor burn-outs 
was immediately noticeable. 

“In the entire plant we have over 2,500 
motors, representing a little more than 5,000 hp 
connected load. The following list shows our 
actual expenses On motor repairs:” 


YEAR OF NUMBER 

REPAIRS OF MOTORS 
1949 (No Record Kept) 
1950 87 2,796.20 
1951 2,640.44 
1952 2,165.63 
1953 (ist 6 mos) 445.84 


You too can profit, as did Commander 
Mills, by protecting motors with 
Fusetron duol-element fuses. 


AMOUNT 
$6,804.00 


COMMANDER MILLS, Inc., Sand Springs, Okla 
Supt W.R.-Swafford, in charge of Mfg. says 


‘‘We avoid unnecessary 
shutdowns and prevent 
motor burnouts by 
using Fusetron Fuses’’ 


“In the sewing room we have 70 machines 
using % hp, 3-phase motors. 

“They are all equipped with Fusetron fuses 
rated at 3.2 amperes. Formerly, we used 30 
ampere fuses to avoid unnecessary blowing on 
the starting surges of the machines. 

“The Electrical Dept. installed these smaller 
Fusetron fuses several years ago, and we have not 
had any trouble with blowing them needlessly 
and neither have we had any motor burnouts. 

“We believe it better to blow a fuse than burn 
out a motor!” 


DON’T RISK LOSSES! 


One lost motor... 
One needless shutdown. .. 
One destroyed switch or panel... 
One burned out solenoid... 


May cost you far more than replacing 
every ordinary fuse with a Fusetron 
rausrwoarmy wames mw dvGl-element Fuse 

e.ectarcas PROTECTION 


Bussmann Mfg. Co. °'s.i: 


Let Chief Electrician Peacock and 
Superintendent Swaftford—help you sell 
Fusetron dual-element Fuses 


Experience is the best teacher according to an old 
saying—and reciting the experience of others is proba- 
bly the next best way of imparting knowledge. 

The condensed messages above give the actual ex- 
perience of the Commander Mills, Sand Springs, Okla- 
homa, with the use of Fusetron dual-element fuses. 

Chief Electrician Peacock tells in his own words 
how Fusetron fuses are saving his company about 
$6000 a year. 

Likewise, Superintendent W. R. Swafford, who is in 
charge of manufacturing. says what Fusetron fuses 
mean to him in preventing unnecessary shutdowns. 


If on your calls you quote these two gentlemen to 
your fuse prospects, you will be telling them in words 
stronger than your own how Fusetron fuses can save 
money for them and give them “trouble-free” pro- 
tection. 

If you would like more specific instances of the 
experiences of users with Fusetron dual-element fuses, 
talk to the BUSS fuse man in your territory. He is 
continually receiving such material from headquarters 
—and he is always glad to help you turn Fusetron 
fuses into profits for yourself and your company. 


BUSSMANN MFG. CO. 
ST. LOUIS 7, MO. 


OUTSTANDING 
DEVELOPMENT 
BY THE MAKERS OF 


Division McGraw Electric Co 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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